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Juckson & Church bine 2 


THE BEST SOLUTION TO YOUR DIFFICULT 
COMMERCIAL AND INDUSTRIAL HEATING PROBLEMS 


NEW J-C DIRECT-FIRED UNIT HEATERS and J-C SUSPENDED UNITS 
are the most versatile members of the famous Jackson & Church 
Warm Air Heating line. A check of the performance figures of these 
units against your own commercial and industrial heating needs, 
proves again that Jackson & Church solves more heating problems 
... better! 


NEW J-C DIRECT-FIRED UNIT HEATERS 


Available in outputs from 400,000 to 2,000,000 Btu., they can be 
installed on the floor, or suspended either inverted or horizontally. 
J-C Direct-Fired Unit Heaters are designed for either No. 2 or No. 4 
oil, gas firing, or combination oil-gas. They are self-contained, auto- 





matically controlled units equipped with air circulating blowers. J-C 
Direct-Fired Unit Heaters make possible savings in installation costs, 
and maintenance costs. 


NEW J-C SUSPENDED UNITS 
All the advantages of suspended heating — easy 





placement in out-of-the-way locations, savings 
in valuable floor space, almost limitless zone 
heating possibilities — now available for plants, 
stores, churches, schools and other large struc- 
tures. New gas models with inputs of 200,000 
to 400,000 Btu., with some units A.G.A. approved 
as horizontal furnaces or as blower type heaters. 





Oil-fired suspended units have outputs up to 
1,000,000 Btu/hr. Underwriters approved as a 
complete unit. 


POWERATED 
Outputs 
400,000 to 
3,800,000 Btu 





POWERAIRE 
Outputs 
152,000 to 
320,000 Btu 





DIRECT-FIRED 
Outputs 
400,000 to 
2,000,000 Btu 





COUNTERFLOW 
Outputs 
100,000 to 
175,000 Btu 





SUSPENDED 
Outputs 
89,000 to 
1,000,000 Btu 


For complete information contact your nearest Jackson & Church representative or write direct to the factory. 


| JACKSON & CHURCH. iuanace oision 





| SAGINAW, MICHIGAN 
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WE’VE GOT THE STOCK... 
WE GIVE THE SERVICE... 


One fast telephone call can get you all of the sheets 
and strip you need! And that goes for the smallest 
customer as well as the largest. 

U. S. Street Suppty has 18 well-stocked ware- 
houses from coast to coast—each of them carrying 
large stocks of USS quality sheet and strip in the 


SHEETS and STRIP 
call U.S. STEEL SUPPLY ! 


types, grades, gages, and sizes you use. We can give 
you what you want ... and deliver it where you 
want it ... when you need it. 


And, when you buy from U. S. STEEL SUPPLY, 
your shipment will arrive in good, clean condition, 
accurately cut to your specifications, and ready for 
fabrication. 

Yes, just one call will get you the sheets and strip 
you need. See for yourself why U. S. STEEL SuPPLY 
is the place to buy. 


U. S. STEEL SUPPLY 


General Offices: 208 So. La Salle St., Chicago 4, Ill. 
UNITED 


\ MERICAN 


STATES 


Warehouses and Sales Offices Coast to Coast 


(ie mS 
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HIGHBOYS COUNTER-FLOWS GRAVITY 

Oil or gas. Re- In gas or con- FURNACES 
markably com- vertible oil. Pre- Naturals for low- 
pact. 80,000 to wired, assembled cost housing. In 
150,000 Btu. En- Large blowers 


gas r oil. 90,- > » ise Vv 
closed controls to 150,000 Btu 000 > ’ O need to compromise your good 





~ 


name with ““No-Name” heating 





SS ——— and cooling equipment. Now you can 
Cee eeee ee amnpeencenmmnnannamnens 


SS ae LEST I: offer cost-conscious builders famous 


Mueller Climatrol quality at a price 
that means profit —for them and for 
you. Yes, it pays to sell the popular 
SUBURBANAITRE line. 

There’s nothing skimpy about the 
nationally advertised Mueller Cli- 
matrol “long green line.” Only the 


cummmmnn we cowners price is modest—thanks to advanced 
It heats! It cools! Oil or Gas or oil fired. Long- i > 
gas models. Adaptable to life construction. 110,000 manufacturing methods. 
step-at-a-time installa- to 150,000 Btu 
tion. 110,000 Btu 
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HORIZONTAL FURNACES 
For crawl space or 
suspended installa-~ : MUELLER CLIMATROL 

tion. 80,000 to 120,- Dept. 106, 2030 W. Oklahoma Ave., Milwaukee 15, Wis. 


000 Btu. Oil or gas PLEASE RUSH all the profit-making facts about 
your Suburbanaire line for new building. 


Name 


Call your man from MUELLER CLIMATROL 
... 0? mail this coupon! 
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Thumbing Through 
This Month's Artisan 


we begin a 
new series of merchandising 
articles by an author who is 
well known as an authority 
on the general subject of 
selling. Ray Horan presents 
some interesting sales tech- 
niques under the general 
heading, The Fine Art of 
Salesmanship. Breaking down 
the total sales picture into 
five phases, the author 
launches the series with the 
advice that Prospector-Sales 
man Get First Claim TT 
Leads. Starting with the first 
step in making sales, M1 
tested 


approaches, suggesting som¢ 


Horan outlines some 
lively dialogue and empha 
sizing the importance of vis 
iting with the prospect to es 
tablish a good personal rela 
tionship before getting down 


to business 


Split-Level 


we watch the 
results unfold from extensive 
tests to rate heating perform 
ance in multi-level _ resi 
dences, to provide informa 
tion which will help dealers 
avoid penalizing the air dis 
tribution system in order to 
retain the distinctive appear 


structures. W¢« 


note in the final article re 


ance of th 


porting the results of the 
NWAHACA field investiga 
tions in tive homes, that th 
Mol l 
lure Cy 
Split-Le 
deficiency in air flow 
follow the test procedures in 
a typical low cost dwelling 
undesirable 


finding several 


characteristics attributed to 
structural demands. We find 
ineffective insulation of the 
slab floor to be partly re 
sponsible for excess heat 


losses and floor to ceiling 


AT-A-GLANCE 


ACCURATE, DEPENDABLE, 
NEATHERPROOF GAUGES 
Easy to install...Easy to read! 


Unaffected by specific gravity changes 
or variations, Sentry Remote Gauges 
accurately indicate liquid level at all 
times. Simplified mechanical opera- 
tion eliminates unnecessary fittings, 
bulbs or levers for serviceman to 
tamper with as well as his need for 
access to building. Remote Gauge may 
also be combined with At-A-Glance 
Direct Gauge, shown below, for read- 
ings at both tank and remote loca- 
tion if desired. Non-corrosive, stain- 
less steel and brass extension lines 
connect tank float with heavy-duty 
cast aluminum, weatherproof, ther- 
mometer type indicator — calibrated 
in fractions. Unconditionally guaran- 
teed. Write for descriptive literature. 


Type D-O 

and D-10 
Gauge for 
basement tank 
installations 
with 2” and 
14%.” openings 
respectively. 


Type D-U 
Gauge for 
underground 
tank 
installations. 
Fits 2” 
openings only. 
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KRUEGER, Serdby GAUGES 


GREEN BAY = WISCONSIN 
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temperature differentials on 
the lower level, and we de 
termine that combustion effi- 
ciency and overall perform 
ance could be improved by 


increasing the air flow rate 


Ventilating 


and we visit 
the Atomic Energy Commis 
sion gaseous diffusion sepa 
ration plant, one of the larg 
est industrial plants in the 
world, where ‘Ventilating 
the Atom’ Calls for New In- 
stallation Techniques in the 
insulation of processing 
equipment and in ventilating 
the operating areas. We are 
impressed with the magni- 
tude of the entire operation, 
in which strict economy re 
quirements called for new 
methods of fabrication, stor- 
age, handling, assembly and 
erection of 4,000,000 sq ft 
of insulation panels, 14,000,- 
000 Ib of duct work, and 
500 huge fans which bring 
in 24 million cfm of out- 
door air for the supply sys 
tems. We discover a new 
caulking technique and _ get 
some pointers on fabrication 
and assembly of the sheet 
metal 


components specified 


for such huge installations 


Circuits 


and we find 
out H u l O perate 7 bree 
Pha vé Equipme nt I] 


Phase P wer Supply 


to test and operate cooling 


Single 


in order 


equipment until three phase 
power is available. The au 
thor shows how an auxiliary 
induction motor can be 
hooked up to the single 
phase line and used to supply 
the two missing phases re 
quired to operate the equip 
ment while controls are 
checked and the unit is 
tested, or until three phase 


lines can be brought in. Step- 
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THE CLEATFORMER 


The double hem “‘S”’ cleat shown at upper right gives 


you a stronger, stiffer cleat from lighter gauge metal 
... permits the use of longer cleats, can be used as a 
snap lock and is a perfect match to the drive cleat. 
Auxiliary rolls, mounting on extended shafts make 


drive cleats; one additional set of rolls make all three 





lower shapes (right angle flanges, standing seams 


and T connections). 


With 

cover re- 

moved showing 
extended shafts for 


mounting auxiliary rolls. 





AMERICAN ARTISAN, OCTORER 


Rolls a combination ‘‘S” cleat and standing seam 
in one pass through the machine. An ideal cleat 
where extreme strength and rigidity is necessary 
such as in fabricating large trunk or branch lines 
in industrial heating and ventilating units. A real 
‘special order’’ piece of equipment at stock model 
prices. Extended shafts are provided for mounting 


auxiliary rolls for other special forming operations 


(ten-stage forming plus heavy capacity permit wide 
latitude in this respect). 
Send for your free copy of the Lockformer Catalog A-56 
wees a 


4615 WEST RG 





the editor’s 


notebook 


by ste} procedures ire 


I 


plemented by wiring 


1 


rams whi how how 


connectto 
the 

single 
and to 


le iding 


ABC Symbol 
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trained 
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vertisers 
ing mm 
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are’ proud 
ABC 
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lication 


4450 


can 


alr heating 
conditionin 
al contract! 
qualifications 
rigid requil 
bershiy in ABC 
ABC 
the value of paid 
Briefly, this 1eans 
the product 
the 
quired to become a paid si 
American Artisat 
de iler 
11,000 


Th 


is worth 


it's worth small 


scriber 


serves over 9YOOO 


contractors from its 


subscriber rou 


monthly 


put 
Extra-Protits | 
“hf yo Ur 
pocket 
with 


E ee n A//-7’te 


VANE RUNNERS 


QUICKEST way “> 
EVER DEVISED \. 


New production machinery of our eae 


ing single or 

double blade turning 

vanes in square el- 
bows. No special 
tools required. 


own exclusive design, now enables 

us to produce button type Elgen 

All-Tite vane runners in continuous coils, 
effecting a savings in your cost per job. 


COILED ELGEN ALL-TITE VANE RUNNERS MEANS... 
+ less Waste / Waste pieces due to short ends are a thing 


of the past. Vane runner metal is coiled in 100 foot lengths, 
you just pull out the exact footage needed. 


@ fasier Storage ! Each coil weighs approximately 50 
lbs. and is packed in a box 28” x 28” x 5’. Box fits easily 
under bench or against wall. 


@® Laser Handling! no loose pieces lying around to 


get in the way or collect dirt. 


a Unrolle absolutely Flat! Vane runner metal 
emerges from the box at bench height . . . absolutely flat... 
ready for use. 





TWO MORE ENGINEER-APPROVED ELGEN PRODUCTS 
THAT SAVE YOU TIME AND MONEY 


ELGEN SILENT DUCT ELGEN DAMPERSET 


. » « for forming . . «for multi-blade 
“flexible” duct con- dampers, parallel 
nectors. A one piece or opposed. Most 
metal toe material perfect damper 


* ? < 
unit, packed in coils, | | a hardware devel- 
vnrolls absolutely NS oped. 


flat. Makes on the . s 
spot work a cinch. 





— 
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ELGEN PRODUCTS ARE SOLD THROUGH 
LEADING JOBBERS EVERYWHERE. 


Write today for free 
catalog and “spec” sheet! 


ELGEN MANUFACTURING CORP. 


41-34 39th Street, Long Island City 4, N. Y. 
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other 2000 readers are whole- 


salers, engineers, architects, 


manufacturers and manufac 
turers’ representatives, public 
utilities and many others. All 
are PAID subs ribe rs 


can Artisan is the only 


Ameri- 
LOO 
percent paid circulation maga- 


zine in its field 


‘Middle’ Business 
Up for Study 


AT MANY association meet 

heard spe akers talk 
about big business and small 
business problems, After the 


had 


alers and contractors 


spe akers 
heard de 


say that the information pre 


finished, I've 


sented was fine for those 


whos business volume 


them in those cate 

But 
Formation 
dollar 


small 


lor 


placed 


they wanted in 


about businesses 
volumes in bs 
and big 


the 


with 
busi 
want of a 
better name, middle busine 
Cheer up, 
me is looking into this sec 
the 
Richard 
Dun & 


tellows, some 


tion of 
He is 
analyst 
Inc. Mr 
my 
middle 


world 
staff 
Bradst reet, 


business 
5anzo, 
$anzo says, It is 


contention that these 
businesses deserve, if 
their 


not a personality ol 


own, at least a separate class 
Mor 
ly, they seem to have prob- 
The 


nature of these problems is 


distinction important 


lems which are 


unique 
is varied as the nature of the 
individual businesses.’ 

In trying to pin down just 
who and what middle busi- 


Mr 


The bracketing of all forces 


Ness 1S, Sanzo comments, 


in groups as either big of 
small seems 


More 


contrary to 


contrary to na 

ture practically, it 1s 

common obser 

vation. 

After a detailed analysis of 
1947 of Manu- 

facturers, 1948 Census 


In- 
Bu 


Census 
the 


of Non-Manufacturing 
1952 


the 


lustries, and the 
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SU TEPER 


SHEbittta, 
PATENTED «© EXCLUSIVE -sFINS- 
‘i 


biteeey> 


, SAVE 20% TO 30, 
| ON FUEL BILLS 
Ss ... And this miniature 


Table -Top Fin Demonstrator 


..-PROVES IT TO 
YOUR PROSPECT 


IT’S TODAY’S GREATEST SALES CLOSER! 


Actual VICTOR FINS with miniature 
table-top FIN DEMONSTRATOR KIT. 


Twin Thermometers Te 


oe 
You can’t beat this demonstration for dramatic, sales closing 


results! Right before your prospects’ eyes . . . right in their own, 
homes . . . you can prove that VICTOR patented, heat-radiating 

FINS give more heat WITH LESS FUEL BURNED! More hot metal 
heats more air faster . and VICTOR FINS supply many more 

square feet of hot metal in addition to the normal ameunt furnished by any 
quality furnace. VICTOR'S exclusive, fuel-saving FINS take you 

out of the competitive class. You'll close more sales with VICTORS! 


INVESTIGATE VICTOR NOW! 








cece Sell the COM PL ETE This miniature furnace is 


heated by one light bulb. One side of the 
furnace has FINS, the other side has none. 


VW 4 Cc T oO rd Lae i a | g . ca ee Twin thermometers PROVE that VICTOR 


FINS save fuel . . . give more heat. It’s 
honest! It's believable! Switch the ther- 


of GAS bd OIL & COAL FURNACES mometers . . . change the FINS from one 


side to the other . . . the results the same. 


ite or Wire Us TO DAY til The FIN side gives much more HEAT! It’s 


the greatest sales closer on the market 
TODAY! 


MANUFACTURERS OF QUALITY FURNACES SINCE 1890 


HALL-NEAL FURNACE CO. 


1322-42 N. CAPITOL AVE. INDIANAPOLIS 7, IND. 
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reau of Internal Revenuc 


Statistics of 


vidual. Such ‘one-man man 


agement may prove to be so 
Sanzo concludes Ar successful that the owner of 


perhaps 100,000 to 125,000 the business complacently 


business concerns whose op overlooks the eventual neces 


erations are too big to bi 


sity of replacing him. All too 


considered small, too small often, there are no trained re 


to be regarded as big. Thes placements to succeed him 





are concerns which merit the Data is to be accumulated 


distinction of being called and evaluated by Mr. Sanzo’s 
middle business 


What are the chief char 


acteristics Of a midd] bust 


department. We'll bring you 
1 summary as soon as it be 
comes available. 

ness’? Mr. Sanzo sums mid 
dle business p in this way 
It IS in independent, Sta k Average Income 
holder managed nterpris Up This Year 


1) whos officers must de BUSINESS is better this year 


vote most of their time to Here are some facts brought 





specialized management du out by a consumer Survey 
ties; 2) whose management conducted early this year by 
responsil ilities are of a mul ' v the research department ot 
tiple natur Idom_ shared ag the Midwest Div., National 
by less than two nor by mor L Association of Manufacturers 
than four or five principals fz The survey showed that 39 
3) which employs limit d ia 











percent or nearly two out of 
| 


specializ d_ talent p rtaining five consumers were better off 


to legal matters financially than they were a 


keting, and th ce, on a z year ago the highest per 


part-time f¢ basis: 4) whos« tentage ever uncovered by 


operations are generally lo , these surveys. Also, fewer 


calized or restricted in the than one in four expressed 


area served rather than na the feeling they were worse 


tionwide in scope; 5) whos off, the first time this group 


business is highly competitty was under 25 percent 


and whos profit margins The group reporting no 


are constantly narrowing: 6) change in financial position 


whos capital may rang compared to a year ago 


from $300,000 to $1 million was a relatively high 36 per- 


One problem of “middle cent. Only in 1946 did more 
ae 
business, Mr. Sanzo says, ts _ 


report position unchanged 
awareness of the importanc Two percent, for which no 


’ > > ‘ » - 
of management as a distinct Both mouse and Nu-Way Burner are financial status was ascer 


skill and necessary ingredi quietly going about their business tained, is typical of previous 
ent to business stability and with the least amount of disturbance. survevs. NAM pointed out 
growth. This is perhaps th And that’s just typical of Nu-Way 

number one probl m of mid performance. There just aren't any 

dle business. Attaining 


Says Homes Should Be 
‘Climate Engineered’ 


RECENTLY Matthew M 


Lawler, vice pr sident and 


unnecessary noise-causing vibrations. 


required = mana bia , Why? Because housing is machined for 
may be rank 


. -? 
motor pump alignment to only 0.0015! 
two problen : 
Sper ial coupling silently absorbs this 
In some Mec I-S! ena } general manager of Worth 
minute alignment variation, And the 

business ; : ington Corp.'s air condition 

sand-cast aluminum alloy housing is 

strugel for nat nent : 7 ' ing and refrigeration divi 
maturity stronger, thicker . . . won't warp or twist 


fully fot into ty ... holds motor and pump in permanent 
placing tl nanag alignment. Ask for Bulletin N-1132. homes that are not “‘climate 
ment resi bil Write Nu-Way Corporation, engineered.’ He said builders 
shoulders 1 single ind Dept. AA-1056, Rock Island, Tinois. who fail to build-in central 


sion, warned the building 


industry to stop constructing 
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COMPARE 


For Excellent Units... More Complete Line. . . Competitive Prices 


Basement Tys 
Winter Air Cor 
Burns Gas or ¢ 


Counterflow 

Winter Air 
Conditioner 
Burns 4 ) 


or Oil 


Horizontal Furnace 
4 Gas Burning Sizes 
4 Oil Bur 


Ay 


Gravity Fur 


nace 
Burns Gas or Oil 


ms 
ae 


Gas Conver 
Burner 


Conver 


a, “go 
= 
| 


Unit Heater 
5 Compact Sizes 


EVERY UNIT A DELUXE UNIT ATA 
DOWN-TO-EARTH PRICE! 


The difference you find in Luxaire units is much 
more than price alone. It is rugged construction, 
easy installation and trouble-free performance. 


But — the low price you pay for Luxaire excellence 
means extra profit from your installations. And 
when bidding is extra competitive, you have an 
extra margin with Luxaire. 


Whatever you need — Basement, Utility, Horizon- 
tal, Counterflow or Gravity Furnace; Year Round 
or Summer Air Conditioner; Gas Unit Heater; Gas 
or Oil Conversion Burner; or Incinerator — you 
enjoy this profit advantage with Luxaire. 


Why not begin today? Call Your Luxaire 
jobber now! 


+ 





2 or 3 Ton Basement 
Utility Year ‘Round 
Air Conditioner 
Waterless or Water 
Cooled Burns 
Gas or Oil 


TT 


2 or 3 Ton Counterfiow 
Year Round Air 
Conditioner Waterless 
or Water Cooled 
Burns Gas or Oil 


a 


= 
5 ton Water Cooled 
Year Round Air 
Conditioner Burns 
Gas or Oil 


Sen 


2, 3 or 5 Ton Waterless 
Add-On Summer Air 
Conditioner Air 
Condensing Unit with 
Choice of V-type or 
Duct-type Cooling Coil 


3 or 5 Ton Add-On 
Water Cooled, Summer 
Aur Conditioner 


Commercial Water 
Cooled Summer Air 
Conditioner 


3 to 15 Tons 


C. A. OLSEN MANUFACTURING COMPANY .. civaia, ono 


HEATING & AIR CONDITIONING UNITS 
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air conditioning or to blu 
print for its easy installati 


at a later time ar short 
sighted ind if short 
changing the 

their custom 

This ts 

we like to 

dealer-contra 

this point ol 

level th ré 

ued and he 


our ndustr 


Complete AC Stirs 
Worldwide Interest 


HERI 

peopl thro 
feel abou 
ditioning It 
O. L. Barn 
Barnebey-Ch 
recently ol 
month ‘rout 
Mr Barnel 
where | 
neers and 
express 1a 
complet 
Complet 


tion of att 


] 
hltra 

ita 

{ t 
{ 


dirt, odors 
de siral le Pascs 


is he iting 


Urges Full Development 
Of Employee Potential 


Dip YOU EVER ask ye 
why some 

community s 

ing at a healthy 

to be getting ahead a 
er than you at 
Ansul 


Statement from 


ical Co. s 


growth and progress 
ot interest 
products, are th 
ditter 


Give us the 


petitive 
companies 
people and they ll com 
with the right products 
Our experience indicat 
that the more people parti 
more they woul 


Peop!l it all 


pated the 


develo} 


NOW... Divert Air 


Where You Want It! 














A Ww — aN / 
RANG; IDE 


OF sizps 


Ad 
AIR “EXTRACTOR” 


This new A-J Air Extractor gives you maximum control 
of any forced air system. It’s not a “damper type” control 
to meter available air flow through a grille, but a “scoop” 
that diverts air from the main duct to branch ducts or 
grilles and increases output over normal flow where 
needed 


Che curved steel blades of the A-] Extractor are adjust- 
able and act in unison to provide a controlled and uni- 
form flow of air into branch ducts. A single key rod pro- 
vides fast and easy adjustment through the face of a grille 
or register, and eliminates need for removal. The extrac- 
tor is sturdily constructed, and fastened in the duct with 
two screws. Velocity of the air will not alter setting. 
Write for full information and prices. 





FREE CATALOG 


listing, describing and pricing 1,000 types 
and sizes of grilles, registers, etc. 


A-} MANUFACTURING CO. 


Dept. A-10 





3601 £. 18th St. Kansas City 27, Mo. 
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were given the opportunity 
to contribute their thinking 
to policy matters that affected 
them. And consequently their 
sense of belonging and iden 


tity was aroused 


Automated Factory 
Provides New Markets 


Ir SEEMS TO Us that the dan 
gers of automation have long 
been overstressed, and we 
were pleased to learn recently 
indicating that this 
likely to 
beneficial to all of us 


Md.., 
which according to the U. $ 


of a case 
modern trend ts 
prove 

In Cumberland, 
Chamber of Commerce has 
for sometime been considered 
Pitts 
burgh Plate Glass Co. plant 


a depre ssed area, a 


a model for automated 
factories is now being 
completed. This highly auto 
mated plant is regarded as the 
city’s economic salvation, the 
chamber says. It will employ 
approximately 1000 men and 
finished, and 


women when 


some 1100 workers have been 
engaged in its construction 
The plant will consume many 
natural resources of the area, 
including coal and sand. It 
will create a demand for util- 
ities which has already com 
mitted the city to building a 
$2 million sewage treatment 
plant. The 
tract still 
And, as 


drawn to the city, new homes 
built and 


utilities will at 
more industries 
more workers are 
will be present 
homes will be modernized. 
A research study by the 
“What New In- 


dustrial Jobs Mean to a Com- 


chamber 
munity showed how each 


100 new factory workers, in 


a sample of nine counties, 


created jobs for 74 additional 


workers 
Clyde 19. armen 
EDITOR 
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“time 1s money... 
P-K screws save both!” — 


Speedy, trouble-free fastenings help 
keep installation costs to a minimum 


There’s a good reason why Parker-Kalon Sheet 
Metal Screws are preferred by heating and air con- 
ditioning men. They’ve learned that P-K screws 
keep installation costs down because they’re headed, 
threaded, pointed and hardened to provide quick, 
sure fastenings every time. 

There’s just no reason to take chances with “‘bar- 
gain screws’’ .. . screws that prove difficult to drive 
. .. screws that loosen or break . . . screws that “lose 
their heads.” Insist on P-K Sheet Metal Screws and 
get consistent high quality and dependability —true 
economy. For sheet metal screws that drive right 
and stay tight, users agree... “if it’s P-K, it’s O.K.”’ 


Sold Everywhere Through Leading Sheet Metal and 
Industrial Distributors. Warehouse in Chicago, Illinois. 


PARKER-KALON DIVISION +« GENERAL AMERICAN TRANSPORTATION CORPORATION +- CLIFTON, NEW JERSEY 


AMERICAN 











see your Fas 





_.......He’s the man with the complete 


DEALER PROFIT 
PROGRAM 


No half-way measures ... no half-way profits 


when you join up with your distributor of 


American-Standard Air Conditioning Division 
products. You'll find that he’s a specialist in 
warm air heating, summer cooling and year 
‘round air conditioning . . . with a complete, top 
quality product line plus full technical and pro- 


motional service. He has everything you need 
to build your reputation as a specialist . . . to 
sell constructively . . . to sell in volume. Contact 
him for the Complete Dealer Plan—he’s listed 
in your classified telephone directory under 
“Furnaces” and “Air Conditioning Equipment”. 
Or, if more convenient, just mail the coupon. 


Complete 
product lines 


HEATING. Gas-fired and _ oil-fired 
winter air conditioners in basement, 
utility, counterflow and horizontal 
models . . . all sizes. Also coal-fired 
winter air conditioners and gravity 
furnaces, oil burners and gas burners. 


COOLING AND YEAR ’ROUND. 
American-Standard is now the largest 
residential line on the market! Full 
range of water-cooled add-on and 
package models; 2, 3 and 5 hp air- 
cooled outdoor condensing units plus 
vertical, counterflow and horizontal 
air-flow and blower-equipped evapo- 
rators. Large selection of heating-cool- 
ing combination units equipped for gas 
or oil firing with water-cooled or air- 
cooled summer air conditioning. 





Complete 


technical assistance 


TRAINING CENTER at American- 
Standard Air Conditioning Division 
factory, Elyria, Ohio, provides intensive 
courses, both elementary and advanced, 
covering all phases of heating and cool- 
ing layout, installation and servicing. 
“HOW-TO” MANUALS. Complete, 
concise technical data are provided in 
easy-reference form; also, detailed in- 
stallation and application manuals on 
each and every model. 

FIELD SPECIALISTS. You work 
closely with your distributor's tech- 
nical specialists who, in turn, are backed 
by American-Standard field and factory 
engineers. This means that you can 
approach even the most difficult equip- 
ment applications with confidence and 
authority. 





Complete 
promotion 


DEALER IDENTIFICATION. “Au- 
thorized. Dealer’ Certificate, indoor 
and outdoor illuminated signs, window 
banners and many other impressive 
identification items are included, 
NEWSPAPER AD MATS. Wide variety 
of heating, cooling and year ‘round 
pre-tested ads and product cuts. 
SALES LITERATURE. Dozens and 
dozens of colorful pieces to help you 
promote and sell effectively. 

RADIO AND TV. One-minute spot 
announcements and recorded singing 
commercials for radio; one minute 
filmed commercials for TV. 
COOPERATIVE AD PLAN—the in- 
dustry’s most liberal cost-sharing pro- 
motional program. 





Amenrican-Standard 


AIR CONDITIONING DIVISION 


American-Standard Air Conditioning Division (Dep't A-10) 


NAME 


STREET 


CITY 


COMPANY 


40 West 40th Street, New York 17, N. Y. 


Please have your nearest distributor present The Complete 
Dealer Plan. 





Get built-in 


FUNCTIONAL BEAUTY increases the sales appeal of 
this cheese processing vat. Made of lustrous ENDURO 
Stainless Steel, it will deliver a lifetime of trouble- 
free service . . . stay bright and sanitary without 
laborious polishing. Republic makes al! analyses of 
stainless to meet every application. 


YOU ADD TWO STRONG SALES POINTS to your roof 
drainage bid when you point out the extreme dura- 
bility and low maintenance of a stainless steel in- 
stallation. Both builder and owner stand to benefit 
through savings that make stainless steel actually 
less expensive in the long run. Republic's Berger 
Division makes a complete line of gutters and down- 
spouts plus all accessories, including mitres, elbows, 
spikes and ferrules, ends, and drops. Send coupon 
for complete data, 


REPUBLIC 


™ 


Wolds Wideat Kange 4 Standard Steels 
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sales appeal with 


UBLIC ENDURO 


STAINLESS STEEL 


What do your customers demand in your fabri- 
cated products? Is it a long-lasting, attractive 
finish requiring minimum maintenance? Or high 
strength without excess weight? Are you called 
on to furnish a hard, dense, easily sanitized sur- 
face that will not crack, peel, flake or chip? Or do 
they need high resistance to rust, corresion, heat 


or abrasion? 


Whether you face one or a combination of these 
requirements, Republic ENDURO Stainless Steel 
provides exactly the sales appeal you need to land 
the order. And since you automatically deliver all of 
ENDURO’s advantages regardless of which are 
needed, you build a solid reputation for top-quality 
products... the essential foundation for high-profit 


repeat business. 


STEEL 


and. Stak Producla 


Republic ENDURO Stainless Stee! has been “the 
sheet metal man’s metal” for over a quarter of a 
century. Its ability to shrug off the most severe duty 
under adverse conditions, both indoors and out, has 
established it as ideal for containers, housings, 
siding, steeples, signs, ductwork, ornamental appli- 
cations, restaurant equipment and a host of other 
uses. In addition, you'll find ENDURO easy to 


fabricate on your existing equipment. 


Contact your local ENDURO distributor today 
and get started in high-profit, stainless steel fabri- 
cating. Backed by Republic—world’s largest pro- 
ducer of alloy and stainless steels—he can give you 
the tips you need to specialize in stainless . . . the 
metal with built-in sales appeal. Or mail the coupon 


for full information. 


REPUBLIC STEEL CORPORATION 
Dept. C-1285 

3162 East 45th Street 

Cleveland 27, Ohio 


Please send me further information on: 
() ENDURO Stainless Steel Sheets 
0 Berger Roof Drainage Products 


Name __ Title 





Company 





Address 








PR ee 
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Never before—a roof deck finish like this! 


NOW — Bonderized base with baked enamel on Milcor Stee/ Roof Deck 
—a roof deck primer that can really take construction abuse 


Here is important news to everyone in the building industry 

— particularly to sheet-metal contractors. It is the full and 
complete answer to problems arising from the punishment taken 
by roof deck in shipping, handling, hoisting, and use as a 
working platform. 


Only Milcor Steel Roof Deck has this new, far superior primer. 


Bonderizing and baked enamel combine to produce the new 
glossy grey prime finish. The Bonderizing treatment defies 
corrosion, anchors paint to the metal, protects it against scuffs 
and scratches. The abrasion-resistant enamel is baked on over the 
Bonderized steel. The result is the finest, most durable finish ever 
applied to steel roof deck — and there is no increase in price! 


Milcor Steel Roof Deck with the new primer coat is described 
in detail in literature just off the press. Send for your copy. 


MiILtcoR Steel Root Deck 


SSSHSSSSSSSSSSSSSSSSSSHSSSSSSHSSSESSSSESESSESSESCSE RECS SESSEEEEHEEEESESE The steel panel above at right 


was treated with Bonderite; 
New “A” Section New ''B”’ Section New “‘C’’ Section § the one below at right was not 
Both panels were given a coat 
of Inland Epoxy Resin primer 
Ajter an ‘‘X’’ was intention- 
ally scratched on them, the 
panels were subjected to the 
A.S.T.M. standard salt spray 
test for the same length of 


The standard of the in Wide rib distributes metal Carries normal roof loads 
dustry for closed-rib decks for greater structural effi over spans up to 20 feet! 
now redesigned to full ciency — gives higher Offers greater freedom of 
24” width section properties per design 

pound of steel 


time. Note that in the finish 


over Bonderite, rust stopped 
at the scratch mark while it 


spread extensively over the 








, , 
Peececcccssessccsesescebosesesesecosesecssas Pain Sleel panel 


INLAND STEEL PRODUCTS COMPANY 


DEPT. J, 4023 WEST BURNHAM STREET . MILWAUKEE 1, WISCONSIN 
BALTIM ® BUFFAL . 44 AGO e N NNAT v AN @ DALLAS e DETROIT 


KANSA T ANGE MILWAUK MINN aL NEW tk » LOUIS 
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WHAT'S HAPPENING 





Congress Asked to Continue 
Wage and Hour Provisions 


ARGUMENTS SHOWING why retail and 
service businesses should continue to 
be exempt from federal wage and 
hour legislations has been prepared 
by the National Chamber of Com- 
merce, 

In a letter to Chairman Graham 
A. Barden of the House Education 
and Labor Committee, the Chamber 
said the Fair Labor Standards act 
should 


cover only employees en- 


saged in interstate commerce, or 
production of goods for commerce, 
retail 


and service establishments, the letter 


Local businesses, such as 
stated, should continue to be exempt 
from the minimum wage-maximum 


hour provisions of the act. 


John H. Reox k 


John Reock Joins 
Artisan’s Staff 


Joun H. Reock Has been named to 
the newly created post of sales pro- 
motion manager for Keeney Publish- 
ing Co., American 
Artisan. 

Mr. Reock has spent the last eleven 


years in the air conditioning field. He 


publishers — of 


formerly was manager of advertising 
and sales promotion for the Mueller 
Climatrol Div. of Worthington Corp. 
Prior to that, he was in sales promo- 
tion work with Iron Fireman Mfg. 
Co. 

In his new post, Mr. Reock will be 
in charge of market research studies 
Artisan, 


for American developing 


new data to serve the field. 
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ASHAE Announces 4-Year 
Meeting, Exposition Schedule 


THE AMERICAN Society of Heating 
and Air-Conditioning Engineers has 
announced its schedule of meetings 
for the next four years. 

In addition to its 63rd annual 
meeting on Feb. 25-28, 1957 in Chi- 
cago, the society will hold its 1958 
meeting in Pittsburgh, Pa., Jan. 27- 
29; the 1959 meeting in Philadel- 
phia, Jan. 26-29 and the 1960 annual 
meeting in Dallas, Feb. 1-4. 

Coinciding with the Chicago meet- 
ing will be the Society’s 13th Inter- 
national Heating and Air Condition- 
ing Exposition. The 14th international 
exposition will be held Jan. 26-30, 
1959 in Philadelphia and the 2nd 
Southwest Heating and Air Condi- 


tioning Exposition will be held in 


New High Predicted for 
Business and Employment 


Prospects FoR A fresh bounce in 
business and employment during the 
remainder of the year are high, ae- 
cording to a statement by Secretary 
of Commerce Sinclair Weeks. 

Mr. Weeks does not feel the recent 
steel strike will affect the economy 
too much, that it will not necessarily 
trigger a general inflation, although 
“the wage and fringe benefit settle- 
ment is substantially in excess of the 
increased rate of productivity and 
if this trend continues long enough, 
inflation obviously would be the end 
result,” Mr. Weeks stated. 

Mr. Weeks pointed out that July 
employment was slightly higher than 
the June rate of 66,500,000, which 
set another record. And unemploy- 
ment is a shade lower than the June 
total of 2,900,000. The personal in- 
come total for June was at an annual 
rate of $324 billion, almost $1.5 bil- 
lion above May’s total. For the first 
six months of 1956, it was 7 percent 
higher than the same period of 1955. 


Dallas, Feb. 1-5, 1960. All the ex- 
positions will be under the manage- 
ment of the International Heating 
and Air Conditioning Exposition Co. 

Meanwhile, the Society is arrang- 
ing for its 1957 meeting in Chicago. 
There will be a symposium on indus- 
trial ventilation, which is being pre- 
pared by Prof. Charles H. Pesterfield, 
East Lansing, Mich. 

There will be a preliminary report 
on pulsations in oil-fired and gas- 
fired heating equipment now being 
conducted at Battelle Memorial Insti- 
tute under the joint sponsorship of 
ASHAE, AGA and OHI. 

Those with an interest in cooling 
towers will want to hear the results 
of several hundred tests which were 
run over a period of more than a 
year on three types of cooling tower 
packings. 


Study Owner's 
Cooling Attitudes 


Home 


OWNERS ATTITUDES toward 
central residential summer air con- 
ditioning are being studied by the 
Ek. 1. Du Pont de Nemours Co. in the 
second of its annual series of market 
research surveys for the summer air 
conditioning industry. 

Taking part in the survey are 1900 
home owners in 27 metropolitan are- 
as. The survey is designed to uncover 
the degree of satisfaction as well as 
dissatisfaction, and the purchase 
plans of those whose homes are not 
now mechanically cooled. 

Conducting the survey for Du 
Pont’s “Kinetic’” Chemicals Div. will 
be the W. R. 
ates Research, Inc. The survey is ex- 
pected to be finished early this fall 
with the results to be released in No- 


vember. 


Simmons and Associ- 


(More news on page 22) 





New Westinghouse 


“Watch Westinghouse” ereatest consumer ad program in the industry. Sells for 


F US t you on radio TV. in new spapers week after week. 
L a” 


“Studio One” America’s outstanding TV dramatic show—viewed by thousands 


THESE BIG n your market area 
SALES AIDS: “Presidential Campaign on TV”... the greatest show of the season. Builds 


Westinghouse dealers right through the tremendous fall sales season. 


For complete information call your local Westinghouse Distributor today! 


WATCH WESTINGHOUSE! 


COVER PRESIDENTIAL CAMPAIGNS ON CBS TELEVISION AND RADIO 


WESTINGHOUSE AIR CONDITIONING DIVISION, STAUNTON, VIRGINIA 





Cash-in with Westinghouse! Here’s a complete gas and oil- 
fired residential furnace line that’s packed with easy selling 
features! What’s more, it makes it possible for you to profit 
with Westinghouse Air Conditioning —for year-round sales! 


LOOK AT THESE BIG ADVANTAGES! 


COMPACT—models as NO EXTRAS they are 
small as a “file cabinet” delivered complete . . . no 
... fit in basement, extras for you to sell or 
utility room, closet keep in stock. 


or attic. 


ECONOMICAI ADAPTABLE—gas or oil- 
delivered factory wired fired units, for all homes 
and assembled .. . both new and old. . . ready 
ready for fast, trouble-free for Westinghouse Air 
installation Conditioning—any time, 


A Complete Gas and Oijl-Fired Line for Every Residential Need! 


You share in the Huge 
Air Conditioning Market, too! 
This sensational Westinghouse ACU com- 
plements al! forced warm air heating systems, 
old or new. Brings you a share of the tremen- 
dous air conditioning market. Uses no water! 
Easy to sell—simple to install! 


NEW HORIZONTAL UNITS NEW UTILITY UNITS—no bigger NEW BASEMENT UNITS 

nt atti than a file cabinet. Plus, special mpact, ideal for low-overhead 
crawl space or for out-of-the Counterflow units for perimeter installations. Deliver the exact 
way suspension from cell! heating systems heat desired—automatically 


easy to mo 





WHAT'S HAPPENING 





Study Home Builder's Role 
In Selling Central Cooling 


A SURVEY TO sTUDY the builder's role 
in the central summer air condition- 
ing market was conducted recently 
by the National 


(Juestionnaires went out to 19 states, 


Housing Center. 
with the participating builders pro- 
ducing a total of 5200 homes in 
1955 and an expected production of 
1100 this year. 

It was shown that few builders 
have had much experience with cen- 
Almost 10 
percent of the homes erected in 1956 


tral cooling equipment. 


by the reporting builders will have 
central cooling as compared to about 
2 percent in preceding years. How- 
ever, only two builders have put up 
as many as 100 housing units with 
cooling included since 1954. 
Builders have shown engineering 
planning by building houses so that 
summer air conditioning might be 
included easily and efficiently in the 
About one-half of the 1956 


houses are being specially designed 


future. 


for later installation of summer air 


conditioning against 40 percent of 


Congress Ups Maximum 
On Improvement Loans 


HOME IMPROVEMENT loans insured 
by the Federal Housing Administra- 
tion will be available to home owners 
in amounts up to $3500, according 
to regulations signed Aug. 8 by FHA 
Norman P. Mason. 


Loans of more than $600 may be 


Commissioner 


made for a five vear term. A three- 
vear limit is set for 
loans of $O00 or less. 


repayment of 


The more liberal terms were made 
possible by amendments to Title [ of 
the National Housing Act passed in 
the closing hours of the 84th Con- 
gress and signed by President Eisen- 
hower on Aug. 8. Previous loan 
limits were $2500 with three years 


to repay. 


the houses constructed last year and 
20 percent the year before. Eleven 
of the builders made such provision 
in 100 or more houses they built 
since 1954. 

And the builders reported little or 
no more difficulty doing business 
with dealers and distributors than 
doing business with anyone else. In 
20 responses, three builders said they 
were having much trouble, five said 
little and 12 said none at all. 

Price still seems to be the principal 
problem in increasing sales of cool- 
ing equipment in new houses. One- 
third of the respondents mentioned 
the problem of price, and one-sixth 
mentioned service. 

Getting evaluation for cooling 
equipment is another problem, with 
half of the builders pointing to this 
difficulty. 


(Continued from page 19) 


Predict Million 
‘56 Housing Starts 


A MINIMUM bDROP of 250,000 housing 
starts during 1956 at a cost of more 
than $3 billion to the national econ- 
omy was predicted by John M. Dick- 
erman, executive director of the Na- 
tional Association of Home Builders. 
Credit restrictions and “tight” mort- 
gage money were cited as the prime 
reasons for the drop by Mr. Dicker- 
man. 

The building official stated that 
the annual rate is dropping to close 
to 1,000,000 starts as compared to 
the million and one-third starts in 
1955. 

The minimum requirement of 2 
percent down payment for GI home 
loans and the increase in Federal 


Housing Administration minimum 
down payments from 5 to 7 percent 
imposed by the FHA in July, 1955, 
were also referred to by Mr. Dicker- 


man as prime reasons for the drop. 


Eased Credit Restrictions 
Boost Borrowing Activity 


THe Feperat Reserve Board's policy 
of relaxing some credit restraint has 
brought about a busy summer in 
terms of money and capital markets. 
In moderating their policy the 
Federal Reserve Board authorities no 
doubt were influenced by a slackened 
mortgage and installment credit, the 
leveling course of industrial produc- 
tion, and apprehensions that business 
corporations, with expansion  pro- 
grams moving full tilt, would need 
lo enlarge bank borrowings to meet 
the heavy federal tax payments. 
Some quarters found it surprising 
that business loans were not cut back 
in larger degrees by the bond offer- 
ings of corporations, which have 
been pushed forward at a fast pace 


to finance capital outlays and relieve 


overstrain on bank credit lines. At 
rates from 314 percent to 354 per- 
April, 


high grade corporate bonds encount- 


cent, a range established in 


ered a thick stratum of demand from 
institutional investors who, to take 
them on, were tempted to reduce 
mortgage lending, sell U. S. bonds 
and curtail all common stock pur- 
chases. 

As July progressed it seemed that 
the authorities were allowing pres- 
sure on lenders to reaccumulate. The 
buoyant retail trade reports and the 
slow upward drift of living costs 
gave no reason for relaxation of fun- 
damental policy which calls for rea- 
soned measures of restraint on access 
to borrowed money if an economic 


stability is to be retained. 
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When Good Sellers Get Together! 


RICHMOND 


BUDGETEERS 


WINTER AIR CONDITIONERS GAS- AND OIL-FIRED MODELS 


Here’s a line-up of Richmond’s Budgeteer Series— 
engineered to meet all customer demands for performance 
and economy. Gas or oil fired, with or without 
extended jackets, styles and sizes for all 
installation requirements from 70,000 to 140,000, 
BTU/Hr. capacities. You'll find just the unit that 
means customer satisfaction, generates 
word-of-mouth praise that leads to added sales. 


WRITE FOR FREE TECHNICAL BULLETINS! 
i 
HIGH BOY For a variety of installations including small spaces 
such as closets or utility rooms. With or without extended jacket. 
GAS: Type VG-36: 70,000, 90,000, 110,000 and 130,000 BTU/Hr. 

input. A.G.A. approved 
OIL: Type VO-71: 84,000 and 112,000 BTU/Hr. output at bonnet. 


EXTENDED ~ 


JACKET 


COUNTERFLOW For basement-less, slab type homes or any 
perimeter system. May be installed in closet or utility room. With 
or without extended jacket. 

GAS: Type CG-46: 70,000, 90,000 and 110,000 BTU/Hr. input. 
A.G.A. approved 

OIL: Type CO-81: 84,000 and 112,000 BTU/Hr. output at bonnet. 


~~EXTENDED 
JACKET 


LOW BOY For a wide range of installations including full or 
half basement. With or without extended jacket. 


GAS: Type LG-16: 70,000, 90,000 and 110,000 BTU/Hr. input. 
A.G.A. approved 
OIL: Type LO-61: 84,000 and 112,000 BTU/Hr. output at 
EXTENDED bonnet. 
JACKET 





SUSPENDED-HORIZONTAL For attics, crawl spaces or sus- 
pension in utility rooms and basements. 


GAS: Type AG-56: 60,000, 80,000, 100,000, 120,000 and 
140,000 BTU/Hr. input. A.G.A. approved 


OIL: Type AO-91: 84,000 and 112,000 BTU/Hr. output at 
bonnet. 


RICHMOND WEATHER-AIRE HEATING - COOLING 


CENTRAL COOLING 
Air- and Water-Cooled, enclosed High Boy D 
or evaporator type units available for use 


SHOWN: Euperave cele i tal ete 


stalled in warm air supply duct. Division of Rheem Manufacturing Company 


Look to RICHMOND for a complete line—automatic heating—central summer cooling units. 
Other Rheem Products: WATER HEATERS * WATER SOFTENERS * WEDGEWOOD GAS RANGES AND CLOTHES DRYERS * STEEL CONTAINERS 
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Move 


ORDER THESE FREE SALES AIDS TODAY! 


1 Jiminy Filter Window & Floor Display 3 Window Streamers 





100 Utility Envelopes Reminder Service Plan Display Ideas Booklet 


Gummed Ad Reprints New Door-Window Stickers 


esr Change your furnace ites non! gS "UO 


SERVICE PUAN am FuTERs 


cman 


Better change your furnace filters! 


£2, <= 
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Start a gold rush to your store with the new golden 


AIR FILTERS 


Get more replacement filter business with 
the new filter that looks better, feels finer, 
works harder and sells faster! 


Stock it, show it and you'll sell it! It’s the great 


new golden Fiberglas* Dust-Stop* Air Filter— 
newly designed and packaged for extia efficiency 
and extra sales appeal. Brightest idea yet to win 
you more of the big and booming replacement 
filter business! 


Here’s what makes the NEW GOLDEN Dust-sToP a solid gold seller: 


SELLS ON SIGHT With dazzling new red and gold color 
combination that makes it a hot impulse item! 


SELLS WITH CLEAN SERVICE—tests prove the new 
DUST-STOP traps more dirt than the next best filter! 


SELLS WITH HOT PERFORMANCE—20°%% lower initial 
air resistance lets more heat through! 


SELLS ON FEEL—made with finer fibers than ever 
before, to feel better with no itch, no scratch from 
handling! 


SELLS FOR BIG PROFITS—you make 40°, profit on 
every new Dust-Stop you sell at suggested retail price! 


SELLS MORE—you sell 4 Golden Dust-Stop filters 
every time your customers buy the new “Full Sea- 
son’s Supply”’ filter package. New Filter Roll pack 
gets you the replacement business for furnaces 
equipped with pad filters. 


OWENS-CORNING 


AND PROFITS WITH MINIMUM INVESTMENT— YOU Cali 
get into the filter business by stocking heavy on popular 
Dust-Stop sizes, light on others. (80°, of sales come 
from 25" x 25", 20" x 20", 16" x 20", and 16" x 25" 
sizes in 1" and 2" thicknesses.) 

That's not all! New golden Dust-Stop filters are backed 
by an all-new promotion! Full-color ads in Better 
Homes & Gardens and LIFE—and, better yet, a great 
package of solid-selling sales aids. Don’t miss this 
golden opportunity! Get your free kit of sales helps 
by calling your Dust-Stop distributor today. Or write 
direct to Owens-Corning Fiberglas Corporation, Dept. 
39-J, Toledo 1, Ohio. 


CLIP AND MAIL THIS COUPON TODAY! 


Dept. 35-J, Advertising Dept. 
Owens-Corning Fiberglas Corp., Toledo 1, Ohio 

Please send me a complete Dust-Stop Promoticnal Kit, 
a 


Strec* 





City——____—_ 
Ne OB creccrcneien 


My Dust-Stop supplier’s name is__.. = 


FIBERGLAS | 


@Fibergias and Dust-Stop are trade-marks (Reg. U.S, Pat. Off.) of Owens-Corning Fibergias Corporation. 


AIR FILTERS 
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General Electric Stack Switch Adjusts 
Eliminates Leveling, Gives Long-life 


Clutch provides 
automatic 
stack —— 
temperature 
adjustment 





Positive 
thermal timer 
is factory 
adjusted 


Thermal 
reset button is 
conveniently 

located 





Clearly marked 

terminals and 

ample wiring 
space 


Rubber 
grommet for 
thermostat wire 
Protection 


Combination 
transformer 
relay is sealed 
against dirt 
and dust 


x 











REMOTE MOUNTED G-E 
master control and flame de- 
tector are ideal for applications 
where larger gallon-per-hour 
capacity of oil burners requires 
faster control. 








Automatically, 
Performance 


General Electric’s stack mounted master control is 
designed for highest quality, minimum servicing and ease 
of installation. Eliminated are the troublesome needs for 
leveling, adjustments and call-backs due to nuisance 
lockouts. You simply install the G-E control, set the 
knob on the “‘cold”’ side and forget it. In addition, the 
master control automatically recycles once after a flame 
failure. And, even though it’s lighter in weight, the G-E 
control will stand plenty of abuse and requires no special 
handling. The high-quality features designed into the 
master control are typical of all G-E domestic heating 
controls. Another major advantage in using G-E heating 
controls is the exchange plan. 


G.E.’s EXCHANGE PLAN, available to you through the 
nationwide G-E distributors listed at the right, enables 
of ANY 


for a factory reconditioned G-E heating control 


you to exchange an inoperative heating control 
MAKE 
of a similar function. Take your inoperative controls to 
your nearest G-E distributor today. He’ll provide you 
with excellent service, and you'll get the replacement 
control at a substantial reduction in price! General 
Electric Co., Schenectady, N. Y. 740-95 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 























MOUNT IN ANY POSITION 
































































































































G-E FAN AND LIMIT control can be used with oil-, gas-, or coal- 
fired systems. It combines in one enclosure the necessary units to 
control fan operation and to provide greater safety limit protec- 
tion for the system. Separate limit or fan controls are available. 











PICK YOUR LOCAL 


ALBANY, WN. Y. 
Cert. Fuel Unit Service 
Colonial Heating Equip 
ALLENTOWN, PA. 

Sid Harvey, Inc. 
ARLINGTON, VA. 

Sid Harvey, Inc 
AUBURN, N. Y. 

Rood Utilities Co 
AURORA, ILL. 

Scott Wood & Metal, Inc 
BALTIMORE, MD. 

Sid Harvey, Inc 

R. E. Michel Co. 

BATTLE CREEK, MICH. 
Columbia Metal Service 
BLOOMINGTON, ILL. 
MaGirl Foundry & Furnace 
BOSTON, MASS. Area 
Cronin Supply Co 

F. W. Foley Co. 

Sid Harvey, Inc. 

Metro Supply Co. 
Mattapan Supply Co. 
BROCKTON, MASS. 

R. H. Austin Co. 
BRIDGEPORT, CONN. 
Sid Harvey, Inc. 
BUFFALO, N. Y. 
Rochester Oil Burner Co. 
BURLINGTON, N. C. 
Alley & Rader Services 
CALDWELL, N. J. 
Cent. States Supply Co 
CHARLOTTE, N. C. 
Burner Supply Co 
CHESTER, PA. 

Hepco Co. 

CHICAGO, ILL. 

Robert Barclay, Inc 
Place Brothers 

C. E. Sundberg Co 
CINCINNATI, OHIO 

F. E. Winstel Co. 
CLEVELAND, OHIO 
Ohio Pump Service Co 
COLUMBUS, OHIO 
Columbus Auto. Sprayer 
DAVENPORT, IOWA 
Republic Electric Co 
DECATUR, GA. 
Rayheat Equip. Co. 

DES MOINES, IOWA 
Dennis Supply Co 
Heating Wholesalers 
Ace Supply Co 
DETROIT, MICH. 
Hydraulics Pump & Repair 
National Furnace & Sheet Metal Co. 
Pelton Distributing Co. 
Wholesale Oil & Gas. Sup 
EDGEWATER, N. J. 
Kogan & Company 
ELIZABETH, N. J. 
Cert. Fuel Unit Service 
EVANSVILLE, IND. 
Swanson-Nunn Elec. Co 
FLINT, MICH. 

Moore Bros. 

FORT WAYNE, IND. 
Tri-State Htg. Supply 
GARY, IND. 

G. W. Berkheimer Co 
GRAND RAPIDS. MICH. 
Mich. Auto Htg. Equip 
GREEN BAY, WISC. 
Beemster Elec. Co. 
HARRISBURG, PA. 
Fuel Savers, Inc. 
HARTFORD, CONN. 
Sid Harvey, Inc. 
HAWTHORNE, N. J. 
Univ. Eng'r'g Co 
INDIANAPOLIS, IND. 
G. W. Berkheimer Co 
JACKSON, MICH. 

Leo. A. Tilford, Inc 
KALAMAZOO, MICH. 
Associated Supply Co 
KANSAS CITY, MO. 
Chas. D. Jones Co. 
Superior Supply Co 
LANSING, MICH. 
Contractors Sy. Co 
LOUISVILLE, KY. 
Marine Elec. Co 
LOWELL, MASS. 

Sid Harvey, Inc 
MADISON, WISC. 
Wisconsin Htg. Equip 
MALDEN, MASS. 

Sid Harvey, Inc. 
MERCHANTSVILLE, N. J. 
Cert. Fuel Unit Service 
Sid Harvey, Inc 
MILWAUKEE, WISC. 
Refrigeration Parts Co 
Heating Parts Exch 
MORRISTOWN, N. J. 
Amber Oil Burner Sup 

* This list is continually being expanded to 
ing control service 





G-E DISTRIBUTOR 
FROM THIS NATIONWIDE LIST* 


NEW HAVEN, CONN. 
A. R. Webber Co. 
NEWARK, N. J. 

Cert. Fuel Unit Service 
Sid Harvey, Inc. 
Winston, Company 
NEW YORK CITY, N. Y. Area 
Sid Harvey, Inc. 

Michael & Goldberg Plibg. & Htg 
Radiant Burner Supply 
Atlantic Burner Supply 
NORFOLK, VA. 

Sid Harvey, Inc. 
NORRISTOWN, PA. 
Sid Harvey, Inc. 
NUTLEY, N. J. 

Nutley Oil Burner Supply 
OMAHA, NEBR. 
Dennis Supply Co. 
ORLANDO, FLA. 
Industrial Equip. Co. 
PASSAIC, WN. J. 

Sid Harvey, Inc 
PEORIA, ILL. 

Htg. Supply & Service 
PHILADELPHIA, PA. 
Cert. Fuel Unit Service 
Girard Plbg. Supply 

Sid Harvey, Inc. 
PORTLAND, OREGON 
McPherson Furnace & Supply Co. 
PROVIDENCE, R. 1. 
Rhode Island Fuel Pump Service Co. 
Sid Harvey, Inc. 
QUINCY, ILL. 
McDonald Stove Co. 
READING, PA. 

Sid Harvey, Inc. 
RICHMOND, VA. 

R. E. Michel Co. 
Refrigeration Supply Co 
ROANOKE, VA. 
Southern Refrigeration 
ROCHESTER, N. Y. 
Rochester Oil Burning System 
ROCKFORD, ILL. 

Oil Heat Ports 
SAGINAW, MICH. 
Reichle Supply Co. 
SCHENECTADY, WN. Y. 
LeValley McLeod Inc. 
SEATTLE, WASH. 
McPherson Furnace & Equip. Co. 
SIOUX CITY, IOWA 
Dennis Supply Co. 
Heating Wholesalers 
SOUTH BEND, IND. 
Koontz- Wagner Elec. 
STERLING, ILL. 
Crescent Elec. Co. 
SPOKANE, WASHINGTON 
McPherson Furnace & Equip. Co. 
SPRINGFIELD, MASS. 
Gray Supply Co. 

Sid Harvey, Inc. 
STELTON, WN. J. 

Sid Harvey, Inc 
SYRACUSE, N. Y. 

Oil Burner Supply Co 
THOMASVILLE, GA. 
Industrial Equipment Co 
TOLEDO, OHIO 

Fry Furnace Co. 
TRAPPE, PA. 

Jacob H. Bowers Co 
TRENTON, WN. J. 
Lincoln Supply Co. 

Sid Harvey, Inc 

TROY, WN. Y. 

Century Supply Co 
UNION CITY, N. J. 
Sid Harvey, Inc. 

UTICA, N. Y. 

Rood Utilities Co. 
VINELAND, N. J. 
Hepco Company 
WASHINGTON, D. C. 
Sid Harvey, Inc 

R. E. Michel Co 
WATERLOO, IOWA 
Heating & Cooling Supply 
Heating Wholesalers 
WILMINGTON, DEL. 
Greenburg Supply Co. 
Rain Burt Supply Co 

Sid Harvey, Inc 
WwoOobpsuRY, N. J. 
Sid Harvey, Inc. 
WORCESTER, MASS. 
Sid Harvey, Inc 

John W. Walsh, Inc. 
YORK, PA. 

Sid Harvey, Inc 

ZION, ILL. 

Mid-Way Supply Co 


supply you with even greater G-E heot- 


New CINCINNATI 


PRESS BRAKES 


THIRTY TON 
FIFTY TON 


Front controlled, variable speed drive, 
20 to SO strokes per minute. 


Completely enclosed 
running in oil. 


Centerline 
loading 





Centerline leading prevents weaving 
ef the housings and insures accurate 


bends. 


Centralized pressure lubrication system 


transmission, 


2 SERIES 
3 SERIES 





Two micrometer indicators, one at each 
end of the ram—easy to read and 
accurately record the amount of adjust- 
ment and tilt. 





Ball end on the ram adjusting screws 
permits tapering of the ram fer fade-out 
work. 


- THE CINCINNATI SHAPER CO. 


CINCINNATI 25, OHIO, USA. 


SHAPERS « SHEARS « BRAKES. 





a2 SERIES 


This new 2 Series Cincinnati All Steel 


Press Brake has a capacity of 14 gauge x 6’ 
mild steel. 


Look at these unusual standard features: 
21%” stroke—12” shut height—9” throat. 


Distance between housings 5’-2”—overall 
die surface, 6’-0”. 


Front controlled, variable speed drive, 20 to 
50 SPM. 4” manual ram adjustment in- 
cluding ram tapering adjustment for fade- 
out work (power adjustment available as 
extra feature). 


Bronze swivel end-guide bearing for accurate 
endwise alignment, even when tilting ram. 


Brushless electro-magnetic brake and clutch. 


Deep bed and ram, planed and drilled for 
534” angles. 


Micrometer indicators on both ends of ram 
for fast, accurate setting. 


3 SERIES 


These new 3 Series Cincinnati All Steel 
Press Brakes are built in two lengths and 
have a capacity of 10 gauge x 6’ mild steel. 
Investigate these unusual standard features: 
3” stroke—12” shut height—1l12” throat— 
distance between housings 6’-6” or 10’-6”— 
overall die surface 8’-O” or 12’-0”—front 


controlled, variable speed drive, 20 to 50 
SPM. 


5” motorized ram adjustment, including ram 
motor and control, complete with ram taper- 
ing adjustment for fade-out work. 


Bronze swivel end-guide bearing for ac- 
curate endwise alignment, even when tilting 
ram. 


Brushless electro-magnetic brake and clutch. 
Deep bed and ram, planed and drilled for 
534” angles. 


Micrometer indicators on both ends of ram 
for fast, accurate setting. 





maces or GIANT 


Field draft controls 


provide both 


precision and strength 





em: <svememan mmee 


FIELD CONTROL DIVISION 
of H. D. Conkey & Company, Mendota, III. 


AFFILIATES: 
Conco Building Products, Inc. « Brick, Tile, Stone 
Conco Materials Handling Div. « Cranes, Hoists 


Represented in Canada by Ontor Limited, 
12 Leswyn Road Toronto 10, Ont., Canada 


SIZES 
6" THRU 32” ~ 
Field “‘M" Controls 
for oil and coal fired 
domestic, commercial 
and industrial heating plants 


SIZES 
8” THRU 32’ 

Field ‘‘MG" Double- 
Acting Controls for gas 
fired commercial and 

industrial heating plants 


SIZES 
6" THRU 9” 
Field “RC Con- 
trols for domestic oil and 
coal fired heating plants, for 
flue sizes 5” through 10” 
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New Standard Set 
For Plastic Sheets 


A COMMERCIAL STANDARD for rigid 
polyvinyl chloride plastic sheets has 
heen issued by the Commodity Stand- 
ards Division of the U.S. Department 
of Commerce. The establishment of 
this standard and amendment No. 1 
to it was proposed by the Thermo- 
plastic Structures Div. of The Society 
of the Plastics Industry, Inc. 

CS201-55 


covers physical and chemical proper- 


Commercial — standard 
ties, methods of test for high impact 
and normal impact chemical-resistant 
rigid polyvinyl chloride plastic sheets. 
These sheets are suitable for fabricat- 
ing equipment and structures by hot- 
forming and plastic welding tech- 
niques. 

Chief characteristics of PVC plastic 
are its toughness, resistance to water 
and chemicals, dimensional stability 


and its thermoplasticity. 


(Continued on page 34) 


2 Factors Cited for Rising 
Cost of New Home Building 


Two ractors—the tightened mort- 
gage money market and _ increased 
cost for land, material and labor- 
are combining to create a trend to 
higher-priced homes, a recent survey 
conducted by the National Associa- 
tion of Home Builders shows. 

The increased land cost was cited 
as the largest single reason for the 
rise in the price of homes. Fifty- 
eight percent of the builders respond- 
ing to the survey stated their sales 
had declined from a year ago, while 
one-third reported some improve- 
ment within the 30 days previous to 
the survey. Five out of every six 
builders reported their profit per 
house was down from a year ago. 

The four-page questionnaire went 
out to 100 representative home build- 
ers in 41 states and the District of 
Columbia. Builders responding ac- 


Congress May Take Action 
On Hoover Group Report 


THE PROSPECTS ARE bright that more 
vigorous action on the non-legislative 
Hoover Commission recommendations 
will be taken between this fall and 
January in light of strong endorse- 
ments of the commission’s program 
in the Republican party’s platform. 

Nearly half of the commission’s 
314 recommendations for better gov- 
ernment at less cost can be put into 
effect by the White House and execu- 
tive departments. But only about 75 
are in the process of being imple- 
mented, in whole or in part, and 
these would account for only a small 
portion of the annual savings estimate 
of $51, billion. 

Included in the Republican plat- 
form was a pledge “to continue our 
far reaching program for improving 


the efficiency and the effectiveness of 
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the federal government in accordance 
with the principles set forth in the 
report of the Hoover Commission.” 

The platform further listed as an 
objective “further reductions in gov- 
ernment spending, as recommended 
in the report 
without weakening the support of a 


Hoover Commission 


superior defense program or depreci- 
ating the quality of essential service 
of government to our people.” 

The Hoover Commission received 
support from John Coleman, presi- 
dent of the National Chamber of 
Commerce, when he appeared before 
the platform committee of both par- 
ties. He described the commission as 
“one of the best friends the taxpayers 
ever had” and strongly recommended 
the “fullest possible support” for its 


objectives and recommendations. 


counted for about 18,000 units an- 
nually. 
Only 


builders reported any great effect on 


about 25 percent of the 
their sales as a result of the addition- 
al 2 percent down payment required 
on Federal Housing Authority and 
Veterans Administration loans, but 
many of those reporting indicated 
that a good part of their 1956 con- 
struction program was covered by 
pre-regulation commitments and ex- 
empt from the additional 2 percent. 

Almost without exemption builders 
reported increases in the costs of con- 
struction. Cost of materials was also 
reported up. On the average, the ful- 
ly developed lot now costs well over 
$2600, an increase of more than 17 
percent in just one year, the study 
shows. The increased cost of today’s 
lot is one of the largest factors in the 
increased cost of homes now being 
built. 

Nearly half the reporting builders 
expected to start more houses this 
year than in 1955, while an almost 
equal number expected to start few- 
er, and 8 percent figured to start the 
same number. 


Show 5 Percent Drop in 
Future Contract Awards 


CONTRACT AWARDS for future con- 
struction in the 37 eastern states in 
July were 5 percent below July of 
last year, F. W. Dodge Corp., con- 
struction news and marketing spe- 
cialists, reported. The total of $2.- 
148,559,000 was the second highest 
ever recorded in July. 

The cumulative total of awards for 
the first seven months of 1956 
reached a record high of $15,347,- 
518,000, an increase of 8 percent 
over the same period a year ago, ac- 
cording to the report. 
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LEADERS RELY ON LAU 


25 Years Building Better Blowers 


“It's the little things that count." That's why 
we constantly improve the components that 
go into our blowers and set rigid specifi 
cations for motors. And that's why we ve de 
igned the special motor mounting assembly 


shown here. It's another example of Lau 


leadership 


a 


ing eo ; IAN 


MUSCULAR MOTOR MOUNTING 


This Exclusive Lau-developed Motor Mounting Bracket and 
assembly is a heavyweight champion. The metal is of double- 
thickness for brute strength (it is, in fact, stronger than the 
bolts that hold it in position). And it is the most flexible 
mounting ever built . . . with a patented feature of complete 
adjustability for mounting motor clockwise or counter-clock- 
wise without removing the mounting. Two holes are provided 
in the ends for additional center-distance adjustments be 
tween blower and motor shaft, and motor with mounting bolts 


THE LAU BLOWER COMPANY can be adjusted laterally in an infinite number of positions 


for any motor. The tailpiece assembly, designed by Lau, has 
2000 Home Ave. * DAYTON 7, OHIO 


t Kitchene t sda, and Azusa, Co 


b 


SERIES “‘A’’ ELECTRO-WHEEL LAU- eg SERIES ““A"’ WELD LAUSTEEL ome PANEL 
BLOWER BLOWER BEARI WHEEL WHEEL PULLEY FAN 


been accepted by the industry as the method to use for maxi- 
mum belt-tension adjustment and is provided with a rubber 
insulator. You can depend on LAU for quality. Write Dept. M 
today. 


WORLD'S LARGEST MANUFACTURERS OF AIR-CONDITIONING BLOWERS 





Coleman’s Olend-Aiir Training Program 


Puts Your “Installers” on Your Sales Team 


Your installation and service men learn to sell as 
Coleman’s technical schools turn 
thoroughly familiar with the 


well as service. 
out men who are 
Coleman products. They learn that a continuing 
growth of your business rests on good installation 
and dependable service, that keeps a customer 
“sold.” And everybody from the top man on down 
knows and can use Coleman’s sales helps and 


special promotions. 


Here’s how it works. This dealer has the hardest 


hitting salesmen in town! They know the com- 


petitive advant: Blend-Air’s “exclusives” 


ges 4 
how the exclusive blender system gives the best 


temperature control ever developed... backed by 


Coleman’s exclusive $1000 Comfort Bond, the 
strongest guarantee for any heating. Then installa- 
tion men “re-sell’’ the sale 
repeat the sales story to new owners. Amazing 
how often it turns up new leads! 


and whenever possible, 


Advertising and special promotions take advantage 
of Coleman’s generous co-op advertising money. 
The whole “tearn’” gets in on the plans—and put- 
ting them over. Result: this is the most successful 
heating-cooling dealer in town! 


Coleman VIT-ROCK Water Heaters 
ONLY water heater with exclusive 
rock ning that can’t rust, ever! 
teed by exclusive 10-year 
ty and $500 Bond. 


THE COLEMAN COMPANY, INC. 


Wichita 1, Kansas 


Coleman since 


1900—makers of 


lamps, lanterns, camp stoves, home heating and air conditioning 


The Coleman Co , Dept 
Wichita 1, Kansas 


AA-168 


for Sales-Service can make YOU the 
Y R town. Mail this coupon today 
Sales-Service Program to work 
7 equipment; 


Name 
Firm Name 
Address _ 
City___ 
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Business Activity Indicates 
Rise for Remainder of '56 


THE SEASONAL revival of business 
activity which usually gathers speed 
after Labor Day promises to be in- 
tensified this year by the after-effects 
of the steel strike. 

Where slowdowns in industry were 
caused by the strike there is now 
some activity to catch up. Prices and 
incomes are rising and the optimism 
is more pronounced than it was earl- 
ier this year. Evidence of this is re- 
Hected by consumer buying which 
has risen to new record breaking 
levels. 


One reason for the optimism is the 


Congress to Study 
Federal Tax Laws 


AN ALL-INCLUSIVE study of the na- 
tion’s tax laws will be made by the 
House of Representatives’ Ways and 
Means Committee when Congress re- 
convenes. The investigation was pro- 
posed by Rep. Wilbur D. Mills, who 
will direct the special subcommittee. 

It is expected the subcommittee’s 
jurisdiction will be broad enough to 
permit it to examine any facets of 
federal taxation it chooses. 

There has been noted pressure in 
Congress to revise the individual tax 
laws, and although differences exist 
as to approach and motives, the basic 
ideas are very similar. It is generally 
agreed, for example, that the top rate 
of 91 percent is too high—a lowering 
to 75 percent or even 65 or 70 per- 
cent has been suggested. Also, rate 
reductions in the middle and lower 
income brackets have been suggested, 
one faction asking for an across-the- 
board cut, the other wanting greater 
effective progression of tax liability. 
And finally, a broadening of the tax 
base has been asked by eliminating 
as many special exemptions as pos- 
sible and by reducing preferential 


treatment to a minimum 
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way industry rode through the steel 
strike. July’s total employment set a 
new record, and so did the seasonally 
adjusted retail sales and construction 
activity. 

July employment totaled 66,655.,- 
000, the greatest number in the na- 
tion’s history. Compared to June 
there were 152,000 more people 
working in July, and 1,600,000 more 
people had jobs in July by compar- 
ison with July, 1955. 

Along with this increased employ- 
ment rate and the rise in wages, con- 
sumer income continues to set new 
records. In June, personal income 
achieved the seasonally adjusted an- 
nual rate of $342 billion, topping 
June, 1955 by $18 billion. 

A big question still unanswered is 
how much of the recent price in- 
creases in steel and other basic com- 
modities will seep through the econ- 
omy to the retail level. The inflation- 
ary potential of such basic price 
boosts is largely a matter of the speed 
and intensity with which they are 


absorbed. 


School Funds Increase 
Faster Than Enrollment 


SCHOOL ENROLLMENT may be rising, 
but school funds are rising also. In 
fact, at an even faster rate. 

Last year, the United States Bu- 
reau of Census reports, local govern- 
ments spent $10 billion for school 
construction, compared to the $8.8 
billion in 1954, for a 12 percent in- 
crease in school funds. At the same 
time, secondary school enrollment in- 
1,122,000 last year for 
a 3.8 percent rise over 1954, 


creased by 


The Census Bureau’s report shows 
the extra school funds are being 
spent for building new schools and 
for other capital outlays as well as to 
raise teacher salaries. 


(Continued from page 31) 


AMCA to Rate Air 
Moving Equipment 


Tue Air Movine and Conditioning 
Association’s certified rating commit- 
tee recently revealed that a program 
to gain certified performance ratings 
for air moving equipment has been 
undertaken by the organization. 
The association is considering is- 
suing a certified rating seal to both 
AMCA member and 


companies whose products can qual- 


non-membei 


ify. The appearance of this seal on 
equipment would indicate that it will 
operate according to published per- 
formance ratings. 

To qualify for the seal, the equip- 
ment manufacturer would have to 
prove to the association that he has 
complied with all test requirements 
and that he is following prescribed 
procedures to assure maintenance of 
the performance rating. 

Also, the association is testing pro- 
totypes of fans in scale model sizes, 
a technique similar to that used by 
airplane manufacturers who test 
planes in wind tunnels. 

Work also is being done to im- 
prove integration of the prod uct 
scope of the various product divisions 
which comprise AMCA. These pro- 
duct divisions include manufacturers 
of: central air conditioning units; 
centrifugal fans, industrial axial or 
propeller fans; power roof ventila- 
tors; exhaust system fans; residential 
fans and unit heaters. 


New Standards Fixed 
For Plastic Sheets 


(Continued from page 31) 


Amendment No. 1 covers the two 
hallmarks which have been adopted 
for the use of manufacturers in iden- 
tifying products conforming to com- 
mercial standard CS201-55. The hall- 
mark for type I covers the normal 
impact, chemically resistant rigid 
PVC sheets. while type II covers the 
high impact, chemically resistant 


rigid PVC sheets. 
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designed by 
Henry Dreyfuss 


Increase your profits with this 


newly designed thermostat 


Homeowners will be proud to have this tastefully-designed 
thermostat on the walls of their home. They'll enjoy care- 
free comfort twenty-four hours of every day with com- 
pletely automatic night setback for cool sleeping and auto- 
matic morning pickup for pleasant waking — all controlled 


to the exact degree of comfort they desire. 


The new T852 Electric Clock Thermostat is dependable — 

built around the time-tested components and proven design 

Honeywell features that made its predecessor, the TM850 Chrono- 
Gx therm, a yearly best seller. It boasts the same famous ac- 

ey curacy, dependability and ease of installation. 


H electric clock ' ee ee 
For more profit — cash in now by switching jobs to com- 
\sorwu | thermostat ‘ 


| 
‘ pletely automatic control with the new T852 Honeywell 


& 
Electric Clock Thermostat. 


7 





Newly designed 
Electric Clock Thermostat 
is completely automatic 


More beautiful than ever before, the dis- 
tinctively-designed Electric Clock Thermo- 
stat gives the same outstanding perform- 
ance as the time-tested TM850 Chrono- 
therm. Satisfied owners like the way it 
turns down the heat—automatically —when 
they go to bed, turns up the heat—auto- 
matically—while they're still asleep. Gives 


both added comfort and reduced fuel costs 


ontr 








The 
thermostat 
helps sell the 
job —if it’s 
Honeywell 


The Honeywell Round, world's best 
selling thermostat. Special decora 
tor feature gives it dynamic home 
owner appeal. Dust-free mercury 
switch. Adjustable heater 


/ Year-Round thermo 


both heating and cool 


ng. New su ases allow eight 


lifteres 


ike in 
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Honeywell thermostats. Your installati 


service calls to ma 
Honeywell; they 
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NOT THIS! Many heating systems make people too cold 
one minute, too hot the next. They have to fuss continuously 
with the thermostat to get even near-constant comfort. 


BUT THIS! Waterbury ComrortroL By-Pass Heating al- 
ways gives constant comfort. Simply set the thermostat and 
forget it. There is no ‘“‘up-and-down”’ temperature variation. 


New kind of heating gives constant comfort 
... without fussing with the thermostat! 


Things like fussing or not fuss- 
ing with a thermostat can make 
the difference between happy or 
unhappy customers. That’s one 
reason why you'll be ahead if you 
install new, effortless Waterbury 
COMFORTROL By-Pass Heating. 


Once your customers set the 
thermostat, they can forget it. 
They’ll get a continuous supply 
of fresh, clean, humidified air at 
just right temperature. They’ll 
have constant comfort. There 
won’t even be any hot and cold 
cycles or drafts. Tests show, too, 





that temperature varies less than 
one degree between floor and 
ceiling. And Waterbury Com- 
FORTROL—not the home owner 
—does the work. 


It mixes cool air with warm 
air in a ratio that provides the 
exact temperature called for by 
indoor-outdoor thermostats. It 
supplies this warmth continuous- 
ly at the same rate it escapes 
through walls and windows. 


For a sales story that will 
weaken even a stubborn pros- 
pect, plus some good recommen- 


dations after you’ve sold him, 
investigate Waterbury Com- 
FORTROL By-Pass Heating. 


SEND FOR FREE 32-PAGE BOOKLET! 


“It Takes More Than Heat To Be 
Comfortable’. It’s packed with in- 
_ . teresting informa- 
tion that will help 
you sell more units. 
Write Waterman- 
Waterbury Com- 
pany, 1122 N.E. 
Jackson Street, 
Minneapolis 13, 
Minnesota. 


Waterbury Conitot 


SELL! 


eam ame am om axe ax and 
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By the makers of world-famous Waterbury furnaces and air conditioners 





WINNING CANDIDATES 


Base projection 2%,” 
Height of back 41.” 


Available in 2-foot and 4-foot 
lengths for installation as indi- 
vidual units or continuous strips 
in multiples of 2 or 4 feet 

Newest and finest of the continuous baseboard type 
diffusers. Combines AIRFOIL VALVE, EXCEEDINGLY LOW RESIST- 

ANCE, EQUALIZED AIR DISTRIBUTION FROM END TO END OF DIFFUSER, 

CONSTANT AIR PATTERN REGARDLESS OF VOLUME, POSITIVE BALANCING. STOP. 
It's more effective for cooling and THE H&C FLEXOFLANGE, an exclusive H&C feature furnished 
at no extra cost, MAKES IT THE EASIEST OF ALL DIFFUSERS OF THIS TYPE TO INSTALL. 


. NO. 40 SIDEWALL DIFFUSAIRE 


A very effective, very economical diffuser for 
providing perimeter air conditioning, and 
exceedingly popular. Air pattern completely 
blankets outside wall of average room. 
Has positive balancing adjustment. 


» « « NO. 411 FLOOR DIFFUSAIRE 


Has opposed louvers which deliver an 
ideal air pattern regardless of volume, 
positive balancing adjustment. 


i}. . . NO. 405 BASEBOARD DIFFUSAIRE 


Particularly good for established con- 
struction. Provides same air pattern 
as No. 40. Requires no stackhead. 


For perimeter jobs of every type, use H&C Diffusaires 
and know you are right. It’s the most complete line 


of truly fine diffusers on the market. Inspect them 
at your H&( Jobbers. 


i HART & COOLEY MANUFACTURING CO. 22% 


awe “oe > 
xz eS 


Co lig 500 E. EIGHTH ST. HOLLAND, MICHIGAN 


’ IN CANADA: HART & COOLEY MANUFACTURING COMPANY * FORT ERIE * ONTARIO 
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Cecil Young, Chief Engineer, The Peerless Electric Company, with Peerless motors in new NEMA frame sizes. 


CAN YOU MATCH THIS? 


Peerless is one of the few fan and blower manu- 
facturers that builds its own motors. That’s one reason 
why Peerless fans and blowers conform with all 
standards—PFMA, NAFM and NEMA. What's more, 
because we build our own motors, we can match 


them to fans and blowérs for peak performance. 


We select motor characteristics which give best 
results. This versatility permits us to equip our fans 
and blowers with special motors—custom-built for the 
jobs they must perform—moving dirty, grit-laden foun- 
dry air; working in high heats in electronic cabinets; 
operating safely in hazardous locations where non- 
explosive qualities are needed; and operating without 


failure where uninterrupted service is a must. 


Premium-built Peerless motors power famous OEM 


FAN AND BLOWER DIVISION 


THE PEERLESS ELECTRIC COMPANY 


WARREN, OHIO 
ELECTRONIC EQUIPMENT 


W. MARKET ST 


FANS « BLOWERS ~. MOTORS 
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products in all fields and are the choice of those 
manufacturers who insist on specials rather than re- 
petitive models. Is it any wonder that Peerless Electric 


fans and blowers hit such high performance levels. 


Select the fans and blowers that meet all industry 
codes—Peerless. Check the Peerless bulletins. SDA- 
160 shows performance data on all fans and forward 
curve blowers. SDA-200 gives complete data on back- 
ward curve blowers. Use the coupon below to get 
your file copy. Dimension prints available on request. 


THE PEERLESS ELECTRIC CO. 
WARREN, OHIO 


[] Send me Bulletin SDA-160. 
[] Send me Bulletin SDA-200. 


NAME 
TITLE 
COMPANY 
ADDRESS 





"fewer 


call-backs with Crane 
Sunnyland Furnaces!” 


“We all know that call-backs are not only 
embarrassing —they’re expensive. That’s 
why I sell the Crane Sunnyland line. 
I seldom have to go back on a job so 
I make more profit. 

“It’s a complete line that meets every 
specification—at competitive prices, too. 
There are also add-on air conditioning 
units available for every furnace. Most 
important of all, you get satisfied cus- 
tomers. They like Crane’s dependability, 
economy of operation and cost.” 

Isn’t this what you want, too? Then why 
not join up like other dealers are doing? 
You can get full details from your Crane 
Branch or Crane Wholesaler. 





CRANE HAS A COMPLETE LINE a 
OF SUNNYLAND FURNACES al 3 . A. CRANE SUNNYLAND HORIZON- 


TAL GAS FURNACE. Easily installed 


TO FIT ALL YOUR REQUIREMENTS ie o> eed heim, ts oth, a ak bee 


ment ceiling. 70,000 to 150,000 Btu 
input. 


e All are shipped completely assembled 

and wired 

. , CRANE SUNNYLAND COUNTER- 

‘Rerecmeseownen PD eten‘on mrooy ons Foract 

Requires minimum floor space and wall 

e All are available with direct drive clearance. 65,000 to 200,000 Btu 
blowers on smaller sizes input. 


CRANE SUNNYLAND BASEMENT 
GAS FURNACE. Compact, easy to 
install. 70,000 to 200,000 Btu input. 


CRANE CO. 


836 South Michigan Avenue, Chicago 5 
VALVES - FITTINGS - PIPE - KITCHENS - PLUMBING - HEATING 
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NEW CAPACITIES 























COMBINATION PRESSURE 
REGULATOR AND THERMO 
ELECTRIC PILOT 


Responsibility of leadership in the controls business demands 
constant research and progress for improvement in product per- 
formance and lower cost. This, we have achieved and proudly 


AGA. Certified * 
offer to appliance engineers. 


Our engineers have built into the Thermac SR-100 a new ability 
to handle a broader range of furnaces and appliances. So marked 
is this increased capacity that now the SR-100 can be used where 
here-to-fore a more expensive control has been required. This 
increased capacity is not a mere “technical” increase of 5% or 10% 
but a great deal more, as will be observed when testing the new 
unit. 


© commana 


Carrying A.G.A. Certification and patent application, the unique 
800 East 108th Street method which we employ to increase flow capacities is now a part 
Los Angeles 59, California of all SR-100 controls at no extra cost. 


24 years experience You are invited to request samples of this new SR-100 for testing 
building gas controls. and comparison. 
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REGISTERS and GRILLES 


Fill Every Heating and Air-Conditioning need 


You'll find the answer to all your commercial 
and domestic register problems in Auer’s com- 
plete line of registers and grilles. Available for 
quick delivery ina wide variety of standard styles 
and sizes to fill the most exacting specifications. 


Auer registers and grilles are engineered and 
built to high standards of uniform quality and 











| 
Auer No. 200 Series: for high or low sidewall instal 


lation can be used as ceiling outlet .. . blankets 
entire wall areas with perfect air-pattern. 





sagan See ee eee eee 


No. 4432 Airo Flex Wall Register - multi-louvres are 
adjustable to direct air - upward, straight or down- 
ward — flexible vertical fins provide right or left 


accuracy to assure ease of installation with a 
minimum of on-the-job time loss. They are 
decorator-designed to enhance both modern 
and traditional decor while providing the utmost 
in air-flow efficiency. 


Shown here are a few of the items featured in 
Auer's “complete-for-every-need” line. 


The Auer Streamliner series — designed for quiet 
operation with high velocity air conditioning systems 

available with single banks of adjustable bars, 
vertical or horizontal, also with a double bank, verti 
cal in front and horizontal in back (or the reverse), 


Auer DRP Floor Perimeter Registers are available in 
2\%4 x 14 inches and widths of 4 and 6 inches and in 
lengths from 10 to 14 inches. Features built-in adjust- 
able damper attractive appearance and provides 
large fan-shaped air circulation pattern. 


In addition to these items, the Auer line includes ornamental 
perforated grilles, available in cold rolled or stainless steel, 
bronze, brass, and aluminum. 


deflection for five way control. 


Write for complete descriptive literature on Auer’s com- 
plete line of “Registers and Grilles for Every Need”. 


THE AUER REGISTER COMPANY 


6602 CLEMENT AVENUE e¢ CLEVELAND 5, OHIO 








REGISTERS 
and GRILLES ig 


AMERICAN ARTISAN, OctTopeR 1956 





AUTOMATIC 
HEATING 


made possible with the 
MORRISON 


precision-built blower! 





For the even distribution of Air — conditioned 

to just the right temperature for comfort at its best 
— Morrison is contributing to much of the 
finest heating and air-conditioning 

equipment on the market today. 

Of almost equal importance to the even flow 

of air, is the element of quiet operation. 


This is a prime demand of DELTA as “DELTA 
HEATS AMERICA AUTOMATICALLY!” 


It has been a happy experience working with 








this firm to help build for “comfort at its best”. 


Write our engineers about your Blower 


problems. Ask for Blower catalog. 





MORRISON blower 
used in above unit 


MORRISON |PRODUCTS INC. cieversno' 10. onic 
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When sales go up 
do you “scramble” for deliveries? 








stocks can save the day 


Everyone runs into tight scheduling once in a while. The sea- 
sonal quality of the heating and air conditioning industry makes 
an occasional “hurry up” call unavoidable. 

When this happens to you, Brundage is a good name to keep 
in mind. 

New warehouse capacity—coupled with a fast order handling 

procedure—can help you avoid unnecessary shut-downs. And it 
DUCT BLOWERS can help you take advantage of an up-swing in business that you 
eeee Even Cane might otherwise be unable to handle. 
EXHAUSTERS 


MOTORS & BLOWER MANUFACTURERS: Brundage Universal Blowers can often solve your produc- 
ACCESSORIES tion problems because they are a stock item and can meet most applications. 


STOCKS INCLUDE 
UNIVERSAL BLOWERS 








Blower 


rm 86THE COMPANY 
since 
1919 504 NORTH PARK ST. KALAMAZOO, MICHIGAN 
TELEPHONE 2-0251 
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SERIES 8000 


¥ te 


"Tivoljeeat 
WEBSTER Fuel-Units! 


@ The revolutionary new Serivce Saver 
with the rotary filter that never clogs 
...mever needs cleaning 


Webster’s famous Series 8000 units 
—the industry standard for dependable 
performance and easy servicing 








. WITH WEBSTER’S 





REVOLUTIONARY NEW 


WEBSTER introduced the first Fuel-Unit 32 years ago to save time and 
trouble for the service man. And, following this same idea, we’ve made 
improvement after improvement. Now you can take your choice of two 
great units...each with distinctive advantages. 7 


WEBSTER’S 
SERIES sooo 


WEBSTER’S 
“> // 


al > . 
eI KUICLE «IQVOE rT 


e 50% fewer parts than previous mod- 
els—simplifies servicing 


e Easy to clean basket-type strainer 
...remove from top without spilling a 


e No strainer screens—nc cleaning... 
uses an entirely new compact, self- 
cleaning, rotary-type filter 


e Completely interchangeable with 


drop of oil...ideal for ‘‘vestibule’’ jobs any pump now on the market—without 


: , ‘. : : troublesome connection changes 
e Quick opening, quick closing piston 
valve e Two models...single stage and true 


. two-stage 
e Two models...single stage and true 

two-stage e Unlimited flexibility —360° rotation 
ie ’ and extra ports let you make connec- 
e Positive sealing outlet seat tions where they are easiest to reach 
e Self-aligning outboard bearing e Quick conversion from one-pipe to 
two-pipe system in seconds without 


e Design eliminates tank hum and hy- additional parts 


draulic pulsation 
The unprecedented demand for the ‘‘ServiceSaver,’’ introduced just a 

few months ago, is still running ahead of our ability to produce this 
revolutionary new unit. But some ‘‘ServiceSavers’’ are now reaching the 
market on the burners of leading manufacturers—and more and more will 
be coming. In the meantime, the SERIES 8000, the industry standard for 
dependability and easy servicing, is still available for immediate delivery. 





for data on the 8000 Series Fuel-Units, write for Bulletin A882 ] 
for data on the ‘‘ServiceSaver’’Fuel-Units, ask for Bulletin 49Al 


WEBSTER ELECTRIC 


MANUFACTURERS OF FUEL-UNITS, IGNITION TRANSFORMERS AND DELAYTROLS 





RACINE 
WISCONSIN 





DON’T LET 


"cheap" 


HEATING 


Naturally you don’t cheapen your jobs by choice. You’re 


’ 
Mum’s the word... 
job goes sour, or doesn’t produce comfort. First thing you FOR NEW 


ae 
know, what little profit you had is washed out in service alii 


call-backs and repairs. And how an unhappy customer can 
OIL-FIRED FURNACES 


Silence sells! You'll know what we 
mean when you see how new Janitrol 
oil-fired winter conditioners produce 
soothing, sunny warmth with scarcely 
heating? A quality system, tied to a Janitrol gas or oil furnace a whisper! Choice of High-Boy, Low- 

Boy and Down-Flow models. Com- 
costs just a little more to install . but far less in the long pact, space-saving design. Fully auto- 
matic and far ahead of the field in 
efficient, carefree operation. All mod- 
els convertible to city gas—readily 
adapted for cooling with companion 
if you'll sell its overall economy, comfort and health advan- unit. Illustrated: Janitrol LOW-BOY 

; oil furnace Model OF LS-65 


pressured on price. But it’s you who’s over a barrel when the 


wallop your reputation! 


Why put profits and reputation on the block with cheap 


run. What’s more, your customers will pay for better heating 


tages and the peace-of-mind it brings to any household. 


janitrol is helping its 
dealers make more money on 
better heating with fact-packed, 
educational ads like these in 
the leading popular magazines. 
Equally potent messages sell 
Janitrol quality to the builder, 
too. Your Janitrol representative 
will gladly show you how to cash 
in on quality heating. Call him 
in soon 





... the best years of your business 
begin with... 


Oy 
rt eS 
Tree oy 
HEATING ... COOLING , 
Janitrol Heating & Air Conditioning Division 
Surface Combustion Corporation, Columbus 16, Ohio 
In Canada: Moffats,Ltd., Toronto 15 





Complete line 2 ar f ace nit heaters, conversion burners, water led and air-cooled summer cooling equipment mbination heating ling units 


AMERICAN ARTISAN, OcTOBER 1956 





Form readily without 
flaking or peeling 





Clean and bright with 


uniform spangle 


y 
long lasting 


protection 
against corrosion 








~~ 


Tight-Coat Quality Galvanized 


You’ re sure of getting highest quality galvanized 
every time from Ryerson . . . and sure of getting 
what you want FAST because our stocks are 
the world’s largest. We offer many gauges in a 
wide range of pattern sizes, as well as sizes cut 
accurately to your order. 

Ryerson galvanized is made by a special con- 
tinuous process that results in a tight bond of 
zinc coat to steel. This coating takes any form- 
ing the steel will take without flaking or peel- 


ing. And, tight-coated galvanized looks better, 
keeps rust and corrosion sealed out all over. 

When you order galvanized from Ryerson, 
remember, you can also get quick shipment of 
every other steel requirement: hot and cold 
rolled carbon steel sheets, stainless, Ry-ex 
expanded metal, angles, bands, etc. 

So, for whatever you need in steel, and for 
metal working machinery and tools as well, call 
your nearby Ryerson plant. 


RYERSON STEEL 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK © BOSTON © PHILADELPHIA © CHARLOTTE, N. C. © CINCINNATI © CLEVELAND 
DETROIT © PITTSBURGH © BUFFALO * CHICAGO © MILWAUKEE © ST. LOUIS * LOS ANGELES * SAN FRANCISCO © SPOKANE © SEATTLE 
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WE bDISPLAY each month on our con 
tents page the ABC symbol denoting 
membership in the Audit Bureau 
of Circulations. 

The ABC audit shows us you pay 
to read what we have to say. (In 
fact American Artisan is the only 
100 percent paid publication in its 
field.) It also shows us when we 
cease to serve you effectively. This 
constant check of your interests 
keeps us on our editorial toes. 

This behind-the-scenes force makes 
a considerable contribution to the 
editorial quality of American Arti- 
san and we welcome the challenge 


constantly facing us 
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Modernization Market Is Ripe 


THE MODERNIZATION MARKET is ripe on several counts; perhaps at no 
other time has there been a better opportunity for warm air heating, air con- 
ditioning and sheet metal dealer-contractors to increase business volume and 
their profits than there is right now. 

For one thing, the “Operation Home Improvement” campaign inaugu- 
rated earlier this year has “pre-conditioned” many a home owner to improve 
his property, and to enjoy the greater convenience and comfort of doing so. 
It has recently been announced that this campaign is to be continued in 1957. 
Too, every new and modern home which has been built has made owners of 
older homes more conscious of the improvements that can be had through 
modernization. 

The FHA has recently raised its maximum limit on modernization loans 
from $2500 to $3500, and has extended the period for payments to a five-year 
instead of a three-year period. This broadens the use of modernization loans 
and makes them easier for the owner to repay. Obviously, it now pays a dealer 
— even more than before — to have a time sales plan to offer his prospects 
and customers. 

There are 12 million or more single family homes over 20 years old. 
Hundreds of thousands of them undoubtedly have real need of modern heat- 
ing systems. Many, many more need new heating installations for the im- 
proved health, comfort and economy that will result. 

And don’t overlook summer air conditioning. Complete home cooling 
is growing rapidly in public acceptance. Now is the time the home owner 
must start thinking about it for his family’s health and comfort next summer. 
Now is the time the dealer must start his selling efforts on the jobs to be in 
operation for next year’s cooling season. 

Modernization work is good-profit work, as many a key dealer knows. 
Many of the most successful dealers have long specialized in this type of work 
for this very reason. 

Modernization work can be developed through prospect leads from local 
advertising of various kinds, and by other promotional efforts. These leads 
can be converted into business volume by good selling on the part of the 
dealer and on the part of the salesmen he employs. The better informed a 
salesman is, the more sales he will make. So the development and training 
of salesmen must not be neglected. Sometimes this can be done informally 
in conversation. Where the sales group is large enough, regular sales meetings 
are in order. 

Here are some tips on running a sales meeting: 

1) Load the meeting with “How.” Use demonstrations, examples and 
actual experiences. 

2) Have something new in the way of product information — new 
models or new technical data. 

3) Avoid pointed comments that may be embarrassing to any member of 
the organization, whether he is there or not. 

4) Give everyone a part in the meeting and let him know ahead of time 
what will be expected of him. 

5) Use the “follow me” style rather than the “fire and brimstone” ap- 
proach, 

6) Keep the meeting businesslike. Avoid horseplay. Adjourn on time or 
as soon as there is an indication that interest is lagging. 

7) Plan ahead for each meeting — write it out beforehand and have 
everything lined up to keep the meeting moving at a fast tempo. 

Every bit of effort put into sales training, sales meetings and other ac- 
tivities to build your volume in the big modernization market will pay out 
richly. The opportunity is there — and almost for the asking. 





GOING OVER THE month- 
by-month advertising sched- 
ule is Andrew E. Yuskanich 
(left) and Robert Stanley. 
Ihe budget and total ex 
penditures for the eight 
month period are shown in 


detail 











Advertising Budget 1956 


MAR. APR. MAY 3UNE 


HOME HEATING AND COOLING DEPT. 


Home Show 
Classified Telephone Directory ... 
COMMERCIAL DEPT. 
Newspaper Advertising 
Direct Mail 
Classified Telephone Directory ... 
HEAT PUMP PROMOTION 
Radio Advertising 30 30 
16 16 
x 


JULY AUG. SEPT. OCT. 


60 60 


For Best 


Here’s a dealer 
x designating in 


30 spots, 
16 8 be used in heat 


direct 


$867 $2454 $1774 $1734 $1682 $742 $886 $836 


A DETAILED SALES promotion plan is essential in order 
to obtain the most from every advertising dollar. A 
dealer must decide on how much he intends to spend 
to develop sales leads. what media he will use and the 
degree it will be used. The L & L Heating and Air Con- 
ditioning, Inc., Springfield dealer, allocates between 2 
and 21% percent of its annual sales volume to sales pro- 
motion. The manufacturer of the furnace line which the 
company handles adds an equal amount to the promo- 


tional budget. The total amount scheduled for an eight 


month period during this year is $10.975. Most of 
this amount will be spent beginning with the month of 
March and ending with October. Actually. the sales pro- 
motion program begins in February when 2500 direct 
mail pieces are sent to a selected list of cooling prospects. 
The accompanying tables show the schedule of expendi- 
tures and the manner in which they are to be made. 

The monthly schedule shows a section known as the 
commercial department. It is broken down this way for 


bookkeeping purposes only, as the men who do sales, 


AMERICAN ARTISAN, Ocroper 1956 











Table of Expenditures 


Radio — 585 Spots at $3.00 per spot 1755.00 
Newspaper — 195 Insertions size 2 col. 10” 

Average cost $30.00 5120.00 
Direct Mail — 4 mailings — 8500 @ 10c each 850.00 
Home Show 700.00 
Classified Telephone directory 450.00 
Miscellaneous 2100.00 

$10,975.00 











Results, Plan Sales Promotion Budget 


who draws plans eight months ahead, 
his promotion budget how many radio 
mail pieces and newspaper ads will 


pump, heating and cooling promotion 


WHATHERTROR 


service and installation work in the commercial depart- 


ment are the same as those who do residential work. 


30 Radio Spots Used in March 


The program was worked out by Andrew E. Yuska- 
nich, vice president of the company, and Robert Stanley, 
office and advertising manager. Mr. Yuskanich points 


out that during the month of March, 30 spot radio an- A HEAT PUMP prospect receives a thorough description 


nouncements were used. These anouncements dealt with of how the equipment functions 
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Dear Sir: 

As you know, I have disposed of my resi- 
dence. I feel that the fact that the house 
was equipped with a combination gas- 
fired furnace and summer air conditioner 
greatly assisted me in making a very 
prompt sale ona satisfactory basis. 


I personally showed the house to only 
one prospect, and after going over the 
property, with particular stress being 
placed on the heating and air condition- 
ing system in the afternoon, the prospect 
returned that evening, and the sale was 
consummated in less than one hour. The 
price I received was entirely satisfac- 
tory to me and apparently met the ap- 
proval of the buyer. 


I doubt very much if the transaction 
would have been completed if the house 
had not been equipped with year ‘round 
air conditioning. To me, a cooling sys- 
tem is second only to heating as a home 
necessity. 


The buyer was extremely pleased that 
you have extended the guarantee on the 
unit for the full five-year period. 


THE COMPANY MAKES use of unsolicited testimonial 
letters as a tool in the promotion of its heating and 
cooling equipment 


both heating and cooling equipment promotion. Also, 
there were eight two column, 5 in, newspaper insertions 
during March promoting both heating and _ cooling 
equipment. Eight more ads of the same size were 
specifically slanted toward promotion of the heat pump. 
In addition to 30 spot radio announcements promot- 
ing heating and cooling equipment, there were 15 spot 
announcements for the heat pump. 

One additional newspaper ad was placed during 
March. This was directed toward the owners of com- 
mercial property for which the ad pointed out advantages 
of cooling equipment to help maintain summer sales vol- 
umes 

In addition to the radio and newspaper advertising 
there were 2000 direct mail pieces sent out telling about 
cooling benefits. Sales promotion expenditures for March 


oo of 
amounted to $867 


Program Steps Up Pace in April 


The program was almost doubled in each media for 
the month of April. Radio spot announcements doubled 
to 60 for residential heating and cooling and to 30 an- 
nouncements for the heat pump. The newspaper adver- 
tising was doubled to 16 insertions with emphasis placed 


on cooling, but the relationship of heating and cooling 


was maintained for eight of these ads. The heat pump 


advertising was doubled to 16 insertions, and the com- 
mercial cooling department doubled its space to two 
insertions. 

Direct mail, which was slanted toward the desirability 
of cooling equipment for residences, also was doubled. 

Participation in the Springfield home show during 
April at a cost of $700 brought a large number of pros- 
pects. The home show divided its exhibits between con- 
ventional residential heating and cooling equipment and 
the heat pump system. Cost of advertising for April was 
$2454. 


Attention Directed to Cooling 


May. June and July schedules were directed toward 
promotion of cooling equipment and were equal in each 
case to the April coverage. The only reduction in ex- 
penditures was dropping the two newspaper insertions 
scheduled for July for the commercial department. The 
amount spent during this period was $1774 for May. 
$1734 for June and $1682 for July. 

The August schedules were altered to give about equal 
attention to residential heating and cooling equipment, 
with the heat pump getting eight newspaper insertions. 
The total cost for advertising during August was $742. 

Newspaper advertising on heating equipment was 
stepped up to 16 insertions during September, with radio 
spot announcements maintained at 60 but directed en- 
tirely to warm air heating applications. Heat pump ad- 
vertising was discontinued for the remainder of the 
year after the August schedule. The September cost, 
$886. 

The eight month program ended with October, the ex- 
penditures for this month totaling $836. The coverage 
given heating equipment corresponded to the September 
schedule. The slight decrease in expenditures was due to 
the use of several ads smaller than those used in Septem- 
ber. which called attention to the coming cold season. 


The insertions remained at 16 for October. 


Merchandising Kit Helps Program 


The manufacturer of the heating and cooling equip- 
ment handled by the company has issued a merchandis- 
ing kit. The advertising tool provides the dealer with 
ideas for preparing his newspaper ads and radio spot 
announcements. In some cases the manufacturer’s ads 
are used verbatim. in other cases Andrew Yuskanich 
prepares his own ads. One recent advertisement he pre- 
pared was a full page (15 914, in.) ad for use in a 
special Operation Home Improvement supplement. 

The ad for the Operation Home Improvement supple- 
ment uses caricatures of a confused home owner who 
can't decide if he should buy a fan, window cooling unit 
or a central cooling system for use in his house. The 
ad also shows the home owner trying to understand 
Btuh, relative humidity, air cooled equipment, water 
cooled equipment, a ton of air conditioning, how much 


it costs to install each type of system and whether it 
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SCRAPBOOK OF advertisements used is displayed by 
Andrew Yuskanich (right), while Vern Hagmann, manu- 


facturer’s representative, offers his compliments 


would be possible to add cooling to his existing heating 
system. 

The ad then shows an L & L engineer giving the 
answers to these questions. These important features are 
also included the ad’s conclusion: advisory service 
without obligation; the company’s acceptance of undi- 
vided responsibility for engineering, installation and 
service; and the fact that central cooling systems could 


be bought to fit the home owner’s budget. 


Sales Appeal Varies With Prospects 


When leads are obtained they are quickly followed 
up by one of the company’s salesmen. Leads are split 
evenly among three full time salesmen who work on a 
straight commission basis. Methods used to close a sale 
vary with the prospect, lf a prospect wishes to see the 
equipment and hear details about how the equipment 
functions, he is invited to visit the company’s well 
lighted, 75 


handled by the company is on display, the salesmen 


20 ft showroom. Each type of equipment 


having found that when prospects can see the actual 
equipment and have the points in different models ex- 
plained to them, they invariably decide in favor of the 
higher priced equipment. 

Among the other aids used by salesmen is a list of 
installations on the same street where a current prospect 
lives. The customer's name and address is given as a 
reference, and the prospect is invited to visit the instal- 
lation with the salesman so he can see for himself how 
the job was handled to the customer’s satisfaction. At 
the same time the salesman shows he can do just as good 


a job for the prospect. 


Kit Explains Equipment’s Functions 


For prospects who do not care to visit the show- 


room, the salesman has a sales kit in his portfolio which 
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SALESMEN ARE RESPONSIBLE for the engineering of 
each job sold, but details of the drawing are gone over 
with the draftsman before the blueprints are prepared 


tells the heating and cooling story in pictures. Illustrated 
diagrams make it easy for the salesman to elaborate on 
the points he is making. Often it is easier for the pros- 
pect to comprehend pictures showing some of the equip- 
ment’s features and the service it performs when verbal 
descriptions fail to paint the desired picture. 

Another effective sales tool is the unsolicited testi- 
monial letter. (One sample of the type used is shown in 
the illustration on page 52.) 

The company has trained each of its salesmen to do 
the basic engineering work required so estimates can 
he prepared and proposals presented as soon as possible. 
Once the contract has been signed, the salesman-engi- 
neer works closely with the draftsman to produce the 


kind of system specified in the proposal. 





‘Sell the Sizzle’ 


A CLASSIC SPEECH by sales promoter Elmer Wheelet 
is titled, “Don’t Sell .the Steak—Sell the Sizzle.” 


reports the Air Distribution Institute’s publication, 





Fitting Facts. Here’s a general statement that is 
made to order for the heating and cooling industry 


with all its extras. 





Following the advice of Mr. Wheeler’s slogan, 

dealers wouldn't sell just heating or cooling systems 

they'd sell cleaner, healthier, more efficient 
homes, stores and offices. 

The dealer’s logical retort to the prospect's ques- 
tions about cost might be, “It doesn’t cost it 
pays in lower cleaning bills, restful sleep, improved 
health and working conditions.” 

In other words, it’s the old merchandising for- 
mula — sell the extras, the plus benefits — with a 
somewhat new twist. 











How to Operate Three Phase Equipment 


On Single Phase Power Supply 


THIS SERIES of articles, under 
the general heading, 
‘* ‘TRAINING PROGRAM’... 
in Print,’’ is designed to help 
dealers train their engineer- 
ing, service, managerial and 
sales personnel in all phases 
of their operations. These 
articles are selected for their 
informative value and are 
presented as reference mate- 
rial for developing know-how 
among employes in situations 
which are likely to arise. 
Some of the previous articles 
in this series have discussed: 


electrical problems 
humidity control 
management techniques 
air distribution 

sales presentations 
school heating 
promotion ideas 

attic fans 





. . . aS a temporary measure for testing 


and operating cooling equipment until three phase 


power is available — through use of an inexpen- 


sive auxiliary induction motor 


By Lee Wilcoxon 


How TO TEST and operate three 
phase electrical systems of newly in- 
stalled 


equipment from single phase power is 


summer air conditioning 


a problem which faces dealers with 
increasing frequency. 

The problem arises most often in 
new shopping centers, new suburban 
housing developments, and_ rural 
areas where three phase power has 
not yet been installed. It also occurs 
in large homes when year round air 
conditioning is installed and made 
ready for operation before the power 
company brings in its three phase 
lines. 

Shopping centers and suburban 
housing developments are often 
started in locations remote from exist- 
ing power lines — or in areas where 
the power company supplies only 
single phase power. Sometimes the 
power company runs a_ temporary 
single phase line to supply power for 
construction workers’ tools and for 
lighting. Limited single phase power 
is sometimes available months before 
transformers and circuit breakers for 
a permanent supply of three phase 
power are supplied. 

Rural electrification organizations 
often string miles of single phase 
lines, promising three phase power 
later when additional financing or 
equipment is available. 

Dealers with contracts to install 


summer air conditioning systems 


in such situations face the problem 
of testing their electrical controls and 
checking their installations. In some 
cases the equipment must operate for 
months, even years, before three 
phase power is supplied by the power 
company. 

Dealers have overcome the prob- 
lem in a variety of ways. The most 
frequently used method is to gen- 
erate their own three phase power 
temporarily with a portable genera- 
tor. This method certainly is satis- 
factory, but the generator requires 
a sizable investment — greater than 
many dealers can afford. 

A less expensive method, yet one 
that is equally satisfactory for many 
installations, has been used by some 
dealers. It provides an excellent 
source of three phase power for test- 
ing purposes, and can be used tem- 
porarily for operation of the cooling 
equipment until a regular source of 
three phase power is provided to 


handle the load. 


Use Auxiliary Motor 


This method utilizes the peculiar 
properties of an ordinary three phase 
induction motor as the source of 
the extra phases to substitute for 
the two that are missing. The princi- 
ples are well known to electrical en- 
gineers, yet are rarely known to most 


electricians. 


AMERICAN ARTISAN, OcToBER 1956 














1 ANY TWO wires from terminal 
box on auxiliary three phase induction 
motor are connected to the two wires 
of the single phase line. . . 


Electricians, as well as most air 
conditioning dealers, are aware that 
three phase induction motors will 
not start but merely hum when con- 
nected to a single phase source of 
power. 

Experience of many dealers and 
their electricians has been limited to 
occasions when one of the fuses in 
a three phase line burns out. They 
know the motor refuses to start under 
such conditions. If the motor remains 
source of 


connected to. its power 


through only two lines, there is 
danger that the field windings will 
burn out. 

What is not so well known is that 
the motor can run on single phase 
power provided something is done 
to start the rotor. Once started. the 
motor will run indefinitely, especially 


if it is lightly loaded. 


All Windings Aren’t Used 


Even less is known about the motor 
field windings. When operating from 
a single phase source of power some 
of the windings are not used. Many 
electricians do not know the unused 
field windings are able to generate 
voltages of their own. Nor are they 
aware that these windings can pro- 
vide a source of three phase a-c volt- 
age. 

An induction motor operates on 
the principles of a rotating magnetic 
field. Electrical power is taken from 
the three phases of an a-c line, and 
fed into three sets of field windings 
positioned around the rotor of the 
motor. 

There is no reason to go into a 


technical discussion of the electrical 
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2 THIRD WIRE from motor’s ter- 
minal box is connected to one wire in 
three phase cooling system to tap 
motor’s induced voltage . . . 


action, but it is interesting to note 
that the magnetic field which con- 
tinually rotates around the rotor does 
so because of the peculiar manner in 
which 1) the currents rise and fall 
in the various field coils at different 
times, and 2) the three sets of field 
coils are positioned with respect to 


each other. 


Voltage Is Induced 


As the 


rotates around the rotor it causes a 


electrical magnetic field 
voltage and current to be induced 
within the rotor. The resulting inter- 
action between the magnetic field of 
the coils and the one created by the 
current in the rotor causes the rotor 
to rotate and the motor runs. 

Due to the peculiar construction of 
the three phase induction motor, the 
field coils cause a voltage and cur- 
rent to be induced inside the conduc- 
tors on the rotor. These currents are 
quite large and produce a_ very 
powerful magnetic field of their own. 

The magnetic fields created around 
the rotor then interact upon the sta- 
tionary field coils and induce a brand 
new voltage in them. 

A complete description of these 
processes would be rather compli- 
cated, and no purpose is served in 
trying to explain the actions in an 
article of this kind. But it does pro- 
vide a background to explain how an 
induction motor can be used to create 
the power needed to operate a three 
phase motor when only single phase 
power is available. 

Two sets of field coil windings in 
a three phase induction motor can 


be connected as shown in Fig. 1. It 




















3 SINGLE PHASE wires, previously 
connected to two of three wires in 
terminal box are connected to remain- 
ing two wires of permanent three 
phase system 


makes no difference which pair of 
wires from the terminal box on the 
motor are connected to the two wires 
of the single phase line. Any two 


wires from the motor can be used. 


Insert Safety Switch, Fuses 


A sa fety 


fuses are then inserted in the line 


switch and protective 
between the source of power and the 
motor. 


When the 


motor begins to hum but the rotor 


switch is closed, the 


will not turn. However. if the shaft 


is deliberately rotated, the motor 


quickly begins operating under its 
own power. It will continue to oper- 
ate until disconnected from its power 
source. 

It makes no difference which di- 
rection the rotated. The 
motor will operate in the direction 


shaft is 


the shaft is manually rotated and will 
continue to rotate in the same di- 


rection. 


Connect Third Wire to Unit 


There are three main wires from 
the terminal box on an_ induction 
motor. When operating from a single 
phase line only two of those wires 
are used. 

When the third wire is tied into 
the third wire of the permanent three 
phase electrical wiring system lead- 


ing to the air conditioning motors, 


three separate electrical phases are 


made available. The correct manner 
of connection is shown in Fig. 2. 
Here is a brief description of what 
happens: The heavy conductors on 
the rotor carry large currents. The 
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strong magnetic fields surrounding 


those rotating rotor conductors in- 
duce voltages in the unused field coils 
of the motor. By tapping into those 
field coils with the third wire as 
shown in Fig. 2, we are able to pro- 
vide three phases of power for the 
three phase electrical system of the 
air conditioning units. 

This makes it possible to test three 
phase year ‘round air conditioning 
equipment under normal operating 
conditions. The electrical controls can 
then start and stop the three phase 
motors in the normal manner. 

Air conditioning dealers and their 
electricians are more interested in the 
connections to the terminal box of 
the motor than in the internal elec- 
trical actions. Fig. 3 illustrates these 
connections. 

Two of the three wires in the ter- 
minal box on the motor are con- 
nected to the two wires of the single 
phase power line. Those same single 
phase wires also connect to two of 
the three wires in the three phase 
wiring system to the heating and cool- 


ing units. 


Motor Supplies Two Phases 


This leaves one more wire in the 
three phase wiring system to which 
Power is 


no connection § is made. 


supplied to it by connecting it to 
the third wire in the terminal box 
of the auxiliary three phase induc- 
tion motor being used to supply the 
missing a-c phases. 

We have assumed there are only 
three wires in the terminal box of 


the three phase auxiliary induction 


motor. If the connections from the 
various field coils of the motor are 
properly terminated there should be 
only three main wires. If they are 
not properly connected together, or 
terminated, there may be six wires, or 
nine wires, Or more. 

If there are more than three wires 
in the terminal box they must be con- 
nected in a specified manner. This is 
Any elec - 


install 


a job for an electrician. 


trician competent to three 
phase cooling equipment should be 
able to connect these wires properly 


in the terminal box. 


Questions Arise 


There are several questions about 
this arrangement which immediately 
arise: 

What _ size 


motor should be used ? 


auxiliary induction 

How long can the three phase 
equipment be operated from single 
phase power by using the auxiliary 
induction motor? 

Is the arrangement efficient ? 

Are any special skills needed by 
the installing electrician? 

What 
fusing ? 

What about cost ? 


The auxiliary 


about safety switches and 


induction motor 


should be 40 percent larger than 
the combined three phase load. This 
is a rough estimate, and will vary 
under special circumstances. 

Such a three phase system could 
be used for locations where a maxi- 
mum of 15 hp in power requirement 
exists. This could mean supplying 
four houses where a three hp con- 
densing unit and a 14 hp blower 
motor are used in each house. The 
auxiliary induction motor should be 
10 percent larger than this, or about 
22 hp. In practice, this means 25 hp. 
From a_ purely practical point of 
view, a 25 hp induction motor is 
just about as large as can be operated 
from a single phase line, even tem- 
porarily. It is also just about as 
large as can be made readily port- 
able. 

How long can three phase equip- 
ment be operated in this manner? 
However, _ this 


Indefinitely. setup 


must be regarded as a temporary ex- 


pedient. There are practical reasons 
why permanent operation is not de- 


sirable. 


Arrangement Isn’t Permanent 
Is the arrangement efficient? The 
answer is no. The exact efficiency de- 


pends on many factors, most of which 


change from one job to another. But 


in no case can the arrangement be 
called really efficient. 

Can the induction motor be used 
to drive a load? Theoretically, yes. 
Practical considerations, however. 
dictate that the answer should be no. 

Are any special skills required by 
the electrician who makes the instal- 
lation? If the electrician is com- 
petent to install three phase electrical 
equipment he should be able to make 
this installation without difficulty. 

What about safety 
fusing? All three wires to the auxil- 
should be 
fused. For temporary installation an 
ordinary safety switch, with built-in 


provision for fusing. should be satis- 


switches and 


liary induction motor 


factory. In every case, ordinary pre- 
cautions regarding electrical wiring 
should be observed. In some cases it 
may be necessary to obtain approval 
from the power company and from 
local inspection bureaus to make the 
installation. This is particularly true 
if the installation is to remain in use 
for a period of months while await- 


ing arrival of three phase power. 


Investment Is Small 


What about cost? The only in- 
vestment is that needed for the auxili- 
ary three phase induction motor, and 
some means to haul it from one job 
to another. The induction motor need 
not be new. Nor must it be in first 
class condition. Since it is not in- 
tended to drive a mechanical load, 
the bearings need not be in top con- 
dition. Thus. a second-hand motor. 
in moderate condition, is satisfactory. 

In operation, the auxiliary three 
phase motor is started by hand. Once 
started, it normally continues run- 
ning indefinitely. So long as it con- 
tinues running it supplies the extra 
a-c phases for the cooling system’s 


electrical system. 
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The best heating or cooling unit can be only 


as satisfactory as the performance of its blower. Following 


recommended installation and maintenance practices 


is insurance against trouble in one of the most vital 


components in the system 


By Al Galaba 


Morrison Products, Inc. 
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KNOW-HOW IN BLOWER maintenance requires famil- 
iarity with all the parts: 1) motor; 2) motor and belt 
adjusting bolt; 3) motor mounting bracket; 4) motor 


pulley; 5) V-belt; 6) blower pulley; 7) bearing bracket; 
8) blower feet; 9) rubber pad; 10) outlet cutoff; 11) 
blower outlet; 12) blower wheel; 13) blower shaft; 14) 


bushing; 15) bearing retainer; 16) thrust collar 


AMERICAN ARTISAN, OcTOBER 1956 


SCARCELY ANYTHING disturbs a home owner as much as 
for something to “go wrong” with his heating or cooling 
system. Tempers rise high at the least breakdown in serv- 
ice and all the volubility that flows forth is poor publicity 
for the heating-cooling industry. Each installation is 
either a good or a bad advertisement, depending on the 
way it performs. This is also true of the equipment that 
comprises the complete system. 

Because the blower is such an important part of every 
heating or cooling system it is advisable to see that it 
functions properly at all times. Starting with the assump- 
tion that the blower is as perfect mechanically as man- 
ufacturers know how to build it, the dealer's job then is 
twofold. First, it is imperative that the blower be in- 
stalled correctly. Second and frequently overlooked 
it must be inspected and maintained. The following sug- 


gestions will help to build good will and future sales. 


Study Function of Each Part 


The blower assembly consists of the following parts 
(see accompanying drawing): blower wheel, housing, 
shaft. bearings, thrust collar, resilient washer, motor 
mount, belt adjuster, blower pulley, adjustable motor 
pulley. 

A careless installation job courts expensive service 
callbacks and eats up profits. The dealer should see that 
his servicemen know each and every part and how it is 
supposed to operate. Instructions furnished with every 
blower should be studied as soon as the blower is re- 


moved from the carton. 





The first step in the inspection of a new blower is to 
spin the wheel to see that it turns smoothly. If it does 
not turn freely, check to see 
if it is properly centered in 
the blower housing. If not, it 
can be corrected by chang- 
ing the location of the thrust 
collars. 

To adjust the thrust collar 
the set screw is loosened and 
the wheel shaft is shifted to 
the right or left until the 

freely. The 


thrust collar is then set in 


wheel spins 


place maintaining just 

enough clearance to prevent 
excessive side play, yet loose enough to allow easy turn- 
ing of the wheel. 

A second step is to see that all screws, bolts, etc. are 
tight. 

When attaching the motor mount to the housing, motor 
bolts are left loose until the belt and pulleys have been 
added and properly aligned. 

The variable pitch motor pulley should be mounted on 
the motor shaft with its movable face toward the end 
of the shaft with some clearance between pulley and 
motor frame 

The blower pulley should be mounted on the flat sec- 
tion of the wheel shaft, being sure the set screw is secure 
and the pulley is perpendicular to the shaft. When in- 
stalling the belt in the pulley grooves the take-up or ad- 
justing screws of the motor should be loose. Snapping or 
forcing the belt in place causes strain on the belt fabric 
and may result in short life and noise. 

Further belt trouble can be avoided by checking to 
see if the motor and blower pulleys are in line with each 

other and that the pulleys 
are perpendicular to the 
shaft. The carpenter's square 
is a good tool for this pur- 
pose. The square is laid 
across the face of both pul- 
leys. then the motor is moved 
until the pulleys are aligned. 
If the motor base doesn’t 
provide enough movement to 
bring the two pulleys in line, 
the blower pulley should be 
moved on its shaft to bring 
the two pulleys within the 
adjustment limits of the mo- 
tor base. 

Belts should be wiped carefully with clean cloths after 
alignment has been completed since dirt and grease, be- 
cause of their abrasive quality, cause belts to wear out 
faster. 

When installing a blower in a furnace or cooling unit 
care should be exercised to eliminate as much vibration 


and noise as possible. Most blower manufacturers “rub- 


berize” wherever practical, avoiding metal-to-metal con 
tact. 

Blower and motor bearings should be oiled according 
to directions given in the instruction manual accompany- 
ing each blower. 

Where the blower outlet comes in contact with the unit 
frame, it should be sealed with felt, strip rubber or other 
similar material that will both prevent the leakage of air 
and reduce the transmission of mechanical equipment 
noise. 

After electrical power has been supplied the motor 
should be operated for several minutes, during which 
time it can be checked for abnormal noise and rotation. 
If the blower fails to deliver air through the outlet, the 
motor is operating in the wrong direction and must be 
reversed. 

Flexible and rigid electrical connections are also po- 
tential sources of noise. Conduits should be anchored so 
they cannot rattle or transmit vibration. 

Since excessive belt tension is the most frequent cause 


of bearing wear and noise, it is necessary to keep it in 


proper adjustment. This can 
Or be done by moving the 
\ \ motor to take up excessive 
SN \ belt slack. The belt tension 
‘2 \ \ is properly adjusted when 
| about 34 in. slack exists for 
\ each foot of distance be- 
} 


tween pulleys (when the belt 


| 
\\ 


\ 
\ 


\ 
, i * 
/ 
\ Nee ale 
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is depressed in the center of 
the span). 

Too often heating or cooling equipment is put into 
operation before work on new houses is completed. Often 
the filters have been left out of such installations, pend- 
ing the final checkout. The dirt and dust common to con- 
struction work plays havoc with the blower and motor 
bearings. Dealers should either see that filters are in- 
stalled or make it impossible to start the equipment until 


such protection can be provided. 
- 


Adjust Speeds to Fit Requirements 


Blower speeds are usually dependent on the volume 
of air required to heat or cool the building. If the re- 
quired cfm is not known it is advisable to adjust heating 
systems for a 90 F rise through the heat exchanger. For 
cooling systems the blower speed can be adjusted to de- 
liver a 20 F drop across the cooling coil. This air delivery 
should be sufficient to keep the cooling coils from frost- 
ing and the refrigerant suction pressure from rising. 

Home owners should be instructed in the basic main- 
tenance procedures, They should see that the motor is 
oiled each season with several drops of medium weight 
(SAE 20) motor oil, and that the blower compartment 
is thoroughly cleaned once each season (preferably with 
a vacuum cleaner). If the blower uses oil type bearings, 
they should be oiled regularly, according to the directions 
on the blower housing. Filters should be cleaned or re- 


placed when dirty. 
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‘Ventilating the Atom’ Calls for 
New Installation Techniques. . 


... for insulation and 
ventilation at AEC plant 


POWER CAULKING 235 miles of in. wide and 1 in. 
deep joints between insulation panels was done by adapt- 
ing air operated grease pumps. Steady delivery of the 
sticky, black compound at pressures to 4000 psi assured 
penetration to the lock-joint base of the 2 in. thick glass 
fiber and sheet metal panels. Device overcame difficulties 
of hand trowelling and hand caulking gun methods 


Economy demands required new methods of 


By W. C. Locke 


Project Engineer 
George Koch Sons, Inc. 
Ventilating Contractor 


Tue Atomic ENercy Commission gaseous diffusion 
separation plant near Portsmouth, Ohio, is one of the 
largest industrial plants in the world. In the separation of 
Uranium 235 from U 238, uranium hexafluoride, heated 
to the gaseous state, undergoes molecular separation 
through the use of porous barrier sheets. The gases must 
be maintained at temperatures far above the operating 
tolerances for motors and operating personnel. For this 
reason, a very large amount of insulation is installed 
around process equipment, and enormous volumes of 
air are used for cooling operating areas. 


Twelve hundred miles of process piping, in addition 
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fabrication, storage, assembly and erection of 


four million sq ft of insulation 


panels and 14 million lb of duct work 


to several thousand compressor-converter units in- 
stalled in a total area of 210 acres in three major process 
buildings — required the installation of 4 million sq ft of 
insulated panels. In the form of glass fiber sandwiches be- 
tween sheet metal faces, most panels measure 24 X 50 X 
2 in. They are removable for servicing the process equip- 
ment. Erection economy required many new methods. 

The ventilation systems also required new installation 
techniques. This mammoth installation required 500 
large fans having either floor or ceiling mounts. The 
fans bring in over 24 million cfm of outdoor air, cir- 
culating it through 14 million lb of duct work. 





PRE-ASSEMBLED FLANGED DUCT 
SECTIONS up to 30 ft long were moved 
to buildings on flatbed wagon trains 
after being loaded by hoist trucks. Later 
assembly on the floor enabled whole 
branches up to 60 ft long to be raised 
an average of 17 ft for installation 


Panels insulate process gas piping bundles and equipment cells 


The insulating panels are of two major types: those 
used for enclosing bundles of process gas piping, and 
those erected like a two-story cottage around each of 
several hundred cells, or groups, of process equipment. 

The process gas piping enclosures, which extend duct- 
like for approximately two miles, required panels 
to be dispatched to the second floors in related groupings. 
One lift by overhead cranes moved the panels from 
trucks in delivery alleys on the first floor to the point 
of installation on overhead framework on the second 
floor. Rolling scaffolds of unique telescoping design were 
used for the installation of sides and bottom; the top 
was merely laid in place. The telescopic scaffolds ad- 
justed easily for varying heights above floor level. 

The hundreds of cell enclosures called “cottages” 

were grouped on the ground floor of the process build- 
ings several days prior to scheduled erection. A material 
dispatcher coordinated delivery of the cells so that they 
arrived on the busy erection floor to coincide with the 
receipt of erection drawings and the arrival of erection 
engineers. 

Caulking of all joints between panels was necessary to 
maintain the high operating temperatures of process 


equipment. The caulking compound was a very heavy. 
a 


The ventilating ductwork, amounting to 14 million Ib, 
was divided into supply and exhaust systems. Total 
rated delivery is 24 million cfm, for the supply systems. 
The buildings are maintained under a positive hydrostatic 
head of 0.1 in. water gage to exclude both external duct 
and process gases from the operator's areas. 

Duct in sizes up to 218 60 in. was fabricated offsite. 
Several acres were needed for yard storage. Material 
control of material fabricated in many sections of the 
country was simplified by storage in related groupings. 
Check lists assured completeness of each shipment. 

The branch ducts were pre-assembled of flanged sec- 
tions in the yard, in groupings up to 30 ft long and 
weighing up to 1200 lb. The pre-assembled branches 
were then moved by hoist trucks onto “trains” of rubber 
tired flatbed wagons. After movement into the buildings 


during the evening shift to minimize interruption of 


viscous, rubber base material. It was to be injected into 
235 miles of joints having a cross section 1 in. wide by 
approximately 1 in. deep. The required full penetration 
to the lock-joint base of the joints was unobtainable with 
hand trowelling methods as the sticky, black compound 
was unmanageable. Hand caulking guns were tried, but 
their limited capacity resulted in an excessive amount 
of reloading time. 

Finally, one of the engineers recalled a successful ap- 
plication of air operated grease pumps for cold spraying 
very heavy grease to protect marine bull gears during 
the war. He proposed the trial of similar equipment for 
the troublesome caulking compound. Heavy duty pumps, 
previously used on the project for a mobile greasing and 
maintenance unit for earth moving equipment, were 
tried out with success. The units proved capable of a 
steady delivery of caulking compound at pressures up to 
1000 psi, assuring full penetration to the base of the 
joints. No material handling was involved, since the 
pumps could be set on the tops of the original containers 
and clamped in place. With the use of a specially de- 
signed flat, narrow chisel tip, judicious travel along the 
oint resulted in full penetration without excess material 
lo require re-work. 


Pre-assemble branch ducts, hoist to duct stand for installation 


erection assembly on the floor enabled whole branches 
up to 60 ft long to be raised an average of 17 ft for 
installation. Larger sections of duct were hoisted from 
the wagons to the top of “duct stands,” built of appropri- 
ate height to place the duct in line for connecting the 
flanges with the duct already in place. 

87,900 cfm — supply fans were designed 
for simple floor mounts. With fork trucks used for mill- 


wrighting, installation of the fans was straightforward. 


The large 


The bulky exhaust fans were designed for ceiling 
mounts. As rigging by chainfall was both hazardous and 
expensive, supervisors developed this into a power in- 
stallation by building a set of adapters to fit the forks 
of a gasoline powered hoist truck. 

Installation of ventilation system and insulation was 
performed on a cost plus fixed fee basis. The general con- 
tractor was Peter Kiewit Sons’ Co. 
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Home Owners Get Ideas 


In “Typical’ Modernized Residence 


Operation home improvement caught fire in 
. Oy , : , . . 
Oe), ~=Grand Rapids, Mich. when the local heating and cooling 


56. the year FIX) dealers banded together with six other construction 
associations to buy a 36 year old house and set about 


renovating it to show the public what can be done 


HEATING-COOLING dealers of Grand Rapids, Mich. have 
wholeheartedly joined the Operation Home Improvement 
move. Their association is one of seven which comprise 
the Allied Construction Council. The council early ree- 
ognized the business potential of the ohi movement and 
established the groundwork for showing the citizens of 
Grand Rapids just what modern comforts could be in- 
corporated in their homes. 

The council purchased a 36 year old house located in 
a well maintained section of the city and completely ren- 


ovated it inside and out. 


Year "Round Comfort Provided 


An old hand-fired coal pipeless furnace was torn out 
and replaced with a gas-fired furnace and air cooled 
cooling system. This part of the renovation was handled 
by members of the Grand Rapids Heating Association 
and four cooperating heating wholesalers. The cost of this 

VISITORS WERE TOLD about ohi and how it helps 
provide comfort and convenience for owners of old 
houses 


phase was approximately $1000, which will be reim- 
bursed before the end of the year as plans call for selling 
the house around the middle of November after it has 
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served its purpose as an example to the public of what 
can be done to modernize an old house. 

Dealer-members of Grand Rapids Heating Association 
have tied in the ohi symbol with their newspaper ad- 
vertising and are using the ohi promotion kit to attract 
attention to their shop windows and display rooms. The 
ohi symbol has become well known in Grand Rapids as 
the result of extensive promotion activity by the Allied 


Construction Council. 


Contest Kicks Off Modernization Campaign 


Promotion of home improvement started in March, 
1956 with a contest for home owners. Cash prizes totaling 
$400 were awarded each week to contestants submitting 
the four best entries describing improvements which had 
been made in their homes. City newspapers cooperated 
by publishing photographs and copy sent in by the 
week's first prize winner 


Four of the awards have been made to home owners 


who reported on work heating-cooling dealers had per- 


formed in their homes. 

Aims of this contest were outlined in the first rule. 
which stated, “Contest is to determine the degree of im- 
proved appearance, protection, comfort and conserva- 
tion of property values in terms of improved living to 
be derived from improvements of homes reported upon 
by contestants. Costs of improvements will have no bear- 


ing on the judges’ decisions.’ 


Public Response Is Encouraging 


Soon after the association had decided to purchase 
and remodel an old house to show “how it could be 
done,” radio and newspaper support was obtained. The 
public was kept informed on the progress being made. 
Public interest was indicated by inquiries received by the 
executive secretary of the council. Calls were relaved to 
the individual association secretaries. Frank Ederle. sec- 


retary of the Grand Rapids Heating Association, kept 





FORMAL OPENING ceremony was launched when 
Mayor Paul G. Goebel unlocked the door to the re- 
modeled house. With the mayor are (Il to r) Jack W. 
Barnes, Allied Construction Council; Walter C. Palm- 
er, Michigan Consolidated Gas Co.; Frank E. Ederle, 
Grand Rapids Heating Association 





its members informed through special bulletins and verbal 


reports at monthly meetings. 


Home Selected for Display Value 


Just any house could not be used effectively to show 
each type of improvement. It took two months and ex- 
amination of over 50 houses to find one which would be 
suitable for the purpose. The house, built in 1918, has 
two stories with two bedrooms and a bath on the second 
floor, and was not equipped with central heating. The 
house was purchased for $9500. 

Modernization costs totaled $6500. which includes the 
heating-cooling equipment, air distribution system, an 
incinerator, water heater, complete insulation, an extra 
half bathroom on the first floor, extra bedroom on the 
first floor, a fireplace, all modern kitchen accessories, 
complete rewiring of the electrical system, copper piping 


and other types of decorative household equipment. 


House Typifies Huge Modernization Market 


According to available records in the county clerk's 
office and power company and sanitary commission’s 
statistics, there are about 29,800 homes in the Grand 
Rapids area which are over 20 years old. This figure 
represents the sales potential for modernization work. 
The remodeled house is expected to provide many leads 
to those cooperating in its renovation. 

The formal opening was scheduled Sept. 15 at 2 p.m. 
At 1 p.m. the first visitors arrived, and by 2 p.m. there 
were about 50 people waiting for the opening ceremonies 
to begin. Participants in the official opening included 
Mayor Paul G. Goebel; the president of the Allied Con- 
struction Council, Jack W. Barnes; secretary of the Grand 
Rapids Heating Association, Frank E. Ederle and rep- 
resentatives from the public utilities companies, the cham- 
ber of commerce and real estate board. 

Members of the various associations rotate duty shifts 


<0 someone is on hand during the hours of the day when 
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most of the visitors attend. The house is open from 2 
to 9 p.m. daily. At times when representatives of the as- 
sociations are not on duty, cards are left on a table lo- 
cated in the center of the living room, and visitors are 
invited to fill in their names, addresses, phone numbers 


and the services in which they are most interested. 


Booklet Tells What Was Done, Who Did It 





Each visitor receives a 12 page booklet which describes 
the house before it was modernized and outlines what 
was done to bring out the many advantages of old homes. 
The section of the booklet which describes the heating 
and cooling system reads: “All heating and cooling equip- 
ment has been put here with an eye to more comfortable 
living. All-season air conditioning provides in one unit 


comfortable heat in the winter and cooling in the sum- 





mer, plus a humidification system that keeps the air moist NEW HALF BATH on first FLOOR REGISTERS. blan- 
; and healthful in winter. floor is air conditioned from ket outside walls with con- 
“The unit is a forced warm air furnace with cooling a low wall register. Exhaust ditioned air. Ceiling exhaust 


fan discharges air to the out- fan removes kitchen fumes 


coils built within the duct system. The cooling unit is a ‘ 
’ 5 side from breakfast nook 


remote air-cooled system, with working parts located out- 
side the house. The air-cooled unit avoids a possible sur- 
charge to the user on the use of water. 

“The heating-cooling unit was installed by the Grand 
Rapids Heating Association with the cooperation of the 
following wholesalers, who supplied the equipment: 
Michigan Automatic Heating Equipment Co., Hopson- 
Bennett Co.. Grand Furnace Co. and _ Behler-Young 






























Co. For a list of reputable heating dealers see page 10. 

“A small flame, little larger than the pilot light on a 
gas range. works 24 hours a day to dehydrate and dis- 
pose of all garbage and trash, bones, shells, rinds and 
workshop litter, in fact anything that is burnable. Ashes 
are used by many owners as an excellent fertilizer for 


borders and flower beds.” 





All members of the Grand Rapids Heating Association 


ALL EQUIPMENT installed by members of the Grand 
Rapids Heating Association is grouped against basement 
wall for ideal utilization of space 


are listed in bold face type on page 10. This list reminds 
the reader of two facts about association members: 1) 
they are active participants in civic affairs; 2) they are 
available to fill the public’s heating and cooling needs. 
Ten thousand of these souvenir booklets were prepared 
at a total cost to the council of $400. This amount was 


evenly divided among the seven member associations. 


Newspaper, Radio Support Strengthens Campaign 





Promotion of the ohi program has been helpful in 
maintaining the interest of home owners. The two daily 
newspapers have been cooperative in devoting editorial 
space to interesting modernization undertakings. Radio 
stations have kept the public interest alive with their 
spot announcements reporting the progress of the altera- 


tions in the remodeled house. A television interview has 






been scheduled with a representative of the Allied Con- 
struction Council. In addition. members of the cooperat- LEARNING ABOUT modernization of heating-cooling 
systems are Mrs. George Van Strien and Mrs. Louis 


ing associations have published the ohi symbol in their ‘ . : 
I ‘ Vander Have, who asked Frank Ederle to send a warm 


ads together with a footnote inviting home owner . . . . 
ids toget nviting home owners to air heating dealer to examine their two story house for a 


visit the remodeled house. new heating system 
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‘SHORT COURSE classes are conducted at —)7———SAMPLE PROBLEMS worked out by in- 
three learning levels, feature . . . 7 structors with class participation .. . 
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DEMONSTRATIONS of equipment; in this STUDY OF DUCT fittings, pressure losses 
case, a glass evaporator and condenser . . . and resistance characteristics . . . 





SPECIALISTS DISCUSS dealer problems at “AND FINALLY, GRADUATION and back 
informal sessions . . . _..home to apply the new information 


AMERICAN ARTISAN, Octoper 1956 





Aft college short courses 


Dealers 


Go Back to Schoo 


WHAT GOES ON at a four day college short 
course? How much can a person learn? Does it 


apply to my size of business? These and many 
other questions have been asked by warm air 
heating dealers. American Artisan editors at- 
tended the Purdue University Short Course 
sponsored jointly by the university, the Sheet 
Metal and Warm Air Heating Contractors’ As- 
sociation of Indiana and the National Warm Air 
Heating and Air Conditioning Association to 
bring you the answers to these questions 


WHEN 112 warm atk heating dealers, engineers and 
salesmen take four days out of a busy week to review 
established practices and to learn new and more accurate 
procedures for estimating and laying out heating and 
cooling systems. there must be a good reason. Registrants 
at the Purdue University Short Course earlier this year 
came from six midwestern states. In addition to the 112 


students there were 23 staff members. 


Three Courses Available 


Those just entering the field without previous experi- 
ence may enroll in the basic course. More advanced stu- 
dents may take an intermediate course. Those seeking the 
latest information known to the industry may elect to 
take the advanced course. The three courses are held 
simultaneously. 

Each of the three courses is handled by two instructors 
who outline a problem in heating or heating and cooling 
a building. They explain certain procedures and why 
they are used. Each student is provided with manuals 
to help him solve the problem he is working on, 

Classes start each day at 8 a.m. and continue to 5 
p-m. with special evening sessions devoted to discussions 
by people from the industry. These sessions frequently 
last to 10 p.m. 

To present specific information of interest to each of 
the three groups, one hour lecture sessions are held each 
morning and afternoon in a common assembly hall. Sub- 
jects discussed at Purdue were air distribution systems, 
humidity, heat loss and heat gain, air conditioning units, 


control systems, and heating school buildings. 


Demonstrations Supplement Lectures 


Special lecture sessions were punctuated by demon- 
strations with equipment used by the university in its 


mechanical engineering department. These demonstra- 


AMERICAN ARTISAN, OctroserR 1956 


tions included: 1) a glass evaporator and condenser con- 
nected to a standard refrigeration condensing unit to 
show the various stages a refrigerant passes through dur- 
ing the complete cycle in an air conditioning system; 2} 
a fan-plenum-duct section arrangement for testing the 
friction loss in various types of duct sections found in air 
distribution systems; 3) blowers and fans used for air 
moving systems to show how the various fan laws must 
be applied to alterations in capacity requirements; 4) 
equipment for showing how moisture migrates to different 
building materials and to different compartments within 
a building due to changes in vapor pressure. 

One of the evening sessions at Purdue was held at a 
local public school where a warm air heating system is 
installed. Students were given a description of the sys- 
tem by the architect who designed it, then were con- 
ducted on a tour of the equipment rooms and class rooms. 

After the banquet, a speaker from the industry out- 
lined some of the opportunities in the warm air heating- 
residential air conditioning field. 

Graduation ceremonies were held following a formal 
luncheon the last day. All registrants completing the 
prescribed course received certificates from one of the 


college deans. 


Dealers Are Enthusiastic 


Conversations with dealers attending the short course 
gave evidence that this means of obtaining the latest 
information about the warm air heating-residential air 
conditioning industry is most helpful to those engaged 
in the retail end of the business, whether they sell 20 or 
200 systems a year. How much a person learns depends 
upon how much he can absorb. To quote one dealer, 
“There’s more information laid on the line here than 
any one person can absorb in four days. That’s why this 
is my fifth time. I don’t expect to miss any of the future 
short courses either.” 





Residue 


mg /100 mi ‘ 


No treatment 
or additive 


With 
additive 


Hydrogenated 


Hydrogenated + additive 


3 6 
Weeks 


1 HYDROGENATION and additive virtually eliminate sediments in no. 2 fuel 
oil even after nearly 14 weeks 


Fuel Oil Additives Solve 


Burner Residue Problems 


Along with improvements in furnace oil burners 


comes a demand for high quality fuels with sediment deposits 


held to an 


absolute minimum. 


Use of fuel oil 


additives such as described here results in more stable 


fuel and fewer maintenance problems for the dealer 


By Neal D. Lawson 
Additives Manager 


E. 1. du Pont de Nemours & Co., Inc. 


By THE TIME crude oil has been 
brought to the surface of the earth 
through refineries 


and has passed 


which have separated and trans- 
formed it into various commercial 
products, the primary function of 
the oil companies has been completed. 
However. before these products can 
be used successfully, they must be 
suited to the needs and requirements 
of the ultimate consumer; and their 
quality can only be judged in these 
terms. The oil industry has been ex- 
pending considerable effort on this 
phase of the job which is becoming 


more complex as the market for each 


product expands. Along with this ex- 
panding market has come an _ in- 
creased emphasis on the quality of 


product required. 


Stability Is Reduced 


This emphasis has been brought 
about by the increased use of cata- 
lytically cracked stocks in place of 
stocks 
Although the 


cracked stocks are as 200d or better 


the straight-run previously 


burned. catalytically 
than straight-run stocks in heating 
value, they are generally less stable 


in storage. Also. when blended with 


cr acked 


stocks, they frequently exhibit incom- 


straight-run or thermally 
patibility which causes formation of 


soluble gums or insoluble residues. 


Unstable Oil Leaves Residue 


An unstable No. 2 furnace oil will 
deposit sediments in refinery storage 
tanks, in transportation equipment, 
at distribution points, or in the actual 
burner system itself. The parts of the 
affected are the 
nozzles. Most 


burner 
filters, 


primarily 
screens, and 
domestic and larger heating installa- 
tions contain a filter, a pump strain- 
er. and a nozzle strainer. Plugging 
of these filter devices will, of course. 
stop flow to the burner and cause 
inconvenience to the consumer as 


well as increasing maintenance costs. 
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The filtering devices are used to pro- 
tect the very fine tangential slots and 
very small orifices in use with the 
high pressure gun type burners which 
represent approximately 85 percent 
of domestic installations. Where in- 
sufficient filtering has been used in 
the burner setup, nozzle plugging 
will result. Nozzle plugging may also 
occur with unstable fuels which form 


insoluble residue while remaining in 


the nozzle section for the relatively 


short intervals between heating cycles 
at high temperature. Other furnace 
installations using rotary burners 
with gravity flow do not have nozzles. 
In these systems the deposit difficul- 
ties occur in the float mechanism, in 
the rotating fuel spray outlet or on 


the flame ring. 


Stability Is Much Improved 


Difficulties with fuel 


caused by 


stoppages 
residues from fuel insta- 
bility can be overcome in a number 
of ways. Segregation of fuels in stor- 
age or inert gas blanketing in stor- 
age help minimize formation of re- 
sidues. 


Treating processes such as 


caustic washing, acid washing and 
solvent extraction, and refining proc- 
esses such as hydrogenation will al- 
most always result in marked im- 
provement in stability. However, the 
use of additives in place of, or along 


with, these processes has proved the 
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Weeks in storage 


2 CAUSTIC WASHING plus use of additive 
during storage makes residue formation negligible 


in light cycle oil 


most economical solution in most 
cases. In Fig 2 a fuel which is sus- 
ceptible to improvements by caustic 
washing shows the reduction in re- 
sidue formation during storage that 
can be brought about by this treat- 
ment or the use of an additive or 
both. A similar comparison of the in- 
crease in stability of a fuel obtained 
by hydrogenation and by the use of 
an additive is shown in Fig. 1. A 
residue content of 2 mg per 100 
ml is generally sufficient to cause 
plugging difficulties in fuel systems 


during use. 


Most Oils Contain Additives 


It is estimated that 70 to 80 per- 
cent of the furnace oil being sold 
today contains an additive to provide 
improved stability. The additives in 
use are of several 


general types: 


metal petroleum sulfonates, polar 
polymers, alkyl amines, or combina- 
tions of these, sometimes with formal- 
dehyde added. Some are effective in 
a wide variety of fuels while others 
may be effective in only a few fuels. 
These additives, a number of which 
are offered commercially, are prima- 
rily inhibitors to reduce residue for- 
mation or dispersants to reduce par- 
ticle size and improve filterability. 

Some additives also will provide 
a degree of color stability to the fuel, 


and some have the additional proper- 


ty of being good corrosion inhibitors. 


The problem in domestic heating 
tanks is primarily one of corrosion by 
water bottoms in the tank and is best 
combatted by use of an aqueous 


phase corrosion inhibitor. 


Gels Can Be Controlled 


An entirely different cause of plug- 


ging in domestic burners is that 


caused by the formation of gels. 
These gels frequently are clear and 
gelatinous in appearance, although 
they may be waxy, or rubbery. It 
has been shown that they are caused, 
in many cases, by a reaction between 
soluble copper (from either copper 
or brass metal parts) and the mer- 
captans present in the fuel oil to 
form copper mercaptides which may 
either precipitate out as a wax coat- 
ing or form a jellylike deposit which 
is composed of approximately 0.1 to 
1.0 percent copper mercaptide and 
over 99 percent fuel oil. 

In has been found that addition of 
metal deactivators of the salicylidene 
propanediamine type to the fuel in 
low concentration will prevent the 
formation of this type of gel. It is 
theorized that this result is accom- 
plished through chelation of soluble 
copper. Removal of reactive mercap- 
tans from the fuel by caustic washing 
or sweetening is another way of over- 


coming the gel problem. 
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Prospector-Salesman 
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Gets 


There’s profit in them thar homes, to corn a 


phrase. But selling heating and cooling equipment isn’t 


too far afield from the activities of the 


weatherbeaten prospector of the gold rush days 


By Ray F. Horan 


Merchandising Manager 
General Controls Co. 








Everybody in the industry is bound to cross 
paths with Ray Horan sometime. Widely 
known and recognized as one of the industry's 
foremost authorities on selling, he’s a man 
of energy. skill and imagination. His wide ex- 
perience with dealers throughout the country 


and his record of successes as a merchandis- 


ing consultant and teacher testify to the value 


of his advice to dealers and their heating- 


cooling salesmen 








Ir HAS BEEN SAlD, rightfully, that nothing ever happens 
in this world until a sale has been made. The baby can’t 
vet his dinner until he cries loud enough to sell his 
mother on the idea he is hungry he makes a sale. A 
war can’t be started or peace declared until a sale is 
made. Somebody has to sell somebody an idea! Therefore. 
it doesn’t make much difference what kind of business 
you are in or what you consider yourself to be; it doesn’t 
make any difference what your job is, from the time you 
get up in the morning until you go to bed at night you 
are faced with the job of selling. As we launch into this 
subject of salesmanship dealer's salesmen will be able to 
apply these ideas to their every day lives and if they ap- 


ply them properly they will sell more merchandise. 


Selling Is An Art 


First of all we must remember that selling is not a 


science. It can’t be learned out of a book. Selling is an 
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CANVASSING BUILDS prospect lists, provides 


first-hand knowledge of people’s needs 


art. It is a combination of three separate and distinct 
elements which might be labeled the three arts of 
selling. The first is the art of prospecting; the second is 
the art of presentation; and the third is the art of closing. 
We are all familiar with those three words. We hear them 
all the time: we use them in business and refer to them 
frequently in the course of our work. I am going to sub- 
stitute synonyms for these words that I think will open 
a new point of view. Prospecting is the art of visiting; 
presentation is the art of story telling: and closing is the 


art of persuasion. 


Prospecting Means Getting Acquainted 


Prospecting is the art of getting acquainted with a 
person. There isn’t any reason why, when we walk into 
his office a total stranger, he should tell us his gutters 
leak or his heating plant doesn’t work. These are things 
of personal information, things that belong to him and 
his life. Why should he tell us? We must get close to 
him. And we do that by visiting. 

The most basic form of prospecting is the door-to-door 
canvass. | have done some of that work myself. It is 
quite an experience, You go out to a respectable, quiet 
residential street and start up the walk at the first house. 
It looks a little cold, you think. So you say, “I think I 
will go down the street and find one that looks a little 
more friendly.” (You feel that it is possible to tell about 
people by the appearance of the outside of their houses. ) 
1 remember when they had wooden stoops. When | 
stepped on a board and it creaked, I quickly ran off the 
porch and down the sidewalk. | began to feel like a 
sneak and began to say to myself, “What right have | 
to come out here and disturb these people who don’t 
know me and don’t want to buy anything? Then I'd 
slip into my car and go down to the corner pub. It’s all 
in your frame of mind. 


Some of us have a hard time learning lo know people 
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SERVICEMEN’S REPORTS are excellent sources 
for heating-cooling leads for salesmen to follow up 


and to realize that most of them like to meet others. If 
you don’t look too much like a salesman, they might even 
invite you in. I don’t know what a salesman looks like, 
but try not to look like one. Early in my sales career the 
situation was so bad that I began an automobile canvass 
and I found out this is the way to get business. You meet 
more people and find out about more people's needs in 
less time than in any other method you can use. And it 


costs you less — just sweat and blood! 


Start With a Laugh 


The houses I visited all had side drives. I got a city 
directory and copied the names of all the people who 
lived on the street I had selected. I tacked that list on a 
hoard in my car. I drove up the street; spotted a house 
and looked down the list for the owner’s name. Then I 
drove around the block. This time J pulled on the emer- 
gency brake. The car screeched to a stop. I rushed out 
of the car and up to the door before I lost my momentum. 
On a typical call, the lady rushes to the door and finds 
a little guy. “Oh, I thought it was the fire department,” 
she says. “I guess I was a little noisy,” I reply. We both 
laugh and that breaks the ice. From that point on, we 
have no trouble visiting because we both have laughed. 
As soon as people laugh together they have no trouble 
talking together. 

I worked that technique a few weeks and got some 
good prospects but finally gave it up because it was too 
hard on the tires. It got me a list of prospects and it had 
me talking to a lot of people. I had a good start. You 
can talk to a strange man because he is used to being 
polite to people but it’s different when you press the door- 
bell and a strange woman comes to the door. She has 
never seen you before and doesn’t think you have any- 


thing she wants. To her, you are just another man and 


she doesn’t see any reason to treat you differently than 


she does her husband so she lets you have it unless 





you are a salesman and have developed your art. Through 
the strength of your sales personality, you can capture 
this lady’s attention in the first few seconds you are with 
her. Then she will settle down and start to visit. Once you 
have her started, she will lean against the door and talk 
for hours. She will talk about the whole community and 
in the course of the discussion she will tell you what kind 
of job her husband has; how much money he makes; how 
long he has been talking about a new heating plant or 
a new roof. If she slows down a little, you prompt her 
with, “I guess your husband must have a pretty good 
job at the shoe factory.” “Well it’s getting better,” she 


affirms. “He worked for years and didn’t make any 


money but two years ago they made him assistant fore- 
man and now he is making $520 a month.” 

You get everything you need when you start to visit 
with people. 

Another point I have observed is that people like to feel 
that we have the same problems in life that they have and 
that we are no different from them. How else can we 
assure them we are in the same boat except by visiting? 

A salesman who knows his art never walks into a man’s 
place of business and barges into his sales story right off 
the bat. He knows he has to get into this man’s heart. 
It’s the emotional appeal that counts. 

When our ideal salesman walks into an office he doesn’t 
introduce himself to the man and tell him what company 
he represents. As he walks in, he turns on the full force 
of his personality. He displays the best smile he has and 
says, “Good morning.” There is nothing the prospect can 
do but return the greeting. 

The salesman glances around the office quickly and 
spots a moose head on the wall. He exclaims, “What a 
wonderful specimen! Did you kill that?” “Well, no.” 
“T didn’t kill it but I 


was in the party that did.” And he launches into the 


The prospect begins to warm up. 


story about the moose head. The salesman keeps quiet 
and lets the prospect talk because when he is through 
they are friends. 

Or he walks into the office and sees a picture of a 
young lady on his desk. It can be one of only two people 

his wife or his daughter. So the salesman says. “My. 
what a lovely young lady.” He comes back, “Yep. That’s 
my Judy. Quite a gal.” And he is off. The salesman lets 
him go. This is the perfect visit. Any human will con- 
sider a visit sweet if the other lets him do all the talking. 


Visiting Time Is Well Spent 


This type of visit represents the most valuable time a 
salesman spends with a prospect. Don’t worry about get- 
ting over your sales story. You will do better if you work 
on this guy’s heart until he thinks you are a wonderful 
fellow and you are no longer strangers. He feels relaxed 
and comfortable. Half the battle is won. 

This, then is what I term prospecting. Any time we find 
a salesman who is a good visitor some are born with 
it while others have to develop it we usually find he 
also has more prospects than he knows what to do with. 





FIVE KEYS TO SALES SUCCESS... 
. « « will be described in this new series, 
‘The Fine Art of Selling,’’ by Ray F. Horan. 
These subjects, to be covered as five sepa- 
rate articles, run the gamut of selling and 
its related activities, as follows: 


PROSPECTING — how to start the sale 
PRESENTING — creating a desire 
CLOSING — how to get the order 
OVERHEAD — making every sale count 
COLLECTIONS — how to clear accounts 











Often, however, the good prospector is not a good closer. 
So, let’s go on with the subject because I have seen 
hired them, trained them, 
guided them through the cram courses, put them to work, 


thousands of retail salesmen - 


come back to dealers and examined their records and 
counseled with them. And what do we find? 


What Makes a Salesman? 


First, people say salesmen were born. Of course, they 
were born. So were bricklayers. But they weren't born 
bricklayers, and they weren't born salesmen. You meet 
a fellow who is a good mixer and people say, “He should 
be a salesman.” But a pleasing personality doesn’t make 
a good salesman all in itself. 

Sometimes we find a fellow who is a good presenter. 
He can unravel the presentation of his proposition so 
dramatically that when he finishes everybody says, “Boy, 
what a salesman.” That alone doesn’t make a good sales- 
man either. 

Then you find the guy with the driving close you 
see him put the pressure on and practically force orders 
out of prospects and again you say, “Boy, what a sales- 
man.” No, again. He is not a good salesman, just a good 
closer. They don’t last long. They bruise too many cus- 
tomers. They can never go back. They don’t have friends 
among their customers. Their reputation gets worse 
rather than better. 

So the good closer is not a salesman; the good pre- 
senter is not a salesman and the good visitor is not a 
salesman. But you wrap all three qualities into one man, 
and you produce a salesman who can take over the tough- 
est prospect, move in and warm this fellow’s heart, get 
close to him and maneuver him into a position where he 
can lay out a presentation, and then get down to the 
closing. And that isn’t so painful if the prospect is secured 
right and the presentation is given in a professional man- 
ner. It takes only a little urging because the prospect has 
been softened. You have secured his mind. That is sales- 
manship. 

Next month we will discuss some of the points that 
make presentation a fine art. 
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HUGH REID'S SHEET METAL PATTERN 


Here’s Step-by-Step Development of a 


Two Way Offset Transition Fitting 


... as is sometimes called for to provide 


adequate working space around equipment which must be 


crowded close together because of space limitations 


BUILDING SPECIFICATIONS often locate equipment too close 
together for good working conditions. To solve the in- 
stallation problem for the sheet metal man, special duct 
fittings can be fabricated. 

Fig. 1 shows the practical application of this month’s 
pattern problem. Note that roof deck supports limit the 
location of the ventilator and its duct. The connection to 
the ventilator duct is obstructed by piping (possibly for 
fire protection). The two way offset transition meets the 
requirement of this application. 

In the design of any transition fitting it is important, 
if at all possible, to maintain an equal area at both ends 
of the fitting. Any change in area will result in a velocity 
change which could add to the static pressure in the 
system. 

In the development of patterns for this type fitting, 
it is not necessary to draw either plan or front views. 

The rise and fall distances necessary for the layout of 
all four side patterns can be determined by simple 
arithmetic from the dimensions given on the plan view 
drawing. These lengths, with the given height of the 
transition as shown on the front view drawing, can be 
transferred to the horizontal and vertical legs of right 
angles; the hypotenuse of each triangle will be the re- 
quired length of the corresponding side pattern. The 
offset for each side is also given on the plan view draw- 
ing. 

When the drawing specifies a straight collar section at 
both ends, the Pittsburgh lock seam must be hand 
formed. Because of this, the design draftsman will specify 
a riveted or welded joint on 20 gage and heavier metal. 

The simplified method for the pattern development of 
the rectangular weather cap as shown in Fig. 1 will 
be the subject for a future article in American Artisan. 

In the simplified method layout, draw the plan view 
(Fig. 2) only. 


a) Draw the vertical 214 X 114 in. rectangle EFGH. 
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1 PATTERN PROBLEM is applied 
in exhaust stack installation where 
two way offset transition fitting is 
called for because connection to 
ventilator duct is obstructed 

















From point E, measure down 11¢ in. and draw the 
horizontal line CL. 

b) From E, measure °4 in. to the right and draw the 
vertical center line CL. 

c) From the horizontal center line of the 2144 * 11% 
in. rectangle, measure up 14 in. and draw a second 
horizontal center line. From this line, measure up 5 in. 
and down 54 in., and draw lines parallel to line EF. 
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d) From the vertical center line of the 2144 * 114 
in. rectangle, measure 7% in. to the right, and draw a 
second vertical center line. From this center line, meas- 
ure 114 in. to the right and left, and draw lines parallel 
to the vertical center line to intersect the 54 in. measured 
horizontal lines. Mark the intersection points J, M, L, K. 

e) Draw the lines EJ, HK, GL, and FM. 

{) From points H and G (Fig. 2) project lines down- 
ward and perpendicular to line HG. At an assumed 
distance, draw the line H’G’ parallel and equal in length 
to line HG (Fig. 2). 

g) From point H’ measure down 14 in., 114 in. and 
14 in. Through the points draw lines parallel to line H’G’. 
Measure 14 in. below points H’ and G’ and establish 
points W” and X”. 

h) From point K (Fig. 2) project a line downward 
and perpendicular to line KL. Where this line intersects 
the horizontal lines drawn below line H’G’ (Fig. 3). 
establish point P (134 in. below line H’G’) and point 
S (14 in. below point P). Follow the same procedure 
from point L and establish point R (134 in. below line 
H’G’) and point T (14 in. below point R). Draw lines 


between points H’, W”, P. S, T, R, X”, G’ and H’. 


To Lay Out Pattern for Side 3, Fig. 4 — 


a) Draw a right angle. Transfer the 114 in. transition 
height line from Fig. 3 to the vertical leg, and the %/ 
in. rise line to the horizontal leg. The hypotenuse line 
C3 is the developed length of side 3. 

b) Draw the vertical line labeled work line and 
marked CL, and on this line establish the point 1. From 
point 1, measure up 14 in. and mark the point 2. Add 
developed line C3 and mark this point 3. Add 14 in. and 
mark this point 4. Through points 1, 2, 3 and 4, draw 
lines perpendicular to and extending on both sides of 
work line CL. 

c) From work line CL,, measure to the right the given 
7% in. offset, as shown on Fig. 3, and draw the line 
marked CL, parallel to work line CL,. Mark the inter- 
section points of the horizontal lines and line CL, with 
the numbers 5 and 6, as shown. 

d) From points 3 and 4, measure 34 in. to the right 
and left, and mark the points W, X, U and V. From 
points 5 and 6, measure 114 in. to the right and left, 
and mark the points Y, Z, O and Q. Draw the lines UW, 
WY, YO, and VX, XZ, ZQ. 


To Lay Out Pattern for Side 1, Fig. 5 — 


a) Draw a right angle. Transfer the 14 in. rise (Fig. 
2) to the horizontal leg, and the 114 in. transition height 
from Fig. 3 to the vertical leg. D1 is the developed line. 

b) Draw the vertical work line CL, (Fig. 5) and on 
this line establish the point 7. Working from point 7, 
measure length 14 in. (mark it point 8), add developed 
length D1 (mark it point 9) and 14 in. (mark this point 
10). Through points 7, 8, 9 and 10 draw lines perpen- 


dicular to and extending on both sides of work line CL. 


AMERICAN ArTISAN, OcTonerR 1956 


c) From work line 7-10, measure to the right the 
given 7 in. offset center line as shown on Fig. 3, and 
draw line CL, parallel to work line CL,. Mark the inter- 
section points of line CL, and horizontal lines with the 
numbers 11 and 12. 

d) From points 9 and 10 (Fig. 5), measure 34 in. to 
the right and left and mark the points U’ V’, W’ and X’. 
Working from points 1] and 12, measure 114 in. to the 
right and left, and mark the points Y’Z’ and O’Q’. Draw 
the lines U’W’, W’Y’, Y’O’ and V’X’, X’Z’, Z’Q’. 


To Lay Out Pattern for Side 2, Fig. 6 — 


a) Draw a right angle. From Fig. 2, transfer the fall 
distance 14 in. to the horizontal leg of the right angle 
and the 114 in. transition height line from Fig. 2 to 
the vertical line. The hypotenuse line A2 is the developed 
line. 

b) Draw the vertical work line marked CL, and 
establish the point 25. From this point, measure up 1 
in. (mark point 26), add developed line A2 (mark it 
point 27), then add 14 in. (mark the point 28). Through 
points 25, 26, 27 and 28, draw lines perpendicular to 
and extending on both sides of work line CL,. Measure 
14 in. to the right of work line CL, and draw a line 
parallel to the work line. Mark this line CL.. Mark the 
intersection of line CL, and the horizontal lines passing 
through points 27 and 28 with the numbers 29 and 30. 

c) From points 25 and 26, measure 54 in. both ways 
and mark the points 31, 32, 33 and 34 as shown. From 
points 29 and 30, measure 114 in. to the right and left, 
8. Draw the lines 


2 
38 
38-36, 36-34, 34-32. 


and mark the points 


35. 36, 37 and 
1 


3, 33-31 anc 


To Lay Out Pattern for Side 4, Fig. 7 — 


a) Transfer the 114 in. fall distance (Fig. 2) to the 
horizontal leg of a right angle, and 114 in. from Fig. 3, 
to the vertical line. B4 is the developed line. 

b) Draw the vertical work line marked CL, (Fig. 7) 
and on this line establish the point 11. Working from 
point 11, measure up 14 in. (mark this point 12), add 
developed line B4, (mark it point 13), and 14 in. (mark 
this point 14). Through points 11, 12, 13 and 14, draw 
lines perpendicular to work line CL. 

c) From work line CL, measure to the right the given 
1, in. offset as shown on Fig. 2, and draw the line 
marked CL. parallel to work line CL,. Mark the inter- 
section of line CL, and the horizontal parallel lines pass- 
ing through points 13 and 14 with the numbers 15 and 
16 respectively, as shown. 

d) From points 11 and 12, measure one half the given 
114 in. width as shown on Fig. 2, which is 5 in., to both 
sides of points 11 and 12, and mark the points 17, 18, 
19 and 20. Measure one half the given 214 in. width 
(Fig. 2), which is 114 in., to both sides of points 15 
and 16, and mark the points 21, 22, 23 and 24 as shown. 

e) Draw the lines 23-21, 21-19, 19-17 and 24-22, 
22-20 and 20-18. 
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How to Solve Engineering 
and Installation Problems 


How Cooling Capacities Are Determined 


... for the various components of the refrigeration 
system in a cooling unit, in order to determine the sources 
of trouble and the adjustments which must be 


made in order to correct undesirable conditions 


By S. W. Reid 


Air Conditioning Engineer 
Gilbert Associates, Inc. 


CooLinc unit, refrigerator, deep clogged filter has a clue. The signifi- quate when we are considering re- 


three mechanical re- 
three different 


freeze unit cance of such a finding can be under- frigeration. 


frigeration systems 


temperature levels. What are the fac- 
tors in the design of these cold pro- 
ducing systems that cause one to 
maintain a lower temperature than 
another? Any dealer who has an- 
swered a service call and found a 
frosted 


cooling coil caused by a 


74 


stood if we develop a full explana- 
tion. 

Simply stated, the product of me- 
chanical refrigeration is cold. In 
every day experience we use oul! 
sense of touch or feel to 
whether something is cold or hot. 


This method. however, is not ade- 


judge 


Instead of relying upon our own 
sensing apparatus, we use a much 
more accurate sensing device, the 
thermometer. In addition, we must 
get used to the concept that refrigera- 
tion does not produce cold, but rather 
that it removes heat. It has been es- 
tablished scientifically that heat 
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(molecular motion) exists at any 


temperature above 160 F. 


Heat, Temperature Differ 


Heat and temperature are two dif- 


ferent quantities. An easy way to 
avoid confusion is to keep in mind a 
illustration. A white hot 


light bulb has 


a very high temperature but contains 


practical 


filament in an electri 


very little heat, as compared with a 
pound of water at a much lower tem- 
perature. 

Temperature and heat are associ- 
ated in two ways. First. the heat of 
a substance is calculated by multiply- 
weight. 


ing together its its specific 


heat and its temperature. Second, 
heat always flows in the direction of 
lower temperature. 

There is another very important 
physical phenomenon that is basic 
to refrigeration. and that is the abil- 
ity of certain substances to change 
from 


state a liquid to a vapor 


and vice versa. Everyone is familiar 


with the behavior of water in this 
respect. Most people know that the 
change occurs at 212 F. Those living 
at high know that 


atmosphet ic 


altitudes lower 


pressures reduce the 


boiling temperature. 


Boiling Is Basis of Cooling 


Mex hanic al cooling depends on re- 


frigerants, which behave much the 
same as does water. Of the certain 
limited variety of such refrigerants 
which are produced and used com- 
mercially, each has its own special 
make it 


characteristics which desir- 


able for one or more of the many 
applications of refrigeration. Water 
itself has been and is used as a re- 
frigerant, although its application is 
quite limited because of the low pres- 
sures required to obtain useful tem- 
peratures. Table 1 shows a compari- 
son of two common refrigerants with 
water. Note the extremely low pres- 
sure to which water must be exposed 
to achieve a normal cooling tempera- 
ture of 40 F. In order not to lose 
sight of the fact that 


pressures and heat values in Table 1] 


temperatures, 


are all conditions at which a change 


from liquid to vapor takes place, the 
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1 EFFECT OF CHANGES in entering air temperature and flow on 
system capacity and temperature is represented by shift of balance 


points to right or left on line Y 
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2 CROSS PLOT OF EVAPORATOR capacity and condensing unit 
capacity establishes typical balance point 


common boiling condition for water 
under a pressure of one atmosphere 
and at a temperature of 212 F has 
been included. 

Still considering the data presented 
in Table 1, 


open 


suppose we have three 
containers. Into one we pour 
water, into the next, fluorinated hy- 
drocarbon refrigerant no. 12 and into 
the last, fluorinated hydrocarbon re- 
frigerant no. 22. Into each we place 
a thermometer. The liquid in each 
container is subject to a pressure of 
one atmosphere or about 14.7 psia. 
We know that the water will not boil 
and change to vapor at this pressure 
unless we raise its temperature to 
212 F. Therefore. we use a 


heat 


burner 


to supply the required. The 


flame supplies heat at the rate shown 
to cause the state change. No matter 
how hot or how large the flame, the 
water temperature will remain at 
212 F as long as the boiling is taking 
place and the pressure remains at 


the value shown. 


Refrigerant Traits Reviewed 


The 


types 12 and 22 refrigerant is very 


characteristic behavior of 
similar to water except that we need 
add no flame to them to cause boil- 
ing since the ordinary ambient tem- 
perature is usually well above their 
required boiling temperatures of 

22 F and —42 F respectively. No 


matter how far above these tempera- 





TABLE 1—BOILING TEMPERATURE of water and two commonly 
tremely low pressure required to achieve normal cooling temperature 


used refrigerants varies according to pressure. Ex- 
makes water impractical as a refrigerant 





Water 
Boiling 
Temperature Pressure 
deg | psia 1 lb 
212 14.7 970 
100 0.949 1037 
10 0.121 1070 
( 0.0185 1220 


‘ 


Btu to 
evaporate 


Refrigerant type 
Btu to 
Pressure, evaporate Vapor, 
psia . 1 Ib cu ft/Ib- 


131.6 0.319 
51.68 > 0.792 
23.87 ) 1.637 
14.58 2 2.583 


Refrigerant type 22 
Btu to 
evaporate Vapor 
2s 2 cu ft/lb 


Pressure, 


0.252 
0.656 
1.373 


3.440 





tures the ambient temperature may 
rise, the liquid will remain at the 
boiling temperatures corresponding 
to the pressure just as the boiling 
water temperature remains at 212 F. 

In the case of water we usually 
think of the flame supplying heat for 
boiling. If instead, we think of this 
process as one where water is remov- 
ing heat from the flame, it is not 
difficult to understand that the other 
two containers are removing heat 
from the surrounding air. If the con- 
tainers were closed and arranged so 
the pressure in them could be 
changed, it would be found that there 
is a boiling temperature correspond- 
ing to every pressure as indicated in 


lable 1. 


Cooling Is Pressure Factor 


The evaporator coil of a cooling 
unit, refrigerator or freezer might 
be described in simple terms as a con- 
tainer in which refrigerant is allowed 
to boil at pressures which result in 
desired temperatures. From our previ- 
know that the 


freezer, since it must have the lowest 


ous discussion, we 


temperature, must be operated at the 
lowest pressure. The cooling unit, 
requiring the highest temperature of 
the three, must be operated at the 
highest pressure. 

As refrigerant boils in an evapora- 
tor coil, vapor is formed. If this 
vapor were not removed. the pressure 
would rise in the same manner as 
it does in a sealed pressure cooker 
where steam is being produced. Table 
| shows that refrigerant type 12 will 
boil at 40 F 
51.68 psia., and that to boil off each 


under a pressure of 


pound, 65.7 Btu must be added. In a 
cooling unit this heat comes from air 
which is consequently cooled. For 
each pound boiled off at the above 


condition, 0.792 cu ft of vapor are 


produced. If this vapor is removed at 
the exact rate at which it is produced, 
the boiling process will continue in 
equilibrium at 40 F, 51.68 psia. If it 
is removed at a rate faster than it 
is produced, the pressure and tem- 
perature will drop until a new bal- 
ance is established between the pro- 
duction and removal rate. A similar. 
but upward, readjustment of pres- 
sure and temperature would occur 
should the vapor removal rate fall 


THIS CONTINUING SERIES OF 
ARTICLES COVERS .. . 


- « » all aspects of residen- 
tial cooling, beginning in the 
August, 1952 Artisan with a 
complete rundown on: 


FUNDAMENTALS .. . 


- +. in a series cf 20 articles 
which described the basic op- 
erating conditions of residen- 
tial cooling equipment. Next, 
we turned to: 


SPECIFIC PROBLEMS .. . 


+ « » Of maintenance, service, 
installation and management, 
describing new techniques 
and presenting pointers on 
solving problems common to 
residential cooling. The cur- 
rent series describes: 


CASE HISTORIES ... 


- «+ and known problems 
which have actually been ex- 
perienced and reported by 
dealers. Engineering, install- 
ing and servicing of cooling 
systems and their compo- 
nents are discussed by the 
author in answer to actual 
problems expressed by in- 
dustry members. 


below the vapor production rate. 

The rate that water in an open 
pan changes to steam depends among 
other factors upon the difference in 
temperature between the flame and 
the pan. A similar relationship in- 
fluences the rate that refrigerant 
changes to vapor in the cooling coil. 
In the latter case there is always a 
temperature difference between the re- 
frigerant and the air passing over 
the coil. The greater the temperature 
difference, the greater will be the 
amount of heat that can pass into the 
coil from the air and the more ca- 
pacity the coil will have. 


Curve Shows Coil Rating 


Line X in Fig. 1 shows the rela- 
tionship of coil capacity to the air 
and refrigerant temperatures for a 
typical coil. Such a curve is known 
as a coil rating. Air wet bulb tem- 
peratures are used for a coil which 
is condensing water vapor from the 
air. The reason for this is that new 
air entering the coil is cooled to the 
wet bulb temperature by reevapora- 
tion of some of the water on the coil 
surface to which it is exposed. If the 
coil surface were not wet, the coil 
rating would be based on the dry 
bulb temperature of the entering air. 
A coil operates wet or dry depending 
upon whether the dew point of the 
entering air (temperature at which 


vapor starts to condense) is above 


or below the coil surface temperature. 


Note in Fig. 1 that coil capacity 
increases as the air-refrigerant tem- 
perature difference increases. Note 
also in Table 1 that more vapor is 
produced per pound of refrigerant 
as the temperature drops. These two 
facts help to explain why the evapora- 
tor line X and the compressor line Y 
in Fig. 1 have opposite slopes. The 
compressor has a fixed volumetric 
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pumping capacity. A given volume of 
vapor removed from the evaporator 
at a low temperature represents less 
pounds of refrigerant and therefore 
less capacity than does the same vol- 
ume removed from the evaporator at 
a higher temperature. 

The cross plot of lines in Fig. 1 
representing evaporator and compres- 
sor capacity is a useful visual aid in 
effect 


changes will have on system capac- 


predicting what various 
ity and temperature. Assume that an 
evaporator with air entering at 67 F 
WB were to have the capacity rep- 
resented by line X and a compressor 
operating at 100 F condensing tem- 
perature were to have a capacity rep- 
resented by line Y. The two com- 
ponents together would operate at the 
capacity and refrigerant temperature 
represented by point A. If air at a 
higher temperature were to enter the 
evaporator, the  air-to-refrigerant 
temperature difference and there- 
fore the coil capacity would be 
greater than the points lying on line 
X. The result is that line X would 
shift to the right. An increase in air 
flow over the evaporator would have 
a similar effect. In either case, the 
evaporator would balance the com- 
pressor at a higher temperature and 
capacity as indicated by the new in- 


tersection. point B. 


Clogged Filter Causes Frost 


Following the reasoning above, it 
should be clear that a lower entering 
air temperature or a reduction in air 
flow would show up as a line to the 
left of line X. This would intersect 
the compressor line Y at a lower tem- 
perature and capacity as indicated 
by point C. If air flow were reduced 
severely, perhaps by a clogged filter, 
point C might occur at a temperature 
below freezing in which case frost 
and ice would accumulate on the coil. 

Fig. 1 shows how compressor Ca- 
pacity and coil capacity may be 
plotted to form a picture of what 
happens when these two components 
are balanced in a refrigeration sys- 
tem. The story is not complete, how- 
ever, unless we bring into the picture 
the condenser, which is the third 


major element in such a system. 


AMERICAN ARTISAN, Octorer 1956 





What Is 
‘Air Conditioning?’ 


True air conditioning pro- 
vides comfort in all sea- 
sons of the year, according 
to the American Society of 
Heating and Air-Condition- 
ing Engineers. The ASHAE 
has just adopted a new, 
simplified definition of air 
conditioning, which reads 
as follows: 

“Air conditioning is the 
process of treating air so 
as to control its tempera- 
ture, humidity, cleanliness 
and distribution to meet 
the requirements of the 
conditioned space.’’ 











Condenser Transfers Heat 


The condenser, like the evaporator, 
is a heat transfer device. The capac- 
ity of a given condenser depends on 
a number of factors, among which is 
the difference in temperature between 
the condensing refrigerant and the 
condensing medium, be it air or 
water. The greater this difference, the 
greater the heat flow. A_ graphical 
presentation of compressor capacity 
and condenser capacity would appear 
as two series of intersecting lines 
similar to Fig. 1 except that condens- 
ing temperature would be used for 
the vertical scale, each compressor 
line would represent compressor ca- 
pacity at a given evaporator tem- 
perature and each condenser line 
would represent condenser capacity 
at a given water leaving tempera- 
ture (assuming that a water cooled 
condenser were being considered). 


At the 


could be read the capacity of a con- 


intersection of these lines 


densing unit and the various tem- 
peratures for which it applies. 
Having established condensing unit 
capacity in the manner described 
above, it is possible to plot it instead 
of compressor capacity across the 
evaporator capacity lines. The end 
result is a complete picture of the 
balance of a refrigeration system as 
shown in Fig. 2 instead of the par- 


tial picture of only two elements 
shown in Fig. 1, 

Fig. 2 tells substantially the same 
story that Fig. 1 tells except that we 
can relate capacity entirely to the 
two external temperatures which af- 
fect the system balance. These are the 
entering wet bulb temperature and 
the leaving water temperature. 
Enough lines in the condensing unit 
series and in the evaporator series 
are shown so that the effect of a 
change in either external tempera- 
ture on capacity can be seen. 


Example Shows Effects 


A practical example of the use of 
Fig. 2 in visualizing the effect of 
changes follows. Assume that a cool- 
ing system were normally operating 
with air entering at 67 F WB and 
that condenser water flow were ad- 
justed to leave at a temperature of 
95 F. Find the capacity at the given 
condition. Describe the effect of a 
dirty filter and a fouled condenser. 

The capacity of the system at the 
given conditions is read at the inter- 
section of the 95 F water line of the 
condensing unit series and the 67 F 
WB line of the evaporator series. The 
value is approximately 37,500 Btuh. 

A clogged filter reduces air flow, 
which is one of the factors that de- 
termine evaporator capacity. Reduced 
flow, therefore, means that the entire 
series of lines representing the evapo- 
rator shift to the left in Fig 2. The 
67 F WB line in its new position 
crosses the 95 F condensing unit line 
at a lower evaporator temperature 
and lower capacity. 

A fouled condenser reduces con- 
densing unit capacity by causing the 
compressor to operate at a higher 
discharge pressure. Such an occur- 
rence would cause the entire condens- 
ing unit series of lines to shift to the 
left in Fig. 2. The 95 F water line 
would then intersect the 67 F evapo- 
rator line at a higher evaporator tem- 
perature but lower capacity. 

By considering the effect of each 
change on one or the other of the 
series of lines represented in Fig. 2, 
the effect of such changes on the 
entire refrigeration system may be 
readily anticipated. 





COOLING MARKET 
566 


Number of Sales 
S 


1954 1955 
RAPID STRIDES WERE MADE in the sale 


of summer air conditioning equipment. In 
1954 it is estimated that 200 central res- 
idential summer air conditioning systems 
were sold, while in 1955 this figure in- 


creased to 566 


Are You Getting 


HEATING MARKET 
Gravity Heating 6% 


Gas-Fired 
91.6% 


Winter Air 
Conditioning 
96% 


Oil-Fired 
8.3% 


Percentage of Total Sales 


Coal-Fired 
0.1% 


IT WAS SHOWN BY the survey that win- 
ter air conditioning sales totaled 96 percent 
of all furnace sales, while the sales of gas- 
fired furnaces totaled 91.6 percent. Coal- 
fired furnaces accounted for 0.1 percent 


Your Share 


Of Heating, Cooling Sales? 


Another American Artisan study indicates 


market trends and practices as a guide for future 


operation. While this study was made in Minneapolis, the 


facts discussed here can be applied to most areas 


AMERICAN ARTISAN has been conducting biennial sur- 
veys of the Minneapolis, Minn. and its suburban market 
in a continuing effort to study the marketing activities of 
the warm air heating dealer. This year another analysis 
was made in which the following information was ob- 
tained: 1) a list of all licensed warm air heating dealers: 
2) rating of all licensed dealers according to volume of 


sales in Minneapolis and its Six suburbs; 3) the line or 


i8 


lines of equipment being sold by each dealer and 4) com- 
parison of 1955 “key” dealers’ activities to those of 1953. 
(Key dealers are the 20-25 percent of dealers in a com- 
munity who do 75-80 percent of the heating and cooling 
business. ) 

Also, the sale of summer air conditioning equipment 
was surveyed, with the following conditions studied: 1) 


dealers responsible for the sale of central residential 
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TWENTY DEALERS sold 
the 566 summer air condi- 
tioning systems in 1955 and 
75 percent of these dealers 
were warm air heating-sheet 


metal contractors. . . 
° 
75% 
Warm Air 
Heating Dealers 


cooling equipment during 1955; and 2) the type of deal- 


er who sold central residential cooling. 


Report 4062 Heating Sales 


A total of 4062 winter air conditioning units and 
gravity warm air furnaces were installed by independent 
outlets during 1955, of which 4 percent were gravity 
systems. Of the 96 percent comprising winter air condi- 
tioning installations, 91.6 percent were gas-fired, 8.3 per- 
cent oil-fired and 0.1 percent coal-fired; 61 percent were 
installed in the six suburbs and 39 percent in Minne- 
apolis proper. New construction accounted for 66 per- 
cent of the installations and 34 percent went into exist- 
ing structures. 


The survey showed 16 dealers (the “key” dealers) 


sold 80 percent of the total business, and this represents 


25 percent of all licensed warm air heating dealers. In 
addition, the key dealers sold 81 percent of all winter 
air conditioning units, 71 percent of gravity warm air 
furnaces, 81 percent of all gas-fired, 76 percent of oil- 
fired and 50 percent of coal-fired installations, 84 per- 
cent of all installations in new constructions and 76 per- 


cent in existing structures. 


List 61 Manufactures 


A total of 61 different lines of equipment were sold 
in Minneapolis and the six suburbs, and 64 percent (39) 
of these lines were sold by key dealers. Eighty-seven 
percent of the key dealers handled or were agents for 
more than one line. while 87 percent of the 12 lead- 
ing lines were sold by key dealers. 

The key dealers in Minneapolis sold 35 lines of 
equipment in 1953. and 17 of these were sold in 1955. 
while 10 new lines not in the picture in 1953 had been 
added by key dealers during the past two years. 

The 1955 records show that three of the 15 key deal- 
ers in 1953 were no longer in the top volume bracket, 


indicating a key dealer mortality rate of 20 percent. 


Survey Disproves Duplication 


Claims that there is a strong trend toward duplication 
by warm air and wet heat dealers is not true according 


to Artisan’s findings. It is shown that in Minneapolis 
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Sales by 

' : ‘ Warm Air 
AND THE 15 warm air Heating Dealers 
heating-sheet metal contrac- 94% 
tors were responsible for 94 
percent of all central resi- 
dential summer air condi- 
tioning sales 


there were 172 dealers licensed to sell either warm air 
heating or wet heat systems, but only 12 were licensed 
to do both, a 7 percent duplication. Of this total six 
sold warm air furnaces, and only two of them sold boilers. 
Their combined warm air furnace sales amounted to 
0.5 percent of the total warm air furnace sales. The re- 
maining four did not sell boilers and their combined 
warm air furnace sales represented 17 percent of all 
warm air furnaces sold. 

In order to be permitted to install piping work in con- 
nection with cooling installations and water heaters, some 
dealers applied for both licenses, even though they may 
not make any installations other than warm air. 


Cooling Sales More Than Double 


The survey of the cooling market showed a big growth 
in the Minneapolis market, with the sales more than dou- 
bling from 1954 to 1955. Dealers estimated not more than 
200 central residential summer air conditioning installa- 
tions were made in 1954, while 566 were indicated last 
year. 

Also, the survey showed the warm air heating deal- 
er-sheet metal contractor is the dominant figure in Min- 
neapolis cooling installations. Twenty dealers sold the 566 
cooling installations. And 15 of these dealers were warm 
air heating-sheet metal contractors who were responsible 
for 94 percent of the cooling installations. Of the remain- 
ing five, one was a wet heat contractor, one an industrial 
cooling specialist and three were commercial refrigera- 
tion dealers. The warm air heating-sheet metal contrac- 
tor responsible for the largest number of sales sold 200 
systems, while the next in respect to sales volume sold 
121. 

A total of 21 manufacturers’ lines were represented in 
the 566 sales, and key dealers sold seven of the lines, 
which accounted for 80 percent of the business, while the 
equipment of 14 manufacturers, without key dealer dis- 
tribution, together received 20 percent of the cooling 
sales. At the same time, 10 dealers sold one line, nine 
sold two lines and one dealer sold three lines. 

The figures cited can apply to dealers located in any 
city across the nation, unless unusual circumstances pre- 
vail in the community. The data obtained from the Min- 
neapolis survey can be applied to a local market and used 


to plan for the future. 





“Look! Here’s How! 


ONE OF THE MOST enlightening programs ever offered 
dealers and contractors by the National Warm Air Heat- 
ing and Air Conditioning association is on the docket for 
its 43rd annual convention which will be held November 
28 and 29 at the Netherland Plaza hotel, Cincinnati. 
Directed toward the dealer, the convention will be an 
open forum for the industry in which all of its segments 


will be heard and will present helpful information to 


Association's Progress During 1956 
G. W. Denges, vice president, The Williamson Co., pres- 
ident, National Warm Air Heating and Air Conditioning 
Association 

American Economy and the Home Building Picture 
Dean Arthur M. Weimer, Indiana university 

How to Sell to the Builder 
Speaker to be announced 

Operation Home Improvement During 1957 
John R. Doscher, executive director, Operation Home 
Improvement 

Warm Air Heating and Air Conditioning Modernization 

for 1957 
Randall A. Nelson, director of public relations, National 
Warm Air Heating and Air Conditioning Association 


1 November 


Why Do People Buy? 
Irving Gilman, director of special projects, Institute of 
Motivational Research 

Why Do People Buy Air Conditioning ? 
Speaker to be announced 

Selling to the Public 


Robert D. Strickler, director of sales, Lennox Industries, 
In 


Be Ready to Sell 


Lorin G. Miller, dean emeritus, Michigan State univer 
sity 


Theme Keynotes 


guide dealers and contractors in their future and 
present operations. Informative discussions by quali- 
fied speakers and panels will concentrate the attention 
of the entire industry on needed support for the dealer, 
who bears the final responsibility for the proper per- 
formance of heating and cooling equipment. 

With approximately 500 advance reservations for 


rooms already in, and enthusiasm mounting as the pro- 


G. W. DENGES: The major 
part of the destiny of this 
industry rests in the hands 
of dealers. It is our aim to 
provide the type of informa- 
tion they need to plan for 


the years ahead. 


JOHN R. DOSCHER: Econ- 
omists estimate that the grow- 
ing home modernization 
market should reach the $8.- 
000,000,000 figure during 
1957 and remain at this an- 
nual volume for at least the 


next decade. 


ROBERT D. STRICKLER: 
The whole sales structure of 
the all-season air condition- 
ing business rests on the re- 
tailing abilities within the in- 
dustry. This is the most im- 
portant single link in ow 
chain and must become 


stronger and stronger. 
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NW AHACA Convention Program 


< 


Dealer-centered program is geared to provide 


members with new, research-proved methods on 


which to base plans for the future 


gram takes shape, dealers and contractors are advised 
to make plans now to be sure to have their firms repre- 
sented, according to George Boeddener, managing direc- 
tor, 640 Engineers Building, Cleveland 14, O. Requests 
for room reservations should be addressed to Netherland 
Plaza Hotel, Fifth and Race, Cincinnati 2. Ohio. 
Randall A. Nelson, director of public relations for the 


association, reminds dealers and contractors that the con- 


RAY QUIGGIN: 


will find it to their advant- 


Dealers 


age to take part actively in 
local association activities. 
Up-to-date codes, local sales 
promotion programs and the 


selection of a managing sec- 
retary are steps needed to 
solve many local problems. 


C. W. NESSELL: Comfort 
and_ confidence-influencing 
experiences of homeowners 
who have lived with heating 
and year ‘round systems are 
uncovered in the field in- 
vestigations of the mobile re- 


search laboratory. 


D. R. BAHNFLETH: Resi- 
dential cooling loads related 
to high attic temperatures 
can be reduced through the 
use of forced ventilation of 
the attic space. The proper 
location of intake and dis- 
charge openings is essential 


to achieve success. 
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vention is open to all industry members whether or not 
they are members of the association. 

Entertainment feature of the convention will be in 
keeping with the change-of-pace which distinguishes this 
years meetings. A gala evening is promised at a din- 
ner party at the exclusive Beverly Hills Country Club 
near Covington, Ky. Wednesday evening, November 28. 
Cocktails, banquet, floor show and dancing are planned. 


Phursday mornin 


Know Your Costs 
W. L. Dulle, executive vice president, E. E. Souther 
Iron Co. 


Certified Heating System A Way to Sell New Home 
Heating and Air Conditioning at a Profit 
D. M. W. Wilson, managing director, National Warm Air 
Heating and Air Conditioning Association of Canada 
What's Happening in Cleveland, Charlotte and Pittsburgh 
Ray Quiggin, H. Quiggin and Son; James B. Kuykendall, 
Jr., E. P. Nisbet Co.; D. E. Hickey, D. E. Hickey Co.; 


H. F. Brundage, president, The Brundage Co., moderator 
Thursday afternoon. No 


Report of University of Illinois Research Activities 
F. L. Meyer, chairman, NWAHACA research advisory 
committee, president, Meyer Furnace Co. 

Consumers’ Experiences in Living with Air Conditioning 
C. W. Nessell, chairman, NWAHACA field investigation 
committee, account executive, Minneapolis-Honeywell 
Regulator Co. 

Panel Discussion of Research Results 
D. R. Bahnfleth, special research assistant in mechanical 
engineering, University of Illinois; J. R. Wright, research 
staff committee, University of Illinois; M. V. R. Rao, 
research staff committee, University of Illinois 





Mobile Lab Finds 


Unsatisfactory in 














THE GROWING trend among America’s home owners 
seems to be toward three- and four-bedroom houses with 
interior and exterior features that make the house differ- 
ent in appearance from other houses in the same neigh- 
borhood. Architects find split-level houses provide the 
most economical answer to this popular leaning. 

Split-level houses usually present the air conditioning 
engineer with difficult layout problems. The various levels 
make it easy to overheat or overcool certain parts of the 
house and difficult to heat or cool other parts, There is 
also the problem of draft caused by air flowing from one 
level to another. These problems are characteristic of all 
forms of heating, with the air distribution system being 
best adapted lo split-level heating and cooling because 
it is possible to control much of the air flow between 
levels. 

To: obtain detailed information about the performance 
of air distribution systems used for split-level houses, the 
National Warm Air Heating and Air Conditioning As- 
sociation during the winter of 1954-55 instructed its 
mobile laboratory staff to secure five-day records on a 
number of these houses. The information obtained has 
been summarized and is presented here by permission of 
NWAHACA with suggestions that would improve com- 
fort and equipment performance. 

This is the last of a series of five articles dealing with 


the subject of heating and cooling split-level houses. 


Residence Is Typical Tri-Level 


This is a small, low cost residence of typical tri-level 
construction. The lower level has a recreation room. 


half bath, and laundry all on a concrete slab floor di- 


rectly on the ground. Above it is the upper level of the 
house with three bedrooms and bath. On the center level 
are the kitchen, dining room, and living room. 

The house is of frame construction finished on the 
outside with asbestos shingles and with stone veneer on 
the front. The walls and ceilings are insulated and the 
construction is good. The building including garage was 
completed in 1955 and sold for $15,000. 

The back wall of the lower level and portions of the 
side walls are completely exposed to the weather and in 
that respect the lower level is equivalent to a house 
erected upon a concrete slab. The back wall of the recrea- 
tion room has a large window. The overhead air distribu- 
tion through ceiling and high side wall registers gives 
ample air distribution, but results in temperature stra- 
tification at the ceiling. Temperature conditions in the 
lower level rooms are not as satisfactory as in the rooms 
on the upper levels. Lower level floor temperatures are 
low because no edge insulation was provided by the 
general contractor. Slab floor construction should be 
provided with embedded warm air ducts and use perim- 


eter registers for delivering air to the living area. 


Slab Insulation Is Ineffective 


The concrete slab floor for the lower level is ineffec- 
tively insulated with an insulating board beneath the slab. 
Insulation boards have been used vertically along the 
foundation walls, but not along the outside edge which 
is the most critical point. 

The crawl space is protected against moisture by the 
use of 90 |b roll roofing paper over crawl space earth. 


No vent openings are provided for the crawl space 
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Split-Level Home 





... as the result of deficient 
air flow noted for the amount 


of heat input to the furnace 


except an access door from the recreation room. The 
moisture conditions within the crawl space are satis- 
factory. 

The walls are insulated with 2 in. rock wool insula- 
tion and the ceilings have 4 in. insulation. The interior 
finish is dry wall construction. 

The windows are of metal construction, being either 
casement or fixed types. The movable windows are not 


weatherstripped and are not provided with storm sash. 


Design Conditions Defined 


The design temperature is +5 F. The degree day 
rating for the locality is 4740 for the year. The design 
heat loss for the structure is 48,239 Btuh for the upper 
story rooms and 22,071 Btuh for the lower level, making 
a total of 70.310 Btuh. These heat losses correspond to 
13.2 Btuh per sq ft of area for the upper floors and 40.5 
Btuh per sq ft of floor area for the entire structure. 

The furnace is an oil-fired highboy model. One of the 
extended plenums runs out horizontally; the other drops 
into the crawl space. The chimney is a_ prefabricated 
standard model with the furnace vent pipe connection 
made in accordance with good practice. The furnace 
uses a 0.85 gph nozzle and is rated at 95,200 Btuh bonnet 
capacity. 


Extended Plenums Feed Supply Ducts 


Extended plenum ducts supply warm air to 4 in. 
diameter round ducts, each duct supplying a single dif- 
fuser. In addition to these diffusers, which are placed in 


the floor beneath the windows on the two upper levels, 
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TRI-LEVEL home is built on concrete slab which is not ad- 


equately insulated, adding to problem of high temperature 
differentials on lower level 





three registers in the side walls of the extended plenum 
heat the lower level. The system was well installed. 

The twelve floor diffusers for the upper level rooms 
are 214 X 14 in. models. The two ceiling registers for 
10 in., while the three side 
wall registers located in the sides of the extended plenum 


the recreation room are 4 


ducts are each 10 X 6 in. models. A floor register is 
located in the living room in front of the outside door, 
the intention being to cut off cold drafts from the door, 
but the register could be stepped upon by people entering 
and leaving the house, making this an undesirable loca- 
tion. 

The attic is vented with 114 sq ft louvers at each end. 

A single return air intake for the upper level rooms 
is located at the stairway off the living room with the 
bottom of the intake 14 in. above the floor. The intake is 
12 X 30 in. There is a noticeable air movement from the 
stairway to this air intake. A second return is lo- 
cated in the recreation room. It is a 14 X 6 in. base- 
board intake located in the wall between the recreation 
room and the furnace room. The return duct system is 
direct and free of restrictions. 


Test Covers 40 Deg Temperature Range 


With this information, the mobile laboratory began 
setting up its equipment and taking tests on a Monday 
morning. The tests covered a five day period and con- 
tinued 24 hours a day. The prevailing weather for the 
five day period varied from 28 F on the coldest day to 68 
F on the warmest day. The evaluation of the data obtained 
has been based on a temperature of 44 F and projected 


through the use of engineering formulas to estimate per- 


83 





TABLE 1—HEAT LOSS and air distribution data is based 
on an outdoor temperature of 5 F 


No 

Room Heat loss diffusers 
Living room 13760 

Dining room 7595 

Kitchen 4295 

Bedroom 1 7297 

Bedroom 2 8405 

Bedroom 3 4237 

Bath 2149 

Recreation roon 14842 

Half bath 222 

Utility room 3528 

Crawl space 1471 


Totals 0,310 





formance of the equipment under design conditions. An 
evaluation of this system revealed the conditions outlined 
and is responsible for pertinent comments made by the 
engineer performing the analysis. 

The average floor-to-ceiling temperature differential 
for all the rooms on the center and upper levels at 47 
F weather is 2.2 deg or 0.88 deg for each change of 10 
deg in the indoor-outdoor temperature difference. This 
is acceptable from a comfort standpoint. The recreation 
room in the lower level has a temperature difference from 
floor to ceiling of 9.2 deg, which is equal to 3.54 deg 
for each change of 10 deg in the indoor-outdoor tem- 
perature difference. This is high. 

The average temperature difference in the center and 
upper level rooms from the floor to the 30 in. level is 
0.9 deg, which is equal to 0.36 deg for each change of 
10 deg in the indoor-outdoor temperature difference. The 
temperature difference from the floor to the 30 in. level 
in the recreation room is 1.8 deg, which is equal to 0.69 
deg for each change of 10 deg in the indoor-outdoor 
temperature difference. 


Are Temperature Differentials Acceptable? 


From this it can be concluded that the temperature 
differences in the center and upper levels are reasonable 
from a comfort standpoint, but those in the recreation 
room are unsatisfactory. 

The minimum temperature throughout the house at the 
30 in. level is 70.7 F in the recreation room and the 
maximum is 78.4 F in bedroom 3, or a range of 4.1 
deg in 47 F weather. In all cases the floor surface tem- 
perature is warmer than the room air near the floor. 

The temperature variation at the 30 in. level during 
a burner cycle is about 3.5 deg, which is large. 

The range of register air temperatures during the 
burner cycle is extremely large, the smallest range being 
33 deg, the largest 72 deg, and the average 46.5 deg. The 
fact that the register air temperature is allowed to vary 
over such a wide range is usually an indication that 
room air temperature control is not close. (The minimum 
register air temperature in every case was close to 70 F.) 
The fact that the fan switch cutoff point is 75 F indicates 
that the blower is allowed to operate until the bonnet-air 
temperature cools. The fact that the maximum register air 
temperature is high can be attributed to a deficiency in 


air circulation. In other words, sufficient air is not cir- 


culating to keep the register air temperatures down to low 
levels. 

None of the register air velocities exceeds 200 fpm. 
Flow rates are 365 cfm calculated from register velocity, 
477 cfm by return intake velocity, and 460 cfm by 
furnace heat balance. The value of 477 cfm is considered 
to be the most reliable, since the fuel input rate was not 
measured but only estimated from the burner nozzle 
rating. The air flow rate is small. 

The floor surfaces in the three rooms at the lowest 
level of the house are distinctly cooler than those for 
the upper level rooms. The exposed corner in the recrea- 
tion room was 57.6 F when the outdoor temperature was 


47 F. 


Lower Level Gets Nearly Half the Air 


The five registers in the lowest level of the house de- 
liver approximately 42 percent of the total air measured 
at the registers. Furthermore, the register air tempera- 
tures for these same registers are higher t!.an those for 
the remainder. Hence, the lowest level gets more than its 
share of air and heat. 

The duct static pressure loss of 0.05 in. is small, but 
this is due to a deficient air flow corresponding to a tem- 
perature rise of 146 deg through the furnace. If the flow 
rate were sufficient to give a 100 deg temperature rise, 
the estimated static pressure loss would be about 0.11 
in., which is low. Evidence indicates that system resist- 
ance is low and not the cause for any deficiency in air 
flow rate. 

The rate of air recirculation is 2.1 per hour. This in 
itself does not indicate a serious deficiency in the sys- 
tem. Unfortunately the rate of heat input is sufficient to 
cause an extremely large fluctuation in register-air tem- 
peratures. 


Air Flow Rate Should Be Increased 


The burner operates almost 40 percent of the time for 
an outdoor temperature of 44 F. By extrapolating the 
data obtained, it is estimated that the burner would be 
operating 100 percent of the time for an outdoor tem- 
perature of about 12 F. The evidence indicates that the 
burner does not have sufficient capacity for the house. 
In view of the fact that the combustion efficiency is low 
and the flue gas temperature is high. the increase in air 
flow rate would be the first corrective procedure to in- 
corporate. An increase in flow rate would probably assist 
in improving the combustion efficiency. 

Data obtained shows the burner operates 92 percent 
of the time on a 44 F day. The evidence indicates that 
100 percent blower operation would occur when the out- 
door temperature was near 40 F. From the standpoint of 
CAC operation, therefore, the settings of the fan switch 
need no adjustment. The fact remains, however, that the 
temperature cycle is far from satisfactory, as a result of 


the deficient air flow for the amount of heat input to the 
furnace. 
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Selling Year “Round Modernization 


Here’s a case history of how a dealer upgraded 
a replacement furnace job into a year ’round air conditioning 


system, plus providing relief for a hay fever victim 


By Harry C. Gurney 


Janitrol Heating and Air Conditioning Div. 
Surface Combustion Corp. 


THE INSTALLATION described in this case history reflects 
the type of house which exists by the thousands in solid, 


are nearly 24.5 million one-family houses in the nation, 
of which nearly 13 million are 20 years old or older. 


middle-classed neighborhoods in every city across the 
nation. They are the kind of neighborhoods which contain 
prospects by the hundreds for year ‘round air condition- 
ing sales. 

Many dealers today are competing strongly for the 
installation of heating systems in new houses. But there 


ee 
_ 





BUILT UP FOUNDATION for horizontal furnace and 
electric air cleaner provided easy accessibility for period- 
ic washing down of the air cleaner 
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These are prime prospects for either improved heating 
equipment or complete year ’round air conditioning sys- 
tems. 


Home Owner Wants Improvements 


This old home market can be a most profitable one. 
These home owners usually have a large part of their 
initial investment paid for and are interested in improv- 
ing their property. These are the hottest prospects for 
cooling equipment sales. 

In this case history, an old gas-fired gravity furnace 
was removed and replaced by a modern gas-fired, hori- 
zontal forced warm air winter air conditioning system, 
connected with a three ton summer air conditioning unit 
to give year ‘round comfort. The condensing unit uses 
an air cooled remote condenser located in a recess of the 
house. Flowers and shrubbery are used to hide the equip- 
ment. The cooling coil is mounted in the plenum above 
the furnace and an electric air cleaner is installed in the 
return duct. 

But this is just one installation. There are thousands of 
modernization sales like this made each year, be it for 


heating or cooling. To develop this market means more 





ROUND DUCTS AND “S” type plenum provide full use 
of the space formerly occupied by the gravity system 


business at a better profit to dealers who will go after 


these prosper ts. 


Get Leads Many Ways 


Leads for modernization sales are developed in a num- 
ber of ways. One place a dealer can start is with a list of 
previous heating customers. These addresses are all good 
prospects for “add-on” cooling systems. Dealers also can 
obtain leads through use of direct mail, radio and televi 
sion spol announcements and newspaper advertising cam- 
paigns. 

Just as is the case in obtaining leads, there are many 
varied ways these prospects may be told about the equip- 
ment. With air-cooled equipment, the elimination of 
water supply and disposal problems is a big feature, espe- 
cially in water-short areas. The health advantage is an- 
other good sales appeal. The prospect can be told that 
excessive heat is hard on the heart, suffering from hay 
fever and asthma can be reduced, the housewife will have 
less cleaning to do in the house and the house is never 
noisy because the windows are closed all day. The sales 
presentation should also include information for financ- 
ing. The prospect should be informed of the Federal 
Housing Administration’s insured home improvement 


loan, or he should be told about the other agencies which 


are available for similar loans. This should be a very 


important part of the presentation because of the cost 


involved in buying cooling equipment. 


Consider Converting Equipment 


Once the sale is made and loan arrangements com- 
pleted, there are other problems to face, such as convert- 
ing existing equipment to use with the new equipment. 

A factor to consider is the air volume for summer air 


conditioning. The standard procedure is outlined in Man- 


86 


CONDENSING UNIT location is selected for ease of 
servicing but must be as inconspicuous as possible 


ual 11 of the National Warm Air Heating and Air Con- 
ditioning Association. The manual states that in order for 
the cooling equipment to handle the load properly and 
give the desired conditions of temperature and moisture 
in the conditioned area, the cfm required to handle the 
load must be determined. It is possible to have a range 
of air quantity which can be adapted to the cooling load 
and give satisfactory results since most blowers are pro- 
vided with adjustable motor pulleys. Several conditions 
govern the amount of air to be delivered by the cooling 
system. Larger quantities are needed for dry areas, while 
less air is recommended for the humid areas. Normally, 
in humid areas, 300 cfm per 12,000 Btuh of cooling load 
is recommended, while in less humid areas 360 cfm is 
suggested. In arid areas 420 cfm per 12,000 Btuh is 
generally used. 

In the case history given here the total amount of heat 
that the cooling equipment must handle was determined, 
including sensible heat gain and the heat gain from de- 
humidification. The total air volume was then based on 
120 cfm per ton. 


Sell Electric Air Cleaners 


Often the advantages of an electric air cleaner as a 
part of the system can be included in the sales presenta- 
tion. There was one case where a home owner suffered 
from hay fever and frequently had to travel more than 
500 miles from his home in order to obtain even partial 
relief. In this case, comfort was assured after a thorough 
explanation was made. Closing the sale was then an easy 
matter. 

The extra cost of additional wiring for the cooling unit 
and the electric air cleaner is an important topic of dis- 
cussion with the prospect. In this case it amounted to 
about $100. The Buckeye Heating Co., Columbus, O. 
sold and installed the equipment illustrated here. 
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The Fig. 1 detail indicates that the 0 
roof side of the gutter is 2% in lower 
the front the gutter. The gutter 

is conn to the gravel stop with an un 
soldered loose lock seam. 

The Fig. 2 detail indicates that the 
roof side of the gutter is 2% inches through 
front edge of the gutter. The gutter | 
connected to the gravel stop with an 
dered loose lock seam. 

The gutter shown in Fig. 1 was probably 
designed this way because t was feared that 
the rear edge of the gutter and roof would be 
seen from the street. In the attempt to achieve 


from a 
tion 


connected 





We do not wish to presume to tell you how to install gutters, leaders, roofs, 
flashing, coping covers, etc., because there are many methods which you 
no doubt have found to be satisfactory. The purpose of this advertisement 
is to point out the methods of installation that have been proved by many 
years of use, and backed by more than a century and a half of experience in 
working with copper, to be the most satisfactory techniques. You will find 
these methods in Revere’s 110 page brochure, “COPPER AND COMMON 
SENSE.” Send for a copy today. And remember: Revere has a staff of spe- 
cialists known as Technical Advisors, whose experience qualifies them to 
render valuable service and advice regarding the use of metals in the 
building field. Feel free to consult with them at all times regarding the use 
of Revere Copper; you incur no obligation. Revere Technical Advisors 
may be contacted through the Revere Office nearest you. 
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REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 


230 von Avenue, New York 17, N.Y 
Mills; Balt ve, Md.; Brooklyn, N. Y.; Chicago, Cli 
and Joliet Ill Detroit, Mich.; Ll Angeles and Riverside 
Calif.; New Bedford, Ma Newport, Ark.; Rome, N.Y. 
Sales Offic in Principal Cities, Distributors Everywhere 
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MOUNT PMR IN SECURE TITUS DIFFUSER SNAP IN INNER 
» SIMPLE STEPS Ol0)82 Bae), | automa YNE ASSEMBLY 
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-mounting ring 


e Saves up to 80% on ceiling diffuser 


flush mounting costs. 


e Prevents diffuser from ever sagging 


away from ceiling. 


e Especially designed for mounting all 
Titus’ new circular ceiling diffusers. 


Here’s a combination mounting ring and plaster 
ground that eliminates hours of extra time and 
work—makes flush mounting of ceiling diffusers 
simple, fast, low cost. 

Installs in 2 quick, easy steps: (1) Slip neck of 
PMR over duct (2) Secure PMR to lathing chan- 
nels (or construction used) with 2 screws. And 
that’s it! 

After plastering simply mount diffuser to PMR 
with 3 screws. There are no holes to cut in the 


plaster—no trimming or patching. The Titus Plaster 
Mounting Ring automatically provides correct size 
and position of ceiling opening and centers diffuser 
to it. 

Diffusers can never sag away from ceiling because 
weight of diffuser is supported by sturdy ceiling 
framework instead of just the duct as in most 
ordinary installations. 

For flush mounting on all types of ceilings. Rigid 
steel construction. For use with Titus diffusers only. 








TITUS MANUFACTURING CORP., WATERLOO, IOWA 


Gentlemen: Send me full details, prices on the new Titus Plaster 
Mounting Rings that cut flush mounting costs up to 80%. 


[] Also send literature on the new Titus Ceiling Diffusers and Accessories. 





AMERICAN 


Company 


_ Address 


A BEAUTIFUL JOB . 
AT LESS COST! _City 
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Rural Dealer’s Tool Rentals 
Pull Heating-Cooling Leads 


THE DEALER serving a rural area 


sometimes finds it difficult to prac- 


tice merchandising ideas that prove 
successful in more thickly populated 


Many 


ices that constantly keep their com- 


ireas rural dealers offer serv 
pany s name, address and phone num 
ber in the minds of old customers as 
well as prospects 

I. V. Pils, Lockport, N. Y. heat- 
ing-cooling dealer, has been operat 
ing a tool rental service for two years 
and reports that this service has 
proved to be a steady source of heat- 


ne cooling le ads 


Popular Tools Stocked 


Tools on the list are those needed 


occasionally by a home owner. They 
range from power lawn mowers, floor 
polishers ladders, and cement finish- 
ing tools to saws, drills and sanders. 
The rental is low, ranging from $1 
per hour for a power lawn mower to 
$l a day for a sander 


Tools are in demand the year 


around, the power mowers being the 


most popular during the summer and 
snow removal equipment during the 


wintel 


Rental Provides Contacts 


Ihe list of tools was compiled with 
vear “round needs of customers and 
prospects in mind. Each time a pet 


son comes to the shop to rent a tool. 


TOOL RENTAL SERVICE 


F. V. Pils 
Heating 


516 Akron Road 
Cooling 


Phone 4-3700 


Lockport, N. Y. 
Sheet Metal 


Tools for Rent 


Blow Torches 
Carpenter Tools 


Drills, Electric 
Drop Cloths 
Extension Cords 
Floor Waxers 
Garden Tools 
Hedge Trimmers 
Ladders, Step 


Sanders 


Ladders, Extension 
Lawnmowers, Rotary 
Cement Finishing Tools Lawnmowers, Reel 
Lawn Rollers 

Post Hole Diggers 
Power Saws 

Pumps, Electric 


Saws, Electric 
Saws, Hand 


Scaffold Equipment 
Shovels 

Staplers 

Sprayers 
Scrubbers 

Snow Blowers 

Tree Trimmers 
Tampers 
Wheelbarrows 
Wood Clamps 


IMPRESSIVE LIST OF TOOLS appeals to homeowner, who is likely to save 


it for future reference 


— and he won't forget the heating, cooling and sheet 


metal services boldly heralded at top of list 


Mr. Pils has an opportunity to ask 
about his heating-cooling equipment. 
Even if the customer’s equipment is 
new or in good working condition, 
there is always the chance that the 
tool customer might have a neighbor 
who is having trouble with his heat- 
ing equipment or who might be in 
the market for a conversion job o1 


the addition of a cooling system. 


Leads Increase With Rentals 


Mr. Pils’ tool 


proved more than self-supporting dur- 


rental service has 
ing the past two years and appears to 
be growing in volume with the re- 
sult that sales leads are also increas- 
ing. The investment in tools has been 
kept at a minimum by using tools of 
selling them at 


good quality and 


about half price after they have been 
in use for one year. 

To keep the records straight and 
to confirm the rental agreement, a 
formal contract is signed at the time 
the tool 


agreement is in the form of a printed 


is drawn from stock. This 


document in duplicate and is signed 


by the person renting the tool. The 


document lists the lessee’s name, ad- 
dress, job address, deposit amount, 
number, date, tool 


auto license 


rented, term of rental (by day or 
month), time of return of the tool 
and the amount charged. 

This document, a copy of which is 
given the customer, also lists the serv- 
ices and products handled by the 
company a reference list and last- 
ing reminder of where to come when 


these products are needed. 
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Here it is...! 


THE NEW “48-FRAME” MOTOR DESIGN 
THAT GIVES YOU 


INDUSTRIAL 
QUALITY 


Everything you asked for and more. 
Smaller, yes...and better, too. 
Here is traditional Century depend- 
ability, smooth-running and quiet- 
ness under load... now skillfully 
engineered into the compact new 
“48-Frame” design. 


These great new Century “Industrial 
Quality” motors are now available 
in sizes from 1/20 to 1/3 H.P.... 
developed specially for industrial 
users. 


ON NEW EQUIPMENT OR 
FOR REPLACEMENT... 
when you see the red "“C” on the 
new weight-saving, space-saving 
“48-Frame” motors, you're assured 
of Century's traditional industrial 
ruggedness. For information and for 
fast service, call or write your nearby 
Century District Sales Office or 
Authorized Distributor. 


We Invite Your Comparison of... 


engineering — Weight sav- 
ings up to one-third are made 


design_for time-saving main- 
tenance, “GITS"-type oilers for 


possible without “skimping” on the 
vital “active materials”, simply by 
eliminating dead weight and using 
new materials. The result is 
smaller-diameter motors that are 
not merely “just as good” but 
actually superior to the famous 
Century “56-Frame.” 


Porformance-Rated © 
MOTORS 
1/20 to 400 H.-P. 


AMERICAN “ARTISAN 
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16.5 lbs. 


1806 Pine Street 


23 \bs. 


St. Louis 3, Missouri 


sleeve bearings are placed high 
on the end-brackets, allowing 
easy oiling from either end of the 
motor... cluster-type integrally 
cast fan at the rear end of the 
rotor draws a steady stream of 
cooling air over the coilheads... 
“Square” stator iron permits air 
to pass between the core and 
shell, cooling the whole width. 


Offices and 


Stock Points in Principal Cities 





MODEL 400 
HUMIDIMATIC 


automatically creates 


and controls humidity 


Set the humidistat for the desired degree of humidification and 
forget it. It's that simple with Skuttle’s new Electric Humidifier. Designed for 
warm air furnaces, Model 400 maintains a constant humidity, automatically. 


Vapor is produced, independent of heat from the plenum. A relay 
transformer is connected to a 650 watt heating element located in the water 
pan. Once the humidistat calls for more humidity, evaporation of 

the water takes place in less than a minute. Circulation is achieved 

by means of the blower on the furnace. 


Ideal for large homes, Model 400 is capable of vaporizing 27 quarts 

of water in 24 hours! As with all Skuttle humidifiers, it comes equipped 
for automatic water feed. No evaporating plates are necessary. 

For plenum or trunkline installation. 


Ss IN i 


MEANS BUSINES? 


Bete 
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PRESERVES 

HUMIDIFIERS 
. BY PREVENTING 
F) RUST 


The destructive nature of natural elements found in domestic 
water can raise havoc with the efficiency of any humidifier if 
left unattended: By using Skuttle’s new Humidex Tablets in 
the float tank of the humidifier, you can put an end to the 
damage caused by rust and corrosion. 


Humidex Tablets eliminate costly service calls by keeping all 
vital operating parts free from clogging. ‘Scale’ is reduced 
to a sludge that is easily rinsed in minutes. 


Economical for the user, there's extra profit for you! Include 
a package of Skuttle Humidex Tablets with the installation or 
service of ao humidifier. Each carton contains 12 tablets — 
enough for the entire heating season. 


Stindardige i 


THE COMPLETE LINE WITH 


INTERCHANGEABLE PARTS 


PROVIDES 
LIFETIME 
ELECTRO-STATIC 
FILTRATION 


Electronaire represents a new concept in permanent air filters 
for furnaces and air conditioners. The filtering agent is the 
new miracle fiber, Acrylast, a product of Dow Chemical 
Company. Its electro-static properties grip and hold the dust, 
dirt and pollen that would go thru an ordinary filter. 


Electronaire will never rust, corrode, or deteriorate. Aluminum 
frame and galvannealed steel grille last a lifetime and main- 
tain uniform rigidity. There is nothing to wear— nothing to 
replace. Simply wash in plain water to clean. No oiling is 
required. 


Model 600-B 


The most popular and successful of all humidifiers 
for many years. More than two million are in 
use today. It's the humidifier for warm air fur- 
maces of the standard type, including winter 
air conditioning. 


Model 450 


Hangs on the side of the heater — evaporating 
plates reach into the air stream. Useful in coun- 
terflow, highboy, floor furnaces and space heaters, 
where space doesn't permit the use of Series 600. 


Model 760 


This increasingly popular duct type installation 
does an exceptional job of humidification. Note 
how the unit is installed on the bottom outside of 
the trunkline, leaving only the plates entirely 
exposed to give maximum evaporation without 
any obstruction. Airflow scrubs both sides and 
full length of each Vapoglas Plate. 





When next you replace evaporation plates, replace with pure glass wool 
Vapogins Plates. They last longer without clogging and absorb more 
water than any other plate in use today. Standard on all Skuttle Humidi- 
fiers using plates, sell Vapoglas Plates for replacement and make o 


good profit! 


GS MANUFACTURING COMPANY 





MILFORD, MICHIGAN 


In Canada: Contact WAIT-SKUTTLE CO., OAKVILLE, ONTARIO 
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YOU AND THE LAW 


Is Employer Liable for Job Risks? 


Courts rule that the employer must provide a safe place 


to work and must inform the employee of certain risks 


and latent danger which are unknown to the workman 


IN THE INSTALLATION of summer air 
conditioning and warm air heating 
equipment there inevitably arises the 
risk of injury to employees engaged 
in the work. In some instances the 
loss an injured workman suffers in 
time, medical expense, suffering and 
other ills is properly chargeable to 
the employer. At other times these 
losses must be borne by the employee 
himself. 

In a recent decision by a court of 
one of the west coast states, distine- 
tion between risks assumed by the 
employee, for which he can look for 
no compensation, and those for which 
liable, is 


the employer is clearly 


pointed out. 


Must Point Out Risks 


“It is the employer's duty to fur- 
nish his employee with a reasonably 
safe place to work. The law implies 
and fixes upon each certain duties 
and responsibilities which are recip- 
rocal in their nature. These duties are 
that the employer shall furnish the 
employee with a_ reasonably safe 
place in which to work and _ shall 
take the precaution of an ordinarily 
prudent man in keeping the place 
reasonably safe. 


“He shall 


with proper tools and appliances that 


furnish the employee 
are reasonably safe for the use _re- 
quired of them and use ordinary care 
in so keeping them. He shall in case 
of any latent or hidden danger 
known to him and unknown to the 
employee, tell the employee of the 
existence of such danger and the pos- 
sibilities of consequent injury: and 


he shall employ only such workers 


4 


as have sufficient intelligence to ap- 
prehend the danger, if any, of the 
situation. 


Reasonable Care Required 


“The employee in his turn takes 
upon himself the obligation of using 
such care and precaution for his own 
safety as an ordinarily prudent man 
would use under like circumstances 
and assumes the risk of injury from 
obvious and apparent dangers, and 
the same force of reasoning which 
holds the employee to assume the 
risk of only obvious and apparent 
dangers releases the employer from 
liability for dangerous conditions or 
situations of which he has no knowl- 
edge or of which he could not ac- 
quire knowledge in the exercise of 
ordinary diligence on his (the em- 
ployee’s) part.” 

Trolley ladders used in reaching 
fitting bins were suspended by two 
grooved wheels from a track fastened 
near the ceiling to facilitate access to 
supplies in bins lining the walls of 
one shop. Rollers on which these lad- 
ders moved were guarded from leav- 
ing the track by metal lugs. In one 
instance a lug was missing. Attempt- 
ing to reach one of the bins, an em- 
ployee shifted his weight to the side 
of the ladder unprotected by the lug. 
Both employee and ladder went to 
the floor. 

In defense to the ensuing suit, the 
shop owner held that the absence 
of this protective device was so ob- 
vious that any person using the lad- 
der was chargeable with notice of 
that fact and assumed the natural risk 
of the danger involved in performing 
the job, 


“It does not follow that because 
the absence of this device from the 
ladder was obvious and the knowl- 
edge of the defective condition of 
that appliance was therefore imput- 
able to the employee, he is to be held 
to have assumed the risk of injury 
resulting from its use.” 

Some years ago the United States 
Supreme Court reversed a judgement 
in favor of an employee and outlined 
this rule governing the extent to 
which an employee assumes the risks 
that go with the everyday perform- 


ance of his work. 


Some Jobs More Dangerous 


“Some employments are necessar- 
ily fraught with danger to the work- 
men danger that must be and is 
confronted in the line of his duty. 
Such dangers as are normally and 
necessarily incident to the occupation 
are presumably taken into account in 
fixing the rate of wages. 

“But 
naturally incident to the occupation, 
may arise out of the failure of the 


risks of another sort, not 


employer to exercise due care with 
respect to providing a safe place of 
work and suitable appliances for the 
work. This the 
treated as assuming until he becomes 
aware of the defect and of the risk 


arising from it, 


employee is not 


unless defect and 
risk are obvious to a prudent person. 

“When the employee does know of 
the defect and appreciates the risk 
that is attributable to it, then if he 
continues in the employment without 
objection or without obtaining from 
the employer or his representative an 
defect will be 


remedied, the employee assumes the 


assurance that the 


risk even though it arises out of the 
employer’s breach of duty.” 


ion applic f actual 
thered that legal rules 
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sein ascension 


With Multi-Trol commercial registers you get performance and versa- 
tility no others can equal. Where ordinary commercial registers are 
too deep to be used with standard ducts, Air Control’s exclusive 
Shallo-Valve solves the problem. Multi-Trol 4-way deflectional regis- 
ters with Shallo-Valve can be installed in standard 314” ducts, and 
still leave ample space for adequate air flow. That’s the important 
difference between Multi-Trol and any other commercial registers. 


EXCLUSIVE WITH MULTI-TROL 
COMMERCIAL REGISTERS 


Multi-Trol Shallo-Valve louvers are the 
opposed-action type, designed to deliver air 
evenly over the face of the register at any 
velocity. When closed, air pressure seals 
the valve tightly, preventing annoying 
whistles. Adjustable bars and opposed- 
action valves provide positive 4-way con- 
trol of the air stream. The Shallo-Valve 
of Multi-Trol registers, only 214” deep, re- 
quires no special duct work in commercial 
or residential heating-cooling installations. 


WRITE FOR CATALOG 56-AC 


SHOWING THE COMPLETE MULTI-TROL* LINE 


In 
AN 





AIR CONTROL PRODUCTS, INC., Dept. A, Coopersville, Mich. 


ADJUSTABLE 
DEFLECTION EVEN DISTRIBUTION OVER FACE 


po | UE BADLDUNEI 
2 Yq our ° sy ; . WW R\\ 
4 ; A /\ 


AIR PRESSURE SEALS . f “orn 


VALVE IN CLOSED POSITION 


Only Multi-Trol commercial registers by Air Control offer 
you all these advantages: 


Key-operated Shallo-Valve — Minimum Air Resistance — 
Air Foil Contour Face Bars — Modern Styling with smooth, 
rounded corners — Handsome beige finish. Pivots of 
adjustable face bars are locked into margin, can’t pull out. 


Multi-Trol registers and grilles come in a wide range of 
sizes and styles for every need. See your favorite jobber. 


*Patent Pending 
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JONES & LAUGHLIN INTRODUCES 


JALZINC is Jones & Laughlin’s 
new trade name for its high quality 
zine coated steel sheet and coiled 
product. JALZINC answers your 
toughest forming, rolling and 
drawing problems. 

Produced by the proven Send- 
zimir process, JALZINC has a tight, 
uniform coating that resists crack- 
ing and flaking. The high lustre 
finish greatly improves the ap- 
pearance of your end product. 
JALZINC is available in a wide 
range of gages and widths in both 
cut lengths and coils. 

Users are enthusiastic about 
JALZINC’S uniform ductility, flat- 
ness and surface finish. Write to- 


day for complete details. 


Jones & Laughlin Steel Corporation 
Dept. 512, 3 Gateway Center 
Pittsburgh 30, Pa 


Please send literature on JALZINC 
Please have J&L representative call 


Name 


J&L inspector examines a roll of 18 
gage JALZINC as it is coiled on a reel of 
the new Sendzimir continuous line. 


= 


Jones & Laughlin 


STEEL CORPORATION: PITTSBURGH 
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WHAT THE ASSOCIATIONS ARE DOING 





Indiana Hears Business Management, 


Sales Promotion Tips at District Meet 


{ SEMINAR ON BUSINESS MANAGEMENT, sales promotion, 
accounting procedures, overhead costs and summer air 
conditioning highlighted the mid-year district meeting 
of the Sheet Metal and Warm Air Heating Contractors’ 
Association of Indiana in Terre Haute on July 20. Frank 
EK. Anderson, executive secretary, announced the start 
of the “100 mile classic,” a drive to obtain 100 new mem- 
bers for the association before the annual convention in 
February 1957. 

The seminar panel consisted of William E. Garber, Jr.. 
Farquar Heating Service Co., Indianapolis, as moder- 
ator; Walt Stevenson, Hoosier Heating and Sheet Metal 
Co., Terre Haute dealer; J. W. Ridgway, J. W. Ridgway 
Co., Frankfort dealer; J. W. Barrow, auditor, Peerless 
Corp.; and Clyde M. Barnes, editor, American Artisan. 
\ summary of the information presented on overhead 
costs by Walt Stevenson included a list of expenses he 
includes in his 18 percent overhead costs. These expenses 
are sales costs (including salesmen’s commissions) , office 
supplies, hidden labor costs (non-productive labor), in- 
surance, taxes (all forms). telephone, advertising, travel, 


entertainment, legal and office salaries. 


Close Those Delinquent Accounts 


In answer to a question dealing with delinquent ac- 
| 


counts, Mr. Stevenson said he tries to reach an agreement 


EVENING’S ACTIVITIES included song along with the work of the 
meetings. Seated are, (1 to r), J. E. Hartman, S. P. Sheerin, Ben Paller, 


Virgil Cook, Bob Sorrels and Carl Hilgediek 
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with a customer at the time of the sale as to whether the 
bill is to be paid at the time the job is completed or if 
time payments are desired. If time payments are pre- 
ferred, he usually handles the sale through the FHA. If 
cash is agreed upon, he endeavors to collect the full 
amount at the time the job is checked out. 

If the cash account is not paid within 55 days, he 
places a lien against the larger jobs and turns smaller 
accounts ($25 - $50) over to an attorney to collect. He 
reminded the dealers that any customer who owes any 
sizable amount is a poor customer and is not likely to 
attempt to purchase any other products as long as he is 


in arrears with his account. 


Problem of Obtaining Capital Discussed 


The problem of obtaining sufficient capital to operate 
during peak business periods was discussed by J. W. 
Barrow. Mr. Barrow indicated that if a dealer would 
contact his banker 30 to 60 days ahead of his need for 
capital, it would help considerably in obtaining any loan 
necessary as the ability to look ahead and plan to meet 
abnormal conditions helps to influence bankers in reach- 
ing a decision on requests for capital loans. 

A second suggestion by Mr. Barrow was the utiliza- 
tion of partial and progress payment methods. 


(Continued on page 98) 


MIDYEAR MEETING COMMITTEE 
goes over last minute details. Standing 
are (1 to r) Don McCloskey and William 
E. Gerber, Jr.; seated, J. J. Beard and 
Frank E. Anderson 





WITH THE ASSOCIATIONS 


(Continued from page 97) 





Speaking on the handling of summer air conditioning 
service problems, J. W. Ridgway emphasized the impor- 
tance of a thorough spring startup procedure He sug- 
gested that for remote air cooled condensing units the 
condenser be washed and blown clear with a portable 
air compressor, blower blades be cleaned, fan and motor 
bearings oiled, and belts cleaned and checked for align- 
ment, 

The cooling coil should also be washed and blown out 
in the same manner as the condenser. Also, the blowe1 
and motor bearings should be oiled and belts cleaned 
and checked for alignment. 

The final item in the spring startup check, Mr. Ridg- 
way said, is an operational check in which all safety 
control settings are checked and adjustments made 
wherever indicated. 

Sales promotion ideas used by dealers throughout the 
country were summarized by Clyde M. Barnes, who sug- 
gested that dealers and contractors could adapt them to 
their local areas with good results. He pointed out the 
value of participation in local civic events, tying in with 
public construction projects, and enlisting the aid of the 
local newspaper to publish items showing the part sheet 


metal plays in everyday living. 


Steel Price Boost Seen 


When asked about the effect the steel strike might have 
upon the sheet metal, heating and cooling industry, Mr. 
Barnes indicated that costs would probably go up be- 
tween 7 and 8 percent on material bought for resale and 
suggested that estimators figuring proposals for future 
jobs would do well to add 10 percent to all material costs 
involved, The additional 2 to 3 percent over the antici- 
pated increase in material costs allows for the dealer's 
overhead involved in material pricing. 

The “100 mile classic” membership drive was outlined 
by Frank FE. Anderson, who described the details of the 
contest which ends January 31, 1957. The winner of the 
contest will be announced at the annual convention in 
Indianapolis, February 8. The grand prize will be a 
portable television set. 

The meeting was sponsored by Braden Mfg. Co., Terre 
Haute wholesaler. J. G. Beard was the host of the eve- 
ning, serving refreshments before and after the meeting 


as well as the dinner. 


Ohio Revises Constitution, Bylaws 


THE CONSTITUTION AND BYLAWS of the Ohio Sheet Metal 
Contractors Association were revised recently by a five- 
man committee composed of President D. E. Mannen, 
H. Fravel. Jr.. Robert Butler, Lee Jones and Don Die- 
terle. The committee has requested a draft of the revi- 
sions be completed and submitted to the board of dire 


tors. The board’s findings will be presented to the mem 


bership for adoption at the state convention in Cleveland, 
Feb. 25-27. 

Convention committee chairmen also have been elected. 
They are Charles Pressler, speakers; Milt Thesmacher, 
publicity (local); Gail Roma, program; Art Grumney, 
registration; Al Fassinger, reception; Jack Mannen, ho- 
tel; Doug Winning, entertainment; Don Pennell, secre- 


tary-treasurer; and Ed Korner, solicitations. 


MEMBERS OF THE WHOLESALE executive management 
school are: (I to r), seated, Alfred J. Slater, Robert C. Mac- 
Intyre, Joseph Forshaw, III, Kenneth W. Spencer, Raymond 
N. Fenley and Albert V. Chenot; standing, Roger L. Wharton, 
James E. Wharton, Jr., Victor L. Maurer, Professor T. N. Beck- 
man, Thomas J. Frank, Lester K. Conrad, Jr., Paul H. Bolton 
and Arno L. Harding 


Management Course Gets Acceptance 


ACCEPTANCE OF THE National Heating and Aircondition- 
ing Wholesalers’ executive management course is gain- 
ing popularity day by day. 

“I feel it hard to describe my enthusiasm for the man- 
agement course,” states Joseph Forshaw, II], Forshaw 
of St. Louis, Inc. St. Louis, describing his enthusiasm 
for the recent Ohio State course. “I think that such a 
course can either be a great success or a complete failure. 
I felt this one was successful beyond my finest expecta- 
tions. Actually, the thing which I believe was most bene- 
ficial in the course were those ideas and theories I had 
never thought too much about which I picked up both 
from the instructors and the students. | came to the 
school expecting to get the answers to many questions 
that presented a problem to me. Many of these were an- 
swered, but it was those new questions | had never 
thought about that were brought up and discussed which 
impressed me as making the course worthwhile. I suppose 
to sum it up, I would say that the broadening influence 
of such a week is the most outstanding benefit gained 
from it. There is another member of our organization 
who very much wishes to attend next year, so put us on 


the mailing list early when you announce the course.” 


(More association news on page 102) 
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Simple rules for 


The copper linings for built-in gutters are likely to 
be subjected to rough usage and unusual stresses 
because of their confinement in the trough of wood 
or concrete that forms the gutter. 

A few simple rules learned from experience 
should guide their design and construction. 

The copper should be of a gage in keeping with 
the scale of the work. For example, the gutter 
shown in the drawing, with the 8-inch-wide bot- 
tom commonly used for houses, should be of 16- 
ounce copper. A bottom 12” wide requires 20-ounce 
copper ... 18” wide, 24-ounce copper. .. anything 
wider, 32-ounce copper. 

It is important that the copper be of cornice 
temper so that stresses from expansion and contrac- 
tion can be distributed and absorbed. 
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that can take a beating 


All gutters must have free-sliding edges and ex- 
pansion joints located midway between downspouts. 

For detailed recommendations and suggested 
specifications on this and many other uses of cop- 
per in sheet metal construction, send today for your 
free copy of The American Brass Company's new 
Publication C-1, “Modern Sheet Copper Practices.” 
It is a practical guide—designed for architects, 
specification writers, and sheet metal contractors— 
with clear, concise suggestions for meeting every- 
day problems. Just write The American Brass Com- 
pany, Waterbury 20, Conn. 


6631 


For protection that lasts, use 
SHEET COPPER 








na Bermuda, —— 
\for.Two! 





Dun | 


AquaMagic 
HUMIDIFIERS 


Still the world’s only humidifier with a guaranteed 
leakproof glass pan that eliminates irritating call- 
backs caused by old-fashioned pans. Now, with ten 
feet of new corrosion-proof polyethylene tubing, for 
trouble-free installation without tools. Installation is 
easy even in the smallest plenums. 








Mr. Heating Dealer: 


Thanks for Making The Viking AquaMagic 
America’s Fastest Selling Humidifier! 


To help you make even greater sales during the 1956-57 
Humidifier Season, we're offering you this new ex- 
panded “profit program”. 


Free Merchandise . . . Were renewing our now 
famous “Humidifier Deal” of 1955 to give you 
the same generous profit picture you preferred 
in 1955. 

Free Promotion Kit. . . To help you generate ac- 
tion among your employees and customers, we're 
providing bumper strips, window streamers, fur- 
nace signs, door signs, newspaper ad mats, radio 
commercials and publicity releases for your use. 
Bermuda Vacation Contest... Everyone has a 
chance to win regardless of size or volume. An 
exciting vacation of swimming, sightseeing, golf, 
tennis and relaxation at the luxurious Castle Har- 
bor Hotel in beautiful Bermuda. Your promotion 
idea can make you a winner. 


Your Viking Distributor has Entry Blanks and Details 
He'll give you the complete details on “Viking’s 1956 
Humidifier Deal”. He'll see that you get your “Free 
Promotion Kit” and “Bermuda Contest Instructions 
He can help you create Humidifier sales volume you 
never dreamed of, 


Act Today ... So You Won't Miss Out on “Bermuda Contest”! 





AIR PRODUOTS | O Wiking Products 


Division of The National-U. S$. Radiator Corporation 
5601 WALWORTH AVENUE * CLEVELAND 2, OHIO 


Window Fans ® AtticFans 
Blower Packages 
Blower Assemblies 
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For your packaged Air Conditioner 


Be positive your air conditioner can qualify in the 
tough, competitive battle for public acceptance! 
Give your packaged unit a true, fighting heart with 
COPELAMETIC, the motor-compressor that sets the 
pace. 

Every inch the champion, rugged COPELAMETIC 
has exceptionally high power factor to assure top per- 
formance at low operating cost. This quiet-running 
motor-compressor has the extra efficiency of suction 
cooling—a tremendous sales advantage in areas where 


water is not available or is too costly. Large fin surface 
provides faster, more efficient cooling. 

Rotating parts are statically and dynamically balanced 
for quiet, smooth operation, Swedish steel valve reeds 

. precision-machined bronze bearings and bushings 

. hard, forged bronze rods . . . all add up to years 
of perfect, attention-free service. Forced-feed lubrication 
protects all moving parts. Put your packaged air condi- 
tioner in the championship class with COPELAMETIC, 
the accessible hermetic. 


Suction-cooled Lope/amefic motor-compressors 


FREON-12 Models 


2, 3, 5, 7% HP. 
Model shown is 
8R6-200, 2 H.P. 





SINCE 19178 


FREON-22 Models 


3, 7% and 10 H.P, 
Model shown is 
the new 9R8-1000, 


CORPORATION, Sidney, Ohio 
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WITH THE ASSOCIATIONS 


(Continued from page 98) 





WELCOME COMMITTEE extends greetings to W. A. CONGRATULATIONS TO association’s retiring pres- 

Kuechenberg, (center), president of the Sheet Metal and ident, James H. Welch (center) are offered by C. W. 

Air Conditioning Contractors’ National Association. Nessel (second from right), Minneapolis-Honeywell 

Greeting him at the Georgia meeting are Leroy Still Regulator Co. Looking on are: Dr. C. L. Clifton (left) 

(left) and W. M. Jones and John Mauldin, representatives of the State Board of 
Codes and Licensing 


Georgia Holds State Meeting Other officers are: Aaron Newman, vice president; and 
Leroy Still, treasurer. Directors elected for two-year 
terms are: Joel A. Wier,; J. D. Booth,; John L. Kenny; 
and C. W. Bryan, Jr. James M. Brown was re-elected for 


two years. 


THe SHeet Meta. Roofing and Air Conditioning Con- 
tractors’ Association of Georgia held its annual state-wide 
convention recently in Savannah with discussions being 
presented by W. A. Kuechenberg, president, Sheet Metal 
and Air Conditioning Contractors’ National Association: 
( W. Nessell. Minneapolis-Honeywell Regulator Co.; 


John Mauldin. chairman of the state board of heating 


Directors who retained their offices are: Charles A. 
Sapp. J. D. Faulkner, Jr.. Wendell Townsend, J. L. 
Widener, and Jack Davis. 

The 1957 convention has been scheduled for March 
21-24 at the Atlanta Biltmore Hotel, Atlanta. The South- 


east Trade Exposition, which will be a part of next year’s 


contractors; and Joe Hawkins, representative of the U.S. 
Department of Labor, Bureau of Apprenticeship. 


New president for the association is L. D. Herndon. : : : toe 
convention, has received wide approval by the association 


members. More than half the booth space has been re- 
served. 

Complete program arrangements with speakers will be 
made by early December. Publicity announcements will 
follow the first of the year. 

In making his keynote speech before the convention, 
James H. Welch, outgoing president, gave a brief summa- 
tion of the association’s activities during the year, which 
included a decision to enlarge the association’s activities 
and include a trade exposition during the 1957 conven- 
tion. 

A discussion on apprenticeship training was made by 
Joe Hawkins, representative of U.S. Department of Labor. 
Bureau of Apprenticeship Training. Mr. Hawkins out- 
lined the advantages of local training programs and 
urged all groups to take full advantage of both federal 
and state resources available for the training of skilled 
journeymen. 


NEW GEORGIA ASSOCIATION officers are: (1 to r) 


L. D. Herndon, president; Leroy Still, treasurer and 


Labor and management relations were discussed by 


1 Newman, v ores > ; 
Aaron Newman, vice president (Continued on page 106) 
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BIG SAVING! 


10 and 16-ounce 

Chase Thru-Wall Flashing 
actually gives you 

more copper 

at less cost! 





emember, it’s the COPPER that does the water. 
proofing job of flashing through a masonry wali—and the 
expenditure should bring the MOST COPPER to the job. 


. 


Why pay for thinner copper (and less protection) ini : 
when you can get the full protection of Chase Thru-Wall Typical Chase Thru-Wall Flashing installation. 
Flashing for less money? 


10-ounce Chase Copper Thru- Wall Flashing costs 25 % 
less than 7-ounce “copper fabric” or membrane flashing, 
yet Chase gives you 42% more copper! 


16-ounce Chase Copper Thru-Wall Flashing, which 
costs only about 8% more than 7 oz. membrane flashing, 
actually gives you a bonus of 128% more copper! 


Chase Copper Thru-Wall Flashing is made from rolled 
temper copper—not just a dead soft “deposited” temper. ® 
(This feature alone means years more service!) And Chase 
Flashing has a 3-way bond keyed right into the metal —a BRASS & COPPER CO. 
watertight bond secures the wall for good! WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION 
The Nation’s Headquarters for Brass, Copper & Stainless Steel 


, . : Atlanta Ch Denver Ind Minneapolis Philadetphis 
details and specifications. —. a oon men . Pittshergh 
Beston Clevelend Grand Rapids Los Angeles New Orieans Providence 
Chariots Dallas Houston M twaukee New York Rochester 
St. Louis San Francisco Seattle Waterbury 


For more information, write for free folder giving 
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WELCOME COMMITTEE extends greetings to W. A. 
Kuechenberg, (center), president of the Sheet Metal and 
Air National 
Greeting him at 
Cleft) and W. M 


Association. 
Stull 


Conditioning Contractors 


the Georgia meeting are Leroy 


Jones 


Georgia Holds State Meeting 
METAL. 


Association of Georgia held its annual state-wide 


THE SHEET Roofing and Air Conditioning Con- 
tractors’ 
in Savannah with discussions being 
A. Kuechenberg, president, Sheet Metal 
and Air Conditioning Contractors’ National Association; 
C. W. Nessell, Minneapolis-Honeywell Co. ; 
John Mauldin. of the state board of heating 


contractors; and Joe Hawkins, representative of the U.S. 


recently 


presented by W 


convention 


Regulator 


( hairman 


Department of Labor. Bureau of Apprenticeship. 


New president for the association is L. D. Herndon. 


NEW GEORGIA ASSOCIATION officers are: (1 to r) 
L oe Still, 


Aaron Newman, vice president 


Herndon, president; Leroy treasurer and 


CONGRATULATIONS TO association's retiring pres- 
ident, James H. Welch (center) are offered by C. W. 
Nessel (second from right), Minneapolis-Honeywell 
Regulator Co. Looking on are: Dr. C. L. Clifton (left) 
and John Mauldin, representatives of the State Board of 
Codes and Licensing 


Other officers are: Aaron Newman, vice president; and 
Leroy Still, treasurer. Directors elected for two-year 
terms are: Joel A. Wier,; J. D. Booth,; John L. Kenny; 
and C. W. Bryan, Jr. James M. Brown was re-elected for 
two years. 

A. 
L.. 


Charles 


J. 


Directors who retained their offices are: 
Sapp. J. D. Faulkner, Jr.. Wendell 
Widener, and Jack Davis. 

The for March 
21-24 at the Atlanta Biltmore Hotel, Atlanta. The South- 


east Trade Exposition, which will be a part of next year’s 


Townsend. 


1957 convention has been scheduled 


convention, has received wide approval by the association 
members. More than half the booth space has been re- 
served. 

Complete program arrangements with speakers will be 
made by early December. Publicity announcements will 
follow the first of the year. 

In making his keynote speech before the convention, 
James H. Welch, outgoing president, gave a brief summa- 
tion of the association’s activities during the year, which 
included a decision to enlarge the association’s activities 
and include a trade exposition during the 1957 conven- 
tion. 

A discussion on apprenticeship training was made by 
Joe Hawkins, representative of U.S. Department of Labor. 
Bureau of Apprenticeship Training. Mr. Hawkins out- 
lined the advantages of local training programs and 
urged all groups to take full advantage of both federal 
and state resources available for the training of skilled 
journeymen. 


Labor and management relations were discussed by 


(Continued on page 106) 
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BIG SAVING! 


10 and 16-ounce 
Chase Thru-Wall Flashing 
actually gives you 
more copper 
at less cost! 


emember, it’s the COPPER that does the water- 
proofing job of flashing through a masonry wall—and the 
expenditure should bring the MOST COPPER to the job. 


Why pay for thinner copper (and less protection) 
when you can get the full protection of Chase Thru- Wall 
Flashing for less money? 


10-ounce Chase Copper Thru- Wall Flashing costs 25% 
less than 7-ounce “copper fabric” or membrane flashing, 
yet Chase gives you 42% more copper! 


16-ounce Chase Copper Thru-Wall Flashing, which 
costs only about 8% more than 7 oz. membrane flashing, 
actually gives you a bonus of 128% more copper! 


Chase Copper Thru- Wall Flashing is made from rolled 
temper copper—not just a dead soft “deposited” temper. 
(This feature alone means years more service!) And Chase 
Flashing has a 3-way bond keyed right into the metal —a 
watertight bond secures the wall for good! 


For more information, write for free folder giving 


details and specifications. 
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Typical Chase Thru-Wall Flashing installation. 


® 
BRASS & COPPER CO. 


WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION 


The Nation’s Headquarters for Brass, Copper & Stainless Steel 


Atlanta Chicage Denver Indianapolis Minneapolis 

Baltumore Cincinnat; Ostreit Kansas City, Mo. Newark 

Beston Cleveland Grand Rapids los Angeles New Orieans 

Charlotte Oalias Houston Milwaukee New York 
St. Louis San Francisco Seattle Waterbury 





immediate 
deliveries 


FROM OUR WAREHOUSE 
OR WHOLESALER STOCKS 








Added to all the other good reasons for 
choosing Nesbitt Gas-Fired Unit Heaters 
is this one: IMMEDIATE DELIVERY. 








The Nesbitt plan of production commits us to 
~ maintaining ready stocks of all sizes 
right through the PEAK SELLING SEASON. 
This means that you can order any size 


__ Nesbitt Gas-Fired Unit Heater for 
any type of gas or gas-air mixture 
RIGHT NOW or at ANY TIME during 
the heating season and expect it to move 
IMMEDIATELY direct to your job. 


Seven sizes: 400 to 2900 cfm; 
25,000 to 200,000 Btu/hr input. tT 
For all gases and gas-air mixtures. 
Beauty, comfort, structural quality, } 
space-saving installation and service 
economies make Nesbitt your best choice. 
Send for Publication 280 today. 
John J, Nesbitt, Inc. Philadelphia 36, Pa. 


Wenhitt 4 cas-rimeo ue eeerens 


Approved by AGA and Canadian Standards Assn; listed by Underwriters Laboratories; sold through wholesalers 
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PUT AN END TO “TO 


Dodge Reports on 
new construction help take 
the “chance” out of selling 


-UP” SALES 


In the field of new construction, making a sale is pos- 
sible only after someone has decided to build. After 
that it’s no more than a “toss-up” that you will get the 
order unless you know where the sale can be made, on 
whom to call and when! Dodge Reports give you this 
sales-getting information. With Dodge Reports you'll 
know in advance who’s building what and where, and 
when to make your bid for the business—you’ll know 
the man to see, and when to see him. Furthermore, 
when you get Dodge Reports, you get more than rou- 
tine advance information—you get the fastest, most 
complete construction news service you can economi- 





cally use. Here’s why... 


BETTER REPORTING 


Dodge employs more than 
1,000 reporters covering 
every local area east of 
the Rockies. Backed by 
65 years of service to the 
industry, together with the 
prestige of Dodge publi- 
cations and services, only 
Dodge reporters have such 
welcome access to so 
many news sources in all 
construction fields. 





SPECIALIZED BY FIELD 


Dodge offers 3 specialized sell- 
ing services .. . covering (1) 
General Building Construction, 
(2) Houses, and (3) Engineer- 
ing Projects. You get thorough 
coverage of the type of construc- 
tion that interests you without 
wading through piles of unnec- 
essary reports. And by choosing 
just the service or services you 
need, you get the most econom- 
ical reporting. 





INDIVIDUALIZED FOR YOU 


In addition to specialization by type 
of construction, Dodge makes it pos- 
sible for you to select the type and the 
size of project on which you desire in- 
formation, as well as the specific terri- 
tory you want covered. You may choose 
whatever you need from the 26 differ- 
ent classifications in the General Build- 
ing Service, 3 types in the House 
Service, and the 11 kinds of projects 
covered by the Engineering (Heavy 
Construction) Service. 


There is a Dodge Reports Service for you. For complete information, write today. Use this coupon. 


~~) 


‘ 
~ 
“~ 
< 
o 


Dodge 
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OU) 
My, 


eports 

For Timed Selling to the Construction Industry 
4 25 . 
“iw 


ete ee RS _ 


F. W. Dodge Corporation, Construction News Division 
119 West 40th Street, New York 18, N. Y. AA1056 


Please let me see some typical Dodge Reports for my area. | Gm inter- 


ested in: 


[] Houses 


[] Engineering Projects 


[] General Construction 


Area___ 
Company 








City a: 
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William A. Kuechenberg, while G. Lester Forbes, senior 
southern representative for Johns-Manville, presented a 
thumbnail sketch of seven all-day clinics which were con- 
ducted by his company. 

As new president of the association, Mr. Herndon made 
committee chairmen appointments during a special ad- 
visory committee meeting in Macon. New committee 
chairmen are: J. D. Knox, suppliers relations; 1. Marvin 
Kelly, Jr.. labor relations; Jack West, finance; W. H. 
Dunlap, membership; John R. Tufts, legislative; John 
Mauldin, bylaws and regulations and FE. L. Murphy, sup- 


pliers ady isory. 


Avoid Price Cutting, Toronto Told 


Iv A BUSINESS IS TO PROSPER and experience profit, price 
cutting should be avoided, Al Easson, president, Sun- 
shine Heat-o-Matic Co., Toronto, told members of the 
Toronto chapter of the National Warm Air Heating and 
Air Conditioning Association of Canada at a recent meet- 
ing. 

An appeal to charge the correct price for a heating 
installation and not rely on price cutting to gain volume 
was urged by Mr. Easson. “A job, no matter how small, 
should return a reasonable profit. A reasonable profit 
should be at least 30 percent of the selling price,” Mr. 
Easson stated. 

During the meeting, two new contracting forms were 
introduced, The dealer costing form will aid in assisting 
the contractor to arrive at a net job profit, and the deal- 
er warm air heating agreement was processed with the 
idea of giving the contractor complete protection on 
signing up a certified bonded heating sale. 

A consumer certificate, to present to a home ownet 
who is purchasing a home which has a certified bonded 
heating installation, is being developed by the associa- 
tion. The certificate will list the highlights and guarantee 
of the installation, 


New Apprentice Standards Adopted 


NEW APPRENTICESHIP STANDARDS for Los Angeles have 
been adopted by members of labor and management at a 
recent Joint Apprenticeship Committee meeting. 

One of the revisions states that the secretary of the JA¢ 
shall be the field representative and treasurer employed 
by the JAC. Functions of the JAC were also outlined in 
the new standards. The revisions state the functions, 
duties and responsibilities of the JAC shall be: 1) to 
formulate and make operative such rules and regulations 
as they deem necessary and which do not conflict with 
the specific terms of the collective bargaining between 
the parties and the law; 2) to govern the operation of 
an adequate apprentice training system to meet the needs 


and requirements of the trade. 


106 


The apprenticeship standards for Los Angeles were 
first approved in 1937. They were amended and approved 
in 1940 and since that time there have been numerous 
changes which have altered the content of the standards. 


New Ventilation Requirement Passed 


A NEW VENTILATION REQUIREMENT has been written into 
the Minneapolis heating code, according to the Minne- 
apolis Sheet Metal and Roofing Employers Association. 
The amendment requires that in all new buildings the 
water closet compartment or bathroom shall have at least 
one window opening directly to the outside. Also, the 
aggregate area of windows for each water closet or bath- 
room shall be not less than one-eighth of the floor area. 
But mechanical ventilation may be provided in lieu of the 
windews, the amendment states. 

“Such mechanical ventilation shall consist of a motor 
driven fan installed so as to ventilate such water closet 
compartment or bathroom. The motor driven fan shall be 
controlled by a delayed action switch which shall operate 
both the lighting and fan motor and shall be so arranged 
that the room shall be provided with one complete air 
change per minute after the electric switch has been 
placed in the off position,” the amendment states. 

The Minneapolis association voted to make decals of 
the association insigna for distribution to the members. 
The decals will be printed on the side of dealers’ trucks 
in an effort to make the Minneapolis home owner more 
conscious of the association and dealer connection with 
the group. The certified adequate heating committee met 
recently to discuss setting up guides for the dealers in- 


terested in the program. 


Canada Sets Heating Schools 


THe NationaL WARM Air Heating and Air Conditioning 
Association of Canada will hold four-day schools to give 
instructions on certified heating installations. 

The places and times of the schools are: London and 
Hamilton. Jan. 8-11: Regina and Belleville, Jan. 15-18; 
Victoria and Montreal, Jan. 22-25; Calgary and Halifax, 
Jan. 29-Feb. 1; Fort William and Niagara Falls, Feb. 4- 
7: Toronto and Winnipeg, Feb. 12-15; Windsor and 
Vancouver, Feb. 19-22: Montreal and Edmonton, Feb. 
26-Mar. 1; Ottawa and Saskatoon, Mar. 4-7; Quebec, 
Mar. 19-22: Ambherst and Niagara Falls, Mar. 25-29; 
Toronto and Sudbury. April 2-5; and Brantford and 
Banff, April 9-12. 

The schools are being increased from the usual 12 to 
25 this year to make it convenient for as many dealers 
as possible to attend. Two of the school sessions are ad- 
vanced courses. one in Banff for Western Canada and the 
Mar. 25-29 session in Niagara Falls for Eastern Canada. 


(Continued on page 111) 
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Protit with SUPERIOR QUALITY! 


K @ i TZ a R Bei 3 ne teal 


MODERN STYLING adds clean line beauty to any 
home or office. It eliminates out-of-date grilles, 
registers and radiators. Larger floor space offered 
means greater living space and more efficient 
furniture arrangement. 


BUILT TO LAST—KRITZER Air Base is made of 
heavy gauge steel for a lifetime of use. It will stand 
the knocks and bumps of everyday home life 
without looking “beat up.” Finished in rust re- 
sistant, baked-on gray enamel, it can be painted to 
match or harmonize with room decor. 


EASY INSTALLATION— Boot opening can be cut 
any place in unit. Front plate snaps on. Air Base 
can be installed before or after plastering. Also 
easily adapted to old heating systems for home 
improvement. ‘‘Add-on”’ features make a full 
perimeter heating installation feasible in any room. 


HIGHLY EFFICIENT PERFORMANCE —Air flow 
pattern provides a warm air blanket for true com- 
fort. Proper placement will eliminate chilly drafts 


from windows or cold outside walls and will prevent 
YY \ ‘ dust streaking of walls. Cooled air is distributed 
with equal efficiency. 
| dda 


FLUSH MOUNTING RECESSED MOUNTING 









































COMBINATION DAMPER—Control can be ad- 
justed easily to limit opening of shut-off damper 
to simplify balancing of air distribution. 


ASK YOUR JOBBER FOR KRITZER PRODUCTS Write for BULLETIN 701 


‘‘IF IT’S KRITZER, IT’S RIGHT, SIR!’‘ 
3 

Ue ame -  § WAG Sie Geet amt © oe i ie. INC. 

12901 Lawrence Ave. * Chicago 25 
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No duct changes! 


Honeywell’s revolutionary 2-Zone Balancing System with 


only one motor and plenum splitter—provides constant air flow 


through furnace or cooling coil 
Cc 


ZONE THERMOSTAT 


BOVE you see a split plenum burner that 
A uses the Honeywell 2-Zone Balancing 
System. One motor controls the dampers to “SW 
two zones. No additional duct work is neces- 
sary, only a plenum splitter. A simple linkage 
arrangement does the trick 

By gradually decreasing the flow of air in one zone 
while increasing it in the other, the dampers provide an 
automatic balancing system for both zones. One thermo- 
stat controls the heating or cooling unit only, the other 
controls the damper motor and heating or cooling unit. 


ieee 


ZONE DAMPER 


ZONE THERMOSTAT 


Split-level homes, homes with large glass 
areas, with basement recreation Space -_ al- 
most all types of homes in fact—lend them- 
selves CO at least a two-zone system And the 
Honeywell Single Motor System is made-to- 


order for /ow-: 
For complete information on the new Hone ywell 


t two-zone control. 


warm air zone control system, or details on wet heat 
zoning equipment, call or wire the local Honeywell 
office nearest you. Or write directly to Honeywell, Dept. 


AA-10-182, Minneapolis 8, Minnesota. 
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— 
Honeywell’s Durable Modulating Motor 


The M829A is designed specially for low-cost zone control. 
And now you can offer it as part of a simple, single-motor, 
2-Zone Balancing System that brings the price below that 
of conventional two-motor ‘‘on-off’’ systems. 

The M829A is noiseless and has no gears or pumps to get 
out of order. It can be mounted in any position to provide 
a measured amount of heating or cooling through the duct. 


It is easy to install—easy to wire. 


Your choice of these 


thermostats 


Clock F — 
Thermostat Honeywell New simplified wiring 
Round panel for heating— 
cooling systems. 


For heating and cooling 
c c 


Honeywell 


nation , 
nation H Zone Control 
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Honeywell's Single Motor System is easily installed 
on any type of new home or existing warm air sys- 


tem. Here are some typical installations 


T-Duct system utilizing one motor and two 
dampers is shown above. 


Parallel duct system shows both dampers on 


a single shaft 


Split-level home can use this duct damper 
and linkage arrangement. 


Counterflow furnace can utilize this arrange- 
ment for forced warm air perimeter heating. 
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wim WHEELING SoFIITE 


COP-R-LOY GALVANIZED SHEETS 


... the coating won't crack, peel or flake regardless of how you fabricate it. 
It will take a Pittsburgh Lock as easily as it will a simple angle ...and look 
none the worse for it. Matter of fact the coating will take anything the base 
metal will...and still come out looking as smooth, unbroken and shining- 
bright as ever. That’s because Wheeling makes sorTire in a new and different 
way with the zinc coating tighter than ever before possible. 
As a result, seams stay tighter, joints are surer, 
jobs look better, last longer, give utmost customer 
satisfaction. 
Next time you need sheets remember, 
Wheeling makes sorTrre, the tightest-coated gal- 
vanized sheet available. Get in touch with the 
Wheeling warehouse or sales office nearest you for 
full details. 


only 


This is Wheeling’s Louisville warehouse. 
Other Wheeling warehouses and sales offices 
are strategically located throughout the 
country. They all offer immediate delivery 
of warehouse-stocked Wheeling items ann | 
as sorTrre Cop-R-Loy Galvanized sheets, 
Galvanized Furnace Pipe, snap lock or Warehouses: 
closed seam Perimeter Heating or Air Con- New Orleans. New York 
ditioning Pipe, and accessories, Style K ‘ : 
Gutters, Square Conductor Pipe, Flashing, 
Valleys, and fittings. 


WHEELING CORRUGATING COMPANY, WHEELING, WEST VIRGINIA 
Boston, Buffalo, Chicago, Columbus, Detroit, Kansas City, Louisville, Minneapolis, 
Philadelphia, Richmond, St. Louis. Sales Offices: Atlanta, Houston. 
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SHOOTING COURSE par brings congratulations and a 
prize for William E. O'Connor (left) from President Ed 
Stahler 


1045 Attend AC Alliance Golf Outing 


ONE HUNDRED AND Six Chicago dealers and their friends 
attended the eighth annual golf outing of the Air Con- 
ditioning Contractors’ Alliance at River Forest Country 
Club. Elmhurst. August 21. William E. O’Connor turned 
in a score of 72. which is par for the course, to win the 
low gross prize. Al Verbeek was runner-up with Frank 
Schroeder and Charles R. Bennett placing third and 
fourth. 

Low net winners were Phil DuBall. Ed Kennedy and 
Bob Ingerman. Blind bogey winners were Andy Klein. 
William Silverman. Bill O’Connor, I. G. Anderson and 
FE. A. Berg. Prizes were also awarded for contestants’ 
putting ability, with Jim Doar. Bill O'Connor, Dan Col- 


PRIZE COMMITTEE (center) gets help from two assist 
ants, (1 to r), Charles R. Bennett, Frank Schroeder, Larry 
Ingham and Dan Collins 
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lins and Al Verbeek turning in the lowest numbers. Prox- 
imity shot prizes were won by I. G. Anderson and Bob 


Ingerman. 


Air Filter Institute Plans Project 


THE SUMMER MEETING OF THE Air Filter Institute was 
held recently at which time it was authorized to establish 
a permanent office in Washington, D.C., at 300 Inde- 
pendence Ave., S. E. At the same time, the institute 
authorized the underwriting of a joint research project 
on air filtration by the University of Minnesota and the 
American Society of Heating and Air-Conditioning En- 
eineers for 1957, 

New officers for the coming year are Lewis S. Doll- 
inger, president; Albert W. Brown, first vice president; 
William K. Gregory, second vice president; and Arthur 


Nutting. secretary and treasurer. 


Carolinas Elect New Officers 


NEW OFFICERS OF THE Carolinas Roofing and Sheet 
Metal Contractors Association were elected during the 
association’s recent convention in Myrtle Beach, S. C. 
They are: E. L. Scott, president; John Stanley, first vice 
president; J. Roy Martin, Jr., second vice president; and 
Julian M. McKeithan, secretary-treasurer. Directors are: 
W. P. Budd, Jr., J. C. Ware, James Kyle, C. E. Bourne, 
R. E. Spell, Ed Williams, H. M. Browder, W. P. Young. 
Lokie Martin, and Sam Piper. 

Also, a new president of the suppliers group was 
elected. He is Robert T. Thomas. Pittsburgh Corning 
Corp. During the board of directors meeting. they agreed 
to study the feasibility of adopting an insurance plan 
whereby each firm would be able to participate in group 
insurance for themselves and their employees at a_re- 
duced rate. 

There was a total registration of 289 at the convention. 
117 contractors and wives and 172 suppliers and their 


wives. Dates for the 1957 convention are June 13-15. 


Announce Golf Tourney Winners 


PRIZE WINNERS FOR the second Chicago Warm Air Golf 
Association golf tournament, which was held at Itasca 
Country Club. recently, have been announced, They are: 
R. J. Curran, William O’Connor, Neil G. Manny, Bud 
Kevin, Arthur H. Schultz. George Bunt. Al Verbeck, M. 
A. Jackson, Walter Aschliman, R. Restagno, George An- 
derson, Jerry Anderson, E. H. Frick, Joseph Butler, Otto 
Zeman, John Nimith and J. Perna. Forty-eight members 
participated in the tournament, and 50 were present for 


dinner. 


(More association news on page 114) 





This sheet metal worker . . . like his fellow artisans around and smoothly. And you can rely on roofing men to fol- 
the country . . . is familiar with Monel Roofing Sheet. low your specs to the letter. Just ask any roofing contrac- 
With Monel nickel-copper alloy, installation moves fast tor how easy it is to work with Monel Roofing Sheet. 


New hotel uses Monel 
for long life and rugged wear 


Flashings and other exposed metal — are problems. It stands up against these 
work of the new Statler Hilton Hotel — gritty substances . . . resists corrosion 


in Dallas, Texas. are made of Monel caused by chemicals and fumes. 


ing She » 
Roofing Sheet. So figure on Monel when you take 


So are the big architectural louvers. vour base bids for schools. hotels. fac- 
Why was this top quality nickel- tories, office buildings. hospitals and 
copper alloy sheet chosen ? other institutions. If you would like 
F ra numl 7 f reason ! Mone! assistance on specific jobs call on us 
"Oo i ie 8) Cas De ° 
, : : at any time. 
is resistant to corrosion from salt air 
and industrial atmospheres. It is And speaking of assistance, we be- 
strong. It is tough. Stronger and tough- _ lieve that you'll find our booklet, “One pyaitas will serve for the life of the build- 
er, in fact, than any other non-ferrous Metal Roof”, well worth sending for. ing. They’re strong. They're corrosion- 
roofing metal. It shows typical Monel nickel-copper resistant. They're Monel. 
alloy installations. Gives service rec- Sheet Metal Contractor: Lydick Roofing 
ords, and includes many building pho- Co., Dallas. Registered Trademark 


These louvers on the new Statler-Hilton in 


It resists stresses, strains and wear. 

Has a low coefficient of expansion. : . 

; tographs. Write for a free copy today. 
Won't crack during extreme tempera- Bray I 


ture changes. 


Because of this combination of prop- 


erties, lighter gauges than commonly The International Nickel Com any, Inc. 
Inco, pany 


used can be sper ified. This means less 67 Wall Street New York 5, N. Y. 


cost per square foot In many instances, 


Monel Roofing Sheet is also ideal 


for localities where dust, dirt or soot Monel Roofing... the life of the building” 
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CRESTOLOY END CUTTING NIPPERS 


Each and every No. 72, 6’. Also in 7” size. 


CRESTOLOY PLIER is 


CRESTOLOY HEAVY DIAGONAL 


CUTTING PLIERS 
No. 542, 7” size only. 


individually tested ! 


CRESTOLOY LINEMENS’ SIDE 
CUTTING PLIERS 
No. 1950, 8". Also in 6” and 7” sizes. 


CRESTOLOY LONG NOSE SIDE 
CUTTING PLIERS 
No. 654, 6”. Also in 7” size. 


CRESTOLOY DIAGONAL CUTTING 
ond has tested 
100% PLIERS 
ats foctorily No. 942,6”". Also in 4” and 5” sizes. 


When you choose a CRESTOLOY “ 
PLIER you know you are getting top CORSCENT Tents = 


Me 


CRESCENT and CRESTOLOY 
TOOLS are sold by hardware 
dealers and industrial distribu- 


value and proven performance. After . re 3 
; ; 
j tors everywhere. Look for the 
61.) : 
t% 2) 


rigorous factory testing for ease of cut- 
ting, hardness of blades and strength, bright yellow Crescent Display 
each tool that passes these tests is tagged panels and select from one ot 
. Saab f the world's greatest assortments 
with the certifying tag reproduced 
‘ otk Sb, : Sa of quality hand tools 
above. CRESTOLOY PLIERS are ali , 


available in more than a score of pat- 





terns including the five popular types 
illustrated. 


CRESCENT TOOLS — 

Cive Wings Lo Worth mm 

_— 2 
Sign of lhe Ofrlisan 
Symbol of Excellence 


he United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


TOOL COMPANY, JAMESTOWN, NEW YORK 


AMERICAN 
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OFFICERS OF THE Cuyahoga County Sheet Metal Con- 
tractors’ Association are: standing, (| to r) Al Mintz, 


Gordon Justen, Ray Quiggan, Ray O'Hara; and 


seated, Dave Gore, president 


Cuyahoga Discusses Certified Heating 


PROGRESS OF THE certified warm air heating program of 
the Cuyahoga County Sheet Metal Contractors Associa- 
tion was reported at its September meeting. Secretary 
Ray O'Hara outlined the newspaper advertising schedule 
and its costs to each dealer-contractor. Six full page ads. 
one each weekend, comprise the first step in the consumer 
promotion, The cost is to be $15.00 per dealer pel 
insertion. The ad will carry the dealers’ name, address. 
phone number and motto. Manufacturers who wish will 
be listed separately at one side of each ad which will 
carry a different message to inform prospective purchas- 
ers what to look for when buying a heating or cooling 
system. The association symbol will be effectively dis- 
played throughout each ad. 

One of the guest speakers at the meeting was Bill Nes- 
sell, chairman of the National Warm Air Heating and 
Air Conditioning Association’s mobile laboratory. Mr. 
Nessell described the process involved in performing 
a five-day test of a heating or cooling system. He specif- 
ically pointed out that these tests revealed the most 
serious problem faced by a heating dealer is that of cold 
floors. He said that if the heating design manuals were 
closely followed, cold floors would not be any more of 
a problem than any of the others encountered. 

Another guest speaker was Clyde M. Barnes, editor. 
American Artisan. Mr. Barnes told about a number of 
ways dealers in different parts of the country were over- 
coming the problem of price, He cited the training of 
project builder salesmen, working with the architect to 
specify the right equipment to meet requirements of 
houses and the use of zone control systems through the 


application of two or even three furnaces in the place 


\l4 


of one large furnace where conditions might limit the 
efficiency of a single unit. 

Apprenticeship and journeyman activity were discussed 
by association vice president Gordon Justen, who indi- 
cated that the ratio of one apprentice to four journeymen 
was too low and that union representatives have agreed 
to put more apprentices into training. Members desiring 
to employ additional apprentices are to contact him for 


the handling of the request. 


Ohio Reports on Convention 


PLANS FOR THE Ohio Sheet Metal Contractors’ Associa- 
tion convention were discussed at the September meeting 
of the Sheet Metal Employees Association of Cleveland. 
Charles W. Pressler, convention program chairman, sub- 
mitted to D. E. Mannen, state association’s president, a 
proposed program to cover the two full days’ activities 
and the business meeting on the third day. 

The convention is scheduled to be held February 25-27. 
At present there are plans to have a sheet metal contrac- 
tor tell about his experiences in working with plastic 
sheets as a substitute for metal duct system when corro- 
sive conditions exist. Also planned is a program con- 
ducted by a sheet metal contractor who has traveled 
widely and photographed a number of interesting opera- 
tions in various sheet metal shops. The contractor will 
explain the photographs as they are flashed upon a 
projector screen. Other parts of the convention program 
will include a panel session with dealer and manufac- 
turer representatives serving as panel members. Subjects 
to be discussed will include heating, cooling and indus- 
trial sheet metal. 

Chairman of other convention committees reported on 
progress to date. Publicity has been started, sponsor par- 
ticipation has been assured from several sources and sev- 


eral menus have been considered for the banquet. 


New York Group Publishes Ethics Code 


THe Association OF INDUSTRIAL Oil Burner Contractors 
of New York City is working to upgrade all business 
practices for their branch of the industry by publishing 
a code of business practices and a voluntary code of 
ethics for its members. 

In addition a pamphlet was published entitled, “Guides 
in Purchasing Commercial or Industrial Oil Burner 
Equipment.” which was circulated among consumers. 
real estate people and multiple dwelling owners. The 
pamphlet points out the pitfalls a buyer of commercial- 
industrial equipment must avoid and contains many im- 
portant points of information that would prevent a 
prospective buyer from coming to grief when purchasing 


such equipment. 


(More association news on page 118) 
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...anold and 
reliable product 


This 17-story Price Tower in Bartlesville, 
Oklahoma gives occupants a 16-mile, unob- 
structed view of surrounding countryside. 
Designed by Frank Lloyd Wright, it contains 
eight floors of apartments and 13 fioors of 
offices. 

In its construction over 48,000 pounds of 
16 oz. Hussey Copper were used for louvres, 
interior fireplaces and trim, and exterior 
paneling on the bay windows. 


Conner Sheet Metal & 
Roofing Company, 
Ponca City, Okiahoma— 
sheet metal contractor. 
Haskell-Culwell 
Construction Company, 
Oklahoma City, 

general contractor. 


pH 
not RO a 
( ) 


c. G. HUSSEY & COMPANY 
(Division of Copper Range Company) 
ROLLING MILLS AND GENERAL OFFICES 
PITTSBURGH 19, PA. 


7 Convenient Warehouses to serve you: 


PITTSBURGH (19) 2850 Second Ave. CHICAGO (18) 3900 N. Elston Ave. 

CLEVELAND (3) 5318 St. Clair Ave. ST. LOUIS (1) Central Terminal Bidg. 

CINCINNATI (37) 1045 Meta Drive PHILADELPHIA (30) 1632 Fairmount Ave 
NEW YORK, LONG ISLAND CITY (6) 34-39 Thirty-first St. 
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Oo NEW BUSINESS 
CUSTOMER ACCEPTANCE 
AND SATISFACTION 

°o BIGGER PROFITS 
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HEATING AND AIR CONDITIONING 


»s YOU should be a Mor-Sun Dealer 


A COMPLETE LINE of warm air heating and air conditioning equipment. 

QUALITY DESIGN AND CONSTRUCTION that ensures Customer satisfaction. 

THE RIGHT SIZE...THE RIGHT PRICE for every home heating and cooling market. 
NATIONWIDE DISTRIBUTION with immediate delivery from local stocks. 

SALES TRAINING sponsored by Mor-Sun—practical, professional “how-to-sell” instruction. 


FOR ALL THE DETAILS of one of the 
soundest business opportunities 
open to heating dealers, see your 
nearest Mor-Sun Distributor—he’s 


listed in the Yellow Pages of your 
NATIONAL ADVERTISING that pre-sells Mor-Sun, builds customer recognition and acceptance, telephone directory—or write di- 


boosts your business and profits. rectly to: Mor-Sun Furnace Divi- 
SALES PROMOTIONAL HELPS, selling cools to help you interest the prospect and close the sale. sion, Morrison Steel Products, Inc., 


CO-OP ADVERTISING PLAN for your local use — newspaper, radio, TV, and other approved media. 609 Amherst Street, Buffalo 7, N.Y 


COMP 


“— 


@ There’s a Mor-Sun Warm Air Furnace and Air Conditioner for every home heating and cooling 
requirement... the right size... the right price... for new construction or modernization. 
Also manufacturers of Morrison Roly-Door Steel Sectional Overhead Doors and Morrison Service Bodies 
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NEW ROTALOCK VALVE 


Gives Tecumseh Air Conditioning Compressors Every Advantage 
For Flexible Factory or Field Installation 


“IT'S DETACHABLE 


Rotalock leads the trend towards greater pro- 
duction flexibility of air conditioning systems. 
Production changes from (1) valve to tube, (2) 
tube to valve, and (3) different sizes of valves 
and tubes can be made without ordering new 
compressors. 


“TT ROTATES A FULL 360° 


Rotalock may be set at any angle to correspond 
with the direction of the tubing. Short or com- 
pound bends are eliminated. 


“HT LOCKS IN ANY POSITION 


Simply determine the correct angle for best in- 
stallation into the system and lock Rotalock into 
position. The angle may be changed or adjusted 
as necessary. 


al. 
oe 
‘ 


IMPROVED WORKING DIMENSIONS This im- 


portant consideration has been accomplished chiefly 
by relocating the gage port at right angles to the valve 
body. In this position it is more easily accessible and 
does not add to the overall valve dimension. 


SIMPLIFY ORDERING One bill of materials covers 


the compressor to meet the customers requirements. 
Valve and tube connections or adapters are ordered 


CONTROL PRODUCTION = Rotalock permits cus- 


tomers to vary and adjust production as needed. The 
same compressors can be used for air or water cooled 
applications, and except for the 5 H.P. a single over- 
load handles each. Saves time both in factory and 
field installation. 


REDUCE INVENTORY = The flexibility, simplicity 


and economy of Rotalock are advantages that mean 


separately as component parts. Three types of con- 
nections for either suction or discharge side are 
possible. 


HERES HOW ROTALOCK WORKS 


The basic elements of the new Rotalock are illustrated at the right. Of 
major importance is the design of the seating arrangement between the 
spud and the valve or tube adapter. Note that the spud has a groove 
machined around the circumference of the face. A corresponding but 
smaller ridge is machined on the face of the valve or adapter. By insert- 
ing a soft copper washer between these faces, a tongue and groove seal is 
formed by the pressure of the nut. As pressure is applied, the washer is 
forced into the groove by the ridge on the valve, resulting in a positive 
seal around the full circumference of the face. Further, the seal will have 
equal pressure on all areas, and as more pressure is applied, the greater 
will be the sealing effect. This eliminates all possibility of leaks due to 
crimped gaskets, loose bolts, or imperfect thin gasket materials. 


less paper work, less handling and less inventory. 





COPPER 
WASHER 





OVER 28,000,000 COMPRESSORS IN USE TODAY 


The World's Largest Producer of 
Compressors for the Refrigeration Industry 


UMSEH PRODUCTS CO. 
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Marion, Ohio 
Tecumseh, Michigan 


EXPORT DEPT.—P. 0. Box 2280, 24530 Michigan Ave., W. Dearborn, Michigan 
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REVIEWING NWAHACA manuals are officers of the 
Warm Air Furnace and Air Conditioning League of 
Cleveland. Standing, (1 to r) Don Fisher, William R. 
Fleck and Robert Thompson. Seated, Michael J. Orabel- 
la, Robert Howard and Herbert T. Gilkey of NWAH- 
ACA 


Cleveland League Reviews Manuals 


THE VALUE OF ADAPTING new information published in 
revised manuals of the National Warm Air Heating and 
Air Conditioning Association was pointed out by Herbert 
T. Gilkey, the association’s technical secretary, to mem- 
bers of the Warm Air Furnace and Air Conditioning 


League, Inc., Cleveland. Mr. Gilkey reviewed the associa- 


tion’s 11 manuals and explained how each should be 


used to obtain the most information from the data con- 
tained in each one 

An example of how to give a modernization customer 
the kind of job he has a right to expect was outlined by 
Mr. Gilkey. He described an old 114 story house where 
the owner had replaced standard windows in the living 
room with the more modern picture type window, which 
increased the olass area. In modernizing he also had en- 
closed a porch to form a television room and added two 
rooms to the second floor. The old heating system, a 
hand-fired coal gravity furnace, was to be replaced with 
a gas-fired forced air furnace 

The modernization work should have included, accord- 
ing to Mr. Gilkey. a reworking of the duct work to pro- 
vide a perimeter air distribution system with adequate 
air to form an air blanket over the living room picture 
window, a supply duct to the new television room, supply 
duct to each of the new second floor rooms with a re- 
turn opening from each second floor room. It was ree- 
ommended the return openings be located near the ceil- 
ing. 

Adjustment of the furnace burner and blower accord- 
ing to manual 6 for continuous air circulation was rec- 
ommended as the final step in the proposed modernization 


process. 


(Continued from page 114) 


Grand Rapids Holds Outing 


THe Granp Rapips HeatinG Association summer outing 
was held Aug. 9 at the Green Ridge Country Club. En- 
tertainment for the picnic included golf in the early after- 
noon, a softball game, horseshoe pitching and a dinner 


to conclude the program in the evening. 


2 SS 
W 


NHAW Adopts New Symbol 


THE ABOVE SYMBOL is being used by members of the 
National Heating and Airconditioning Wholesalers As- 
sociation. The symbol uses black, white and red to 
brighten letterheads and display posters. The lettering is 
black over a red outline of the North American continent. 
The four corner decorations are in red, giving a sun ray 
effect to the sy mbol. 

The seal is intended to indicate to dealers that the 
association members displaying the symbol subscribe 
to selling policies designed to protect the dealers’ posi- 
tions in the marketing picture. To further this point of 
view, the NHAW association passed the following resolu- 
tion at their recent mid-year convention. This resolution 
states: 

WHEREAS: Several state sheet metal and warm air 
heating contractors associations have passed resolutions 
protesting the practice of some manufacturers and whole- 
salers selling furnaces and equipment directly to builders, 
and 

Whereas: This association agrees that said practice 
usually results in unsatisfactory installations with no 
suarantee or service to the home owners. and 

Wuereas: The members of our association do not 
subscribe to the practice of by-passing the warm air heat- 
ing or cooling dealers, and 

Wuereas: This association believes such practices con- 
tinue because dealers in general are supporting these “so 
called wholesalers” by their purchases, now 

THEREFORE: Be it resolved that this association pub- 
licize the fact that its members do not subscribe to the 
practice of by-passing the legitimate dealer, and 

THEREFORE: Be it further resolved that this association 
urge all legitimate heating and cooling dealers to pat- 
ronize the wholesaler and manufacturer who support 
them. 
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Model 26—Boiler 


GROW BIGGER WITH 








bryant 





and here’s one way you can 


GROW BIGGER WITH bryant 
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REAP THE PROFITS FROM 


BRYANT’S FIELD-TESTED 
and proven 


MONEY BACK GUARANTEE PLAN 


that increases furnace sales 




















This is a proven furnace sales-building 
promotion that will double and treble 
your heating sales in the off season. It 
is open only to qualified Bryant dealers. 
Learn how you can qualify to participate 
in this proven sales-building promotion. 


and here are 8 more reasons why 
you'll GROW BIGGER with BRYANT 


1. Your customers know and trust the name Bryant . . . famous for 

47 years as the leading name in home comfort. 

2. From small home to mansion there’s a Bryant to fit the budget 

and the need in gas or oil furnaces, boilers, air conditioners, space 

heaters, unit heaters, water heaters. 

3. You build customer confidence when you install Bryant. . . the 

highest quality home comfort equipment built. BRYANT EQUIPMENT FEATURED 

4. You profit more with Bryant because of the Bryant dealer de- IN “MONEY BACK” PROMOTION Be Mr. B. 
velopment program, the most complete in the industry. 2 

5. You get sales-building tools that increase sales and profits. ~~ pow 
6. You have the help of a nearby Bryant distributor who gives you —=— community ! 
complete engineering, sales and service help. 

7. You are backed by powerful national advertising. 

8. You get complete co-op advertising to build sales in your own 


community. 


Every home owner who is thinking about new heating equipment for his 
home will want to know the details of Bryant’s exclusive Money Back 
Guarantee. That's why it has been a sure-fire prospect getter wherever it 
has been used. Get the details today. Learn how simple and straight-forward 
it is. For the name of your nearby Bryant distributor, write, Bryant, 48 
Monument Circle, Indianapolis 4, Indiana. 


grow bigger with 
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October 


Oct. 15-17—American Gas Association, an- 
nual convention. Atlantic City Auditorium 
and Hotel Traymore, Atlantic City, N. J. 
C. S. Stackpole, Managing Director, 420 
Lexington Ave., New York 17. 


November 


Nov. 26-27—National Warm Air Heating 
and Air Conditioning Association, board 
and committee meetings. Netherland Plaza 
Hotel, Cincinnati. George Boeddener, Man- 
aging Director, 640 Engineers Bldg., 
Cleveland 14. 

Nov. 26-28—Refrigeration and Air Condition- 
ing Contractors’ Association, annual con- 
vention. Balmoral Hotel, Miami Beach, Fla. 
Ray Kromer, Executive Vice President, 
10660 Carnegie Ave., Cleveland, O. 

Nov. 26-28—American Society of Refriger- 
ating Engineers, annual meeting. Hotel 
Statler, Boston. R. C. Cross, Executive Sec- 
retary, 234 Fifth Ave., New York 1. 

Nov. 28-29—National Warm Air Heating and 
Air Conditioning Association, annual con- 
vention. Netherland Plaza Hotel, Cincin- 
nati. George Boeddener, Managing Di- 
rector, 640 Engineers Bldg., Cleveland 14. 


December 


Dec. 3-5—National Heating & Aircondition- 
ing Wholesalers. Inc.. annual convention. 
Deshler-Hilton Hotel, Columbus, O. W. R. 
Bull, Executive Director, 1200 W. Fifth 
Ave., Columbus. O. 


January 


Jan. 20-24—National Association of Home 
Builders, annual exposition. Conrad Hilton 
and Sherman Hotels and the Coliseum. 


Chicago. John M. Dickerman, Executive 
mt. 


February 


Feb. 7-8—Sheet Metal and Warm Air Heat- 





Director. 1625 L St.. N.W., Washington 6, 


ing Contractors’ Association of Indiana, 


Inc., annual convention. Hotel Severin, 


Coming Events 


Indianapolis, Ind. Frank E. Anderson, Ex- 
ecutive Secretary, 439 S. 17th St., Terre 
Haute, Ind. 

Feb. 10-13—New York State Sheet Metal, 
Roofing and Air Conditioning Contractors’ 
Association, Inc., annual convention. Hotel 
Niagara, Niagara Falls, N. Y. Clarence J. 
Meyer, Executive Secretary, 567-69 Genesee 
St., Buffalo, N. Y. 

Feb. 14-16—Sheet Metal and Roofing Con- 
tractors’ Association of Minnesota, Inc., an- 
nual convention. Lowry Hotel, St. Paul, 
Minn. Richard J. Grant, Executive Secre- 
tary, 867 Grand Ave., St. Paul 5, Minn. 

Feb. 18-21—Sixth Annual Industrial Venti- 
lation Conference. Kellogg Center, Michi- 
gan State University, East Lansing, Mich. 
J. C. Barrett, Division of Occupational 
Health, Michigan Department of Health, 
Lansing 4, Mich. 

Feb. 25-27—Ohio Sheet Metal Contractors’ 
Association, annual convention. Cleveland 
Hotel, Cleveland. Dion E. Mamnen, Con- 
vention Chairman, 9104 Woodland Ave., 
Cleveland. 

Feb. 25-Feb. 28—American Society of Heat- 
ing and Air-Conditioning Engineers, 63rd 
annual convention. Conrad Hilton Hotel, 
Chicago. A. V. Hutchinson, Executive Sec- 
retary, 62 Worth St., New York 13. 

Feb. 25-Mar. 1—International Heating and 
Air-Conditioning Exposition, International 
Amphitheater, Chicago. E. K. Stevens, Ex- 
position Manager, International Exposition 
Co., 480 Lexington Ave., New York 17. 


March 
March 11-13—Sheet Metal Contractors’ Aseo- 


ciation of Wisconsin, annual convention. 
Hotel Schroeder, Milwaukee, R. S. Schmie- 
der, Executive Secretary, 8320 W. Blue- 
mound Rd., Milwaukee. 


May 


May 15-18—Sheet Metal and Air Condition- 
ing Contractors’ National Association, Inc., 
annual convention. Edgewater Beach Hotel, 
Chicago. Joseph D. Wilder, Executive Sec- 
retary, 170 Division St., Elgin, Ill. 
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\the Lima super 72 gives you greater free area per toot 
of tength and greater “throw power” for air conditioning 


Any way you look at the new Lima 
Super 72, you'll find it the best ex- 
tended baseboard diffuser you can 
install for air conditioning or year 
‘round heating-cooling systems. 


YOU SAVE MORE MONEY! With 
the greater free area per foot of 
length, the two foot Lima Super 72 
does the work of ordinary four foot 
or larger diffusers. The Super 72 four 
foot size eliminates the cost of in- 
stalling extra diffusers and runs. 


YOU INSTALL BETTER QUALITY! 
The smart styling, modern permanent 
medium beige finish, heavier gauge 


metal and sturdier construction of the 
Lima Super 72 adds up to quality 
your customers can see in every room 
for years after the job is completed. 
BEST FOR COOLING 

With its greater ‘throw power"’ 
for heavy cooled air, the Lima 
Super 72 assures the upward throw 
of four to five feet above the floor, 
so necessary to create proper con- 
ditioned air distribution for room- 
wide comfort at the living level. 


MULTIPLE INSTALLATIONS 
For stores, offices, churches, 


we Now / LIMA ONE-PIECE 
GRILLES 


Beautifully styled horizontal and ver- 


tical grilles now available in 113 sizes 


... quality made from one piece of 


heavy gauge metal without welds. No 


mitered joints or loose construction. 


factories, schools and other large 
areas, a multiple installation of 
Lima Super 72's, using Lima Join- 
ing Connectors, is the economical 
and efficient answer to air condi- 
tioning comfort. 

WRITE TODAY for literature and 
prices on the new Lima Super 72 
Extended Baseboard Diffuser with ex- 
clustve automatic pushbutton damper 
control. For information on other 
quality Lima diffusers, registers 
and grilles, see our new complete 


catalog LRC-56. 


REGISTER CO. 
LIMA, OHIO 


sold exclusively through heating 
wholesalers and manufacturers. 
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EQUIPMENT DEVELOPMENTS 





The latest information on manufacturers’ developments is presented here with 
brief summaries of the applications of these products. For additional product 
information which is available, see this month’s New Literature department 


Add-On Cooling Unit 


Type 923 self contained, 2 hp water cooled add-on 
Vueller 
Climatrol, Dept. AA, 2005 Oklahoma Ave., Milwaukee 


15. Wis. Coaxial. counterflow water cooled condenser 


cooling units with hermetic compressors 


is designed to reduce water consumption; cooling coil 
is direct expansion, fin tube type. Optional blower 


packages provide vertical or horizontal air flow; hori- 








zontal blower will discharge to right or left and choice 
of return air connections is provided, Standard equip- 
ment includes complete cycle with conveniently located 
control panel; 24-v control circuit transformer; high- 
low pressure stat, fan relay, furnace relay and thermo- 


stat connection terminals. the company reports. 


Metallic Protective Coating 


“METCO” METALLIC coating said to prevent paints, lac- 
quers, enamels or other coatings from peeling off sur- 
Solfo Paint Mfg. Co., 
Metco Div., Dept. AA, Trenton 3, N.J. Metal wash or 


priming agent are unnecessary, the company states. 


faces ,of galvanized metal 


Colorless, non-flammable and odorless coating is ap- 
plied by brush, cloth or by dipping. Coating also re- 


acts on soldered joints, 


Industrial Roof Ventilator 


HiGH VELOcITY industrial roof ventilator with auto- 
matic aluminum damper blades Chicago Blower 
Corp., Dept. AA, 9867 Pacific Ave.. Franklin Park, 
Ill. Airfoil shaped blades pivot on bearings across di- 


ameter of fan to open wide with minimum fan pres- 
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sure, the company reports. Blade diameters range 
from 24 to 60 in. with exhaust capacities of 6640 to 
53.700 cfm. Unit is said to be weather-tight in operat- 
ing or closed positions. It can be equipped with safety- 
vent fusible link which melts when subjected to in- 
tense heat. releasing the dampers and exhausting 
smoke. 


Clock Thermostat 


Mover T852 electric clock thermostat with gold col- 


ored body and clear plastic covered white face de- 








signed to complement decorating themes Vinneap- 
olis-Honeywell Regulator Co., Dept. AA, 2726 Fourth 
fve. S, Minneapolis 8, Minn. Mercury thermometers 
for temperature indication have been replaced with 
coiled bi-metal element believed to be more precise. 
the company states. Clock face and temperature indi- 
cating scale have also been restyled. 


Modular Ceiling Panel-Diffuser 


Move. EP pirruser extended into a metal panel for 


installation in metal or security panel ceilings Ane- 


mostat Corp. of America, Dept. AA, 10 E. 39th St., 
Vew York 16. Designed to facilitate changes in air 
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distribution requirements and to allow distribution 
system to be integrated with the ceiling design, the 
diffuser is a square model extended into a metal panel 
of standard ceiling panel dimensions and can be used 
in distribution system in which supply air is fed to 
attenuator chamber at high velocities and distributed 
at low velocities through flexible metal tubes to several 
ceiling diffusers. Panel diffusers may be shifted with- 
out altering ductwork when tenant requires outlet to 
be relocated, added or removed. Units are in 12 X 


24 or 12 18 in. panels. 


Air Cooled Cooling Units 


SAAC SERIES AIR COOLED cooling units in 2, 3, and 
5 ton capacities, designed especially for outdoor in- 


stallation Shana Mfg., Inc., Dept. AA, 188 W. Ran- 








dolph St., Chicago 1. Featured is “inverted V” evapo- 
rator coil designed for flow in any direction. Cooling 
coil may be installed in plenum or main trunk line. 
Condensing unit is said to contain oversized heat 
transfer coil for greater surface air contact area for 


use in high ambient temperatures. 


Aluminum Tank Water Heater 


Monet AL gas fired water heater with aluminum tank 

Hotstream Heater Co., 2363 E. 69th St.. Cleveland 
1, O. Featuring internal flue construction, unit is 
available in 30 and 40 gal capacities. Other features: 
plastic dip tube; drain valve with threaded hose con- 
nection; glass fiber insulation between aluminized 
steel flue liner and outer jacket; drilled port burner 
with belke@tr gnixer shutter; combination thermocou- 
ple, automatiee pilot and thermostat control. 


Power Pack for Air Filters 


PoWER PACK designed for use with electrostatic air 


filters in room cooling units General Electric Co.. 


Specialty Transformer Div., Dept. AA, \ River Rd.. 
Schenectady 5, N.Y. Power pack builds up electric 
charge on the filter and an opposite charge on the 
dust and pollen particles in the air; particles are at- 
tracted to the filter and held. System is said to trap 
particles as small as 1/25,000 in. Power pack circuit 
contains electrical filtering system to provide proper 
electrical characteristics for electrostatic filter and to 
limit output current under short circuit conditions. 
Unit operates on 115 or 230-v, 60 cycles; it transforms 
power into high voltage and rectifies it to provide 
3000-v, d-c; it uses about 10 watts current, the com- 
pany states, 


Plectric Air Valve 


ELECTRICALLY OPERATED air valve with closely held 
spring. armature, guide and material tolerances, de- 
signed to prevent alternating current hum and other 
Powers Regulator Co., Dept. AA, 3400 Oak- 
ton St.. Skokie, Ill. Electro-pneumatic valve is de- 


noises 


signed for control of air conditioning damper motors 
When energized, it passes full air at supply pressures 
up to 25 lb: when not energized, valve passes air from 
outlet port and closes inlet. Built-in manual adjust- 
ment permits valve to pass air when coil is not ener- 
gized. The 60 cycle coil can be supplied for voltages 
of 115. 208, 230 or 440. Port connections are 14 in. 
i.p.t. 


Thermostatic Expansion Valve 


Move 714 thermostatic expansion valve for refriget 


ant control, featuring interchangeable power element 





designed to facilitate field servicing Detroit Con- 
trols Corp., Dept. 14, 5900 Trumbull {ve.. Detroit 8. 


Interchangeable power element permits using the 


valve with different refrigerants and various capaci- 


ties. Featured in redesigned gas-charged valve for ait 
conditioning applications is a “level action feelet 
bulb” which is said to give a minimum of surge and 
result in close superheat control and maximum valve 
operating efficiency. Parts can be disassembled, re- 
moved or replaced without removing valve from the 
line, 
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simple addition 


REFRIGERATION = COOLING 
(condensing) UNIT —— (evaporator) COIL 


INSTALLS OUTSIDE HOUSE mre sae | INSTALLS ON TOP OF FURNACE 


AN UPRIGHT FURNACE WITH 
EVAPORATOR ON TOP 


UTILITY 


UTILITY APPLIANCE CORP. 


- 
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air cooled 
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For dependable water 


Automatic Humidifier 


Mopet 150 automatic humidifier 
with unbreakable glass fiber evapo- 
rator plates designed to increase hu- 
midifying capacity 50 percent 
futo-Flo Corp., Dept. AA, 14590 
ie) Wraithicie me) chokes in i. oct A Schaefer. Detroit 27. Features listed 


— CONDITIONERS “4 as by the company are: cut-out tem- 
AIR WASHERS 


Thrifty answel 


HUMIDIFIERS 
PAN FILLERS. 


FAMOUS No. 50 SERIES 


Compact, precision-designed, you can count on % ] ; rodent 
: “ e ; : late with redesigned assembly to 
MAID-O’-MIST float control valves to effectively : en ; 
meet your water-level control requirements. An west: ol speed installation time; patented 
acknowledged leader in its advanced engineering, “aged : we drain clips lo prevent drip; adapt- 
they give faithful performance Bes or ie wD . 
ability to any type of furnace and 


No. 51 FLOAT CONTROL VALVE aoe <3 bonnet; no moving parts: 


Only 554” long overall, including copper float 24g” in diam : ; 5 See water flow from large orifice by 
eter x 144” deep. Stem and body made of brass . . . valve ; Bis: 
seat of hard nylon, protected with fine metal screen. Can be 


control of 


counterbalancing shutoff provided by 
fitted in 9/16” hole or screwed directly into tapped opening. be rsane weight of water in pan. Rust-resistant 
Up to 85 Ibs. pressure 6 gal. per minute at 50 lb. pressure. unit is furnished with five evaporator 


piates. 





No. 52 


Similar to No. 51, but de 
signed for 1 gal. per min- 


ys 43 4 a 
— aan a 1 oe i { Blueprint Holders 
yr 195 the gd nares & ing LarGE size blueprint holders for 


8”, with 144” x 4%” long ae B “Glider” blueprint rack Vomar 
float i Industries, Dept. AA, 4323 W. 32nd 
St., Chicago 23. Models C-2 and C-3 


are 36 in. long and 48 in. long, re- 








spectively. Racks for the larger sized 
No. 59 plan holders are also available. Unit 
— 1s 7 nantes : ae is said to hold any thickness of set 
with specia rac e 0 ‘ ‘ : - 


mount on reservoir or pan ; ee | securely without punching _ holes; 
well above water line. Just : thumb screw adjustment permits re- 


> long 


moval as well as insertion of individ- 





ual prints or sets of plans without re- 





moving other sheets. Each clamp 
No. 6917 mo q S holds from one to 100 sheets. 
Series Diaphragm Valves 


Heavy duty, large capacity > 
water level controls, rugged Ya % Cyclone Dust Collectors 
and strong. Capacities 14 No 6917 y : 


gal. to 6 gal. per minute. ; s SERIES 55 cyclone type dust collec- 








tors featuring connections to stand- 
ard 55 gal drums Torit Mfg. Co.. 
Dept. AA, 292 Walnut St., St. Paul. 
Vinn. Exhausting capacities range 
from 1000 to 1100 cfm at high 


Get full information from your jobber or write for catalog tod 


3217 NORTH PULASKI ROAD - CHICAGO 41, ILL. 





B SERIES 


... for easy 
installation 
and weather-proof 
“‘walls”’ of comfort! 


Standard Stamping’s B-Series 
Perimeter Baseboard Diffusers 


NEW COMFORT IN TWO-WAY SYSTEMS! No blasts, no hot spots, no cold 
corners! Every room is gently lined with a “wall” of comfortable air that replaces lost heating 
or cooling at the point of loss, as fast as the loss occurs. Temperatures are maintained at a 
uniform high level of comfort, floor to ceiling, and operation is cleaner and quieter, too! 


NEW TIME AND LABOR SAVING INSTALLATION FEATURES! 
B-series diffusers can be installed faster in new or old construction, saving time and labor! 
Adjustable bottom plates can be positioned to fit any boot opening, without cutting! The 
damper is built-in, the face can be removed easily at any time, and Standard’s SETLOK 
control makes damper adjustment easy. 


NEW SETLOK CONTROL! Fast, tamper-proof way to set damper for fingertip 
Opening, closing, and balancing. Easiest, fastest damper control ever developed! 

NEW SIZES NEW PRICES ...NEW BEAUTY! Smart modern lines, 
beautiful tan metallic baked-on finish, and sizes to fit every need! 


B-18—18" LONG 
B-24—24" LONG 
B-48—48" LONG 


All models 44% "high 
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© STANDARD 
») STAMPING 


... first in engineering 
for indoor comfort ! 


Act now! Mail the coupon today for literature 
and discount sheets. 


STANDARD STAMPING & PERFORATING CO. 
3137 W. 49th Place, Chicago 32, Illinois 


Please send literature and discount sheets on B-Series 
Diffusers. 


Name 





Company 





Address 





City Zone DOORS dents 
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COMPARATIVE DRAFT TEST (Continued) 
of 7’ |.D. Packaged Chimneys at 700° F. Inlet Temp 
oe Ok speeds. Cyclone collectors use centrif- 
ea et “As dn ugal force to precipitate up to 95 
Metal Chimney “B percent of dust particles with re- 





mainder being exhausted or trapped 
in after-filter bag, the company 


« states. Units stand on four-legged 

iz Wi ; frame, have airtight flexible shield. 

| | a Specifications are: 104 in. high, 32 

| | || a &§g in. deep, 32 in. wide; 2 hp motor; 

| | | | | | ? 3450 rpm; 6 in. inlet diameter, 8 in. 

| || 

| 
LI 
a 


IN. OF WATER 


outlet diameter; 2.5 to 2.7 in. water 
of static pressure; 440 to 510 |b 


shipping weight. 


DRAFT 


= 


2 | iis eee 


: Horizontal Furnace 
> > AT READING AT 
1 MINUTE 2 MINUTES 4 MINUTES 1 HOUR RESTYLED LINE of horizontal gas- 


fired furnaces with belt driven or di- 
Independent laboratory tests proved cooling (more ay: draft for ann \ tetas ee ; Cole C 
Van-Packer Chimney reached maxi- _ next furnace cycle). The Van-Packer rect drive Diowers -oleman LO., 
mum draft in 4 minutes. In a test at Chimney is guaranteed to produce Inc.. Dept. AA. St. Francis & Secone 
300° F., Van-Packer Chimney main- more draft than any other chimney : = €f *, ‘ Ff cis & a econd 
tained higher draft and showed less oor flue of the same size and height. St... Wichita 1. Kans. Units 


aT 


ih 


are 
adaptable to conventional duct  sys- 


You get highest draft for cone ee 0 6 a eemgeny's 3%, 
best furnace operation with 
the Van-Packer Chimney 


Highest efficiency — independent laboratory tests 
prove Van-Packer Packaged Masonry Chimney pro- 
duces more draft initially and continuously than any 
other flue of same cross-sectional area and height. 
Your heating installation operates best! 


Furnace service call-backs cut by Van-Packer’s 
greater draft. Van-Packer Chimney is quiet — won't 
transmit furnace noises and rattles. Good, clear profit 
for you on each chimney sale. 


prefabricated “Blend-Air” - sys- 
tem; unit may be installed in or un- 


der floor or suspended from ceiling. 
Safe, permanent masonry flue sections have %%” 

fire clay tile liner, 3” vermiculite concrete insulating : s 
wall, cement-asbestos jacket. Tile liner is acid-proof, mounted on either side of furnace; 
sections joints sealed with acid-proof cement. Van- . combustion chamber is series of air- 
Packer is UL listed for all fuels, all home heating plants foil-shaped heavy gage metal tubes 
and incinerators; approved by major building codes. : 


Controls, burners, and vents can be 


/ positioned above cast iron. slotted- 
Attractive brick-panel housing of cement-asbestos__ . r port burner. Burner is engineered 
won't rust or dent. Beauty, permanence and safety ~ 
of Van-Packer Chimney are nationally-advertised to 
builders. 


for quiet operation, can be used with 


all gases. 


Immediately available from your local heating 
jobber, no job delays. See “Chimneys-Prefabricated” hs ™ » . 
in yellow pages of classified phone book, or write Liat Vibration Mountings 


Van-Packer Corp. for Bulletin RS-1-11. “Universal Lev-Elasto Damper” 


machinery mount which is designed 
to speed installation and relocation of 


2 m equipment, stop vibration transmis- 
~Van-Packer 2 Chimney sion and reduce noise level — Kor- 
; fund Co. Inc., Dept AA, 48-01-A 
32nd Pl., Long Island City 1, N. Y. 


Van-Packer Corporation @ Bettendorf, lowa @ Phone: Davenport 5-2621 Features are: internal leveling ad- 
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Introducing the NEW... 


Arduanced Doesqu. 


Aidlofle 150" 


AUTOMATIC 
HUMIDIFIER 


With 4 NEW 
Features 
Most Wanted 
by Dealers! 


| 


V NEW, Revolutionary, Unbreakable Glass Fiber Evaporator Plates*! 
New Easy Access Inspection Plate Slips On and Off without Tools 
¥50% More Humidifying Capacity...5 Evaporator Plates Furnished 
YNew Cut-Out Template... Cuts Installation Time in Half! 


... and as always... No Float... No Drip... No 
Clog ... No moving parts to wear out or stick... 


Auto flo "150" Auto 


eliminates e 

. XPensi : 
used needle or float valves. Entire assures os tervice call-backs ang 
d Cust 


. om. * 
increased sales ond *r satisfaction, For 


with large size orifice replacing the commonly matic Humidifier 


assembly rustproofed. Fits every nae 
the Auto flo "150" c,.  TWAYS instal 


type of furnace, every type 
of bonnet. 


f-— — 


AUT 
An Auto flo exclusive! No other “hn CORPORATION 


Evaporator Plate like it! Made * Street, Detr 
of unbreakable glass fibers, 

miraculously changed to soak 

up water at a record rate! 


AUTO-FLO 
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For All Kinds of Homes, the Trend is to 
Rustproof Ducts of 


REYNOLDS ALUMINUM | 


Merion Homes 
(left) and Haver- 
ford Park Apts. 
(right), suburban 
Philadelphia. Fare- 
well & Holt, Chest- 
nut Hill, Heating 
Contractors. 


Baltis Built Homes, 
Berwyn, Ill. (left) 
and Skokie Devel- 
opment, Chicago, 
Ill. (right) —Robin- 
son Furnace Co., 
Chicago, Heating 
Contractors. 


Cyril Gagne Homes, Chicopee, Mass. 
Ductwork by Swett Bros. Heating & Appliance Co. of Springfield. 


ee Engineered for Year-Round Air Conditioning! 


Low-cost homes, higher-priced homes, residential network TV. Take advantage of this promotion. 
apartments...in every kind of modern home, wise Make each job more important, as the basis for 
builders provide for future air conditioning and future air conditioning. And identify your ducts 
the heating contractor puts in rustproof ductwork as aluminum...Reynolds Aluminum. 

of Reynolds Aluminum. You know that air con- 
ditioning means inevitable moisture condensa- Emblems available for 

tion and the danger of rust damage. You can identification of Rustproof | rn, 
Ducts of Reynolds Aluminum Made with Aluminum 


avoid future trouble and help the builder develop : 
Write to 


a real selling feature in rustproof aluminum ducts. REYNOLDS METALS COMPANY a 
General Sales Office REYNOLDS Gas ALUMINUM 


Louisville 1, Ky. 





ade with 


Reynolds is promoting this selling feature in- 
tensively in national consumer magazines and on 


REYNOLDS 98 ALUMINUM 


See “CIRCUS BOY,” Reynolds new dramatic adventure series, Sundays, NBC-TV Network. 
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justment permitting installation any- 
where under the machines: elimina- 
tion of protruding bolts; non-skid 
felt pad on top plate; adaptability to 
cementing to floor; non-skid tread on 
floor; twin adjusting bolts for level- 
ing; single piece assembly. Units are 
in nine sizes for loads from 65 to 


1200 per damper. 


Roof Ventilator 


“Low-LINE” ROOF ventilator which is 
rectangular in shape, designed to de- 
Hect expelled air downward to the 
roof Swartwout Co., Inc., 18511 
Euclid Ave., Cleveland 12. Eleven 


throat sizes are available in gravity 
and powered models, the latter also 
available as a fresh air intake unit; 
nearly 60 capacity ratings are listed 
for powered type. Hood is hinged 
for cleaning or servicing access; ex- 
haust or intake area is sufficient for 
free air movement without eddying 
or turbulence, the company states. 
Integral base mounts over 4 in. curb 


on roof, 


Glass Lined Water Heater 


STANDARD MODEL glass lined water 
heater in 20, 30 and 40 gal capac- 
ities for use with natural, manufac- 
tured and LP gases Mission Ap- 
pliance Corp., Dept. AA, 12611 S. 
Crenshaw Blvd., Hawthorne, Calif. 
Featured are thick gage steel tank 
interior, completely sealed against 
rust and corrosion by lining which is 
fired and fused to the inside wall, the 
company reports. Added tank protec- 
tion is provided by “kem-rod” anode. 
Glass fiber insulation is used in the 
water heater models, according to the 


manufacturer. 
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“JUNIOR” 


FLEXIBLE DUCT CONNECTORS 


Lowest cost, pre-assembled 
flexible duct connector for 
residential installations. 
Dimensions: Metal 2”; 
Fabric 1%"; Metal 2”. 


Think of it! Vibration noise 
can now be eliminated for less 
than $2.00 per installation! 
Duro-Dyne's ‘‘Junior'’ Flexible 
Duct Connector does it. 


And it provides all these important advantages as well: 
* Pre-assembly permits fabrication 3 times faster than 
conventional methods! Cut it. . . fold it . . . install it! 


Exclusive Double-Loc seam assures that metal and 
fabric will not part even under severe braking. 


Fabric is U. L. approved canvas or asbestos. 
Unique, easy-to-handle dispensing cartons carry 
50 feet or 100 feet coils. 

Fabric seam closes quickly and positively with Duro- 
Stapler. 

Meets Federal specification CCC-D-746 and Military 
specifications MIL-D-10860. 


Your local Duro-Dyne distributor can give you a complete 
demonstration quickly. Call him today. You will spend a very 
profitable 30 minutes. Or write now for a sample of ‘‘Junior"’ 
and the name of your local supplier. 


The greatest name in sheet metal specialties 








DURO-DYNE CORP., 800 Third Ave., New Hyde Park, N. Y. 





INDEPENDENT 


ok _ 
«* . 
my 


Wai 


No. 27 


Adjustable Vertical Front Bars 
Adjustable Horizontal Rear Bars 





Rear View — 
Showing Volume 
Control Dampers 


Write for Catalog 

No. 56 which gives 
complete details and sizes 
up to 48” x 24” 

Always Leading — 

Always Progressing 


( THE INDEPENDENT 
> REGISTER CO. 


3747 E. 93rd STREET - CLEVELAND, OHIO 
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Gas Vent 


Gas VENT designed for use with all gas-fired equip- 
ment except incinerators, requiring 3 to 7 in. i.d. flues 

Van-Packer Corp., Dept. AA, 1049 State St., Bet- 
tendorf, la. Flue sections are 5¢ in. fire clay tile with 
fluted outer edge enclosed in cement-asbestos jacket; 


section joints are sealed and secured with aluminum 


drawbands. Designed for class B service, gas vent can 
be ceiling or floor suspended. Flue sections are in 1 
and 2 ft lengths for any height. Above roof, unit is 
enclosed by brick-panel housing, in red, buff and 
white brick colors with embossed natural color mortar 


lines. It is constructed of fire-resistant cement-asbestos. 


Decorative Metal Sheet 


“SPANGLE-SHEET” aluminum sheet processed with 
new metal finishing procedure which provides a mul- 
titude of reflecting facets with continually changing 
surface pattern — Aluminum Co. of America, Dept. 
14, 1501 Alcoa Bidg., Pittsburgh 19. Process is ap- 
plied in color and natural finish to plain and pattern 
rolled sheet and aluminum shapes. Finish is obtained 
by inducing formation of abnormally large grains in 
special aluminum alloy. Acid etch makes individual 
grains stand out and develops mirror-like facets on 
each grain. 


Light Weight Drill 


“STANDARD HOLGUN” light weight quarter inch elec- 
tric drill for jobs not requiring continuous production 

Black & Decker Mfg. Co., Dept. AA, 682 Pennsyl- 
vania Ave., Towson 4, Md. Drill has anti-friction ball 
bearings said to be grease-sealed for life of the drill. 
Unit weighs 314 lb, has pistol grip handle. 


Blower with Individualized Mountings 


“Basic-Bupcet” blower which provides individually 
designed mounting brackets — Lau Blower Co., Dept. 
4A, 2005 Home Ave., Dayton 7, O. Unit can be de- 
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“WE FEATURE WISS SNIPS 
BECAUSE THEY SELL BEST, 
WITH FEWER RETURNS” 


Mr. Samuel L. Sawyer, V. P. and Treasurer, Richards & 
Conover Hardware Company, Kansas City, Missouri, gives 
one good reason why he prefers Wiss Snips. There are several 


reasons why they are the choice of professional workers every- 


where—why they sell better, with fewer returns. Wiss snips are produced largely by the hand- 


work of skilled workers. Each pair is rigidly tested and guaranteed perfect. Bolts are set 


precisely to reduce wear and to increase cutting power with the least effort. 


WISS METAL MASTER SNIPS: Compound action design delivers amazing cutting 
power. These 10” snips cut with about one-half the effort required for standard 
121%” snips. One edge serrated to prevent slipping. M-1 (cuts left) and M-2 (cuts 
right) are designed to cut the most intricate scrolls and circles. M-3 is for shallow 
ares and straight cutting. M-5 Bulldog Heavy Duty snips are tops for notching, 
nibbling and cutting shallow arcs in sheet metal as heavy as 16 gauge. 


AMERICAN 


WISS INLAID SNIPS 

High carbon crucible steel 
welded to a hot drop-forged 
frame provides that extra serv- 
ice demanded by professional 
users everywhere. Six Straight 
Cutting sizes from 1144” to 17”, 
including Bulldog Snips for 
notching. Three Combination* 
Cutting sizes, 12%”, 131%” and 
1414”. 


WISS SOLID STEEL SNIPS 


For those whose requirements 
are less specialized than the 
professional user. Hot drop- 
forged of fine carbon steel, they 
meet or exceed government 
specifications. Four straight 
cutting sizes, 8” to 124”. Four 
Combination* Cutting sizes, 7”, 
10”, 138” and 16” Bulldog Snips 
for notching 

*Made with straight blades, but 
ground and shaped so they readily 


cut curves and irregular shapes as 
well as straight 


NEW HANDLE GRIPS IN 
BRIGHT IDENTIFYING COLORS! 


Famous Wiss Metal-Master snips are now 
available with vinyl plastic grips — tough, 
resilient, long-wearing, acid and grease re- 
sistant. For instant identification by the 
worker, M-IR is fitted with bright red han- 
dles; M-2R with green handles; M-3R with 
yellow handles. 


WISS the Winner in 
laboratory tests! 


In grueling tests made by an independent 
laboratory, Wiss Metal-Master, inlaid and 
solid steel snips out-performed other leading 
brands. Wiss snips in each category proved 
to cut cleanly with less effort required. The 
tests were so severe that some competing 
brands were damaged — cracked at bolt, 
handle bent out of shape. This is conclusive, 
unbiased proof that Wiss snips are the finest 
and most satisfactory available to metal 
workers. The laboratory report stated: 
“Wiss inlaid straight cut snips showed far 
superior cutting qualities than the other 
shears tested and should be listed in a sepa- 
rate class from the solid steel snips.” 


J. WISS & SONS CO., 
NEWARK 7, NEW JERSEY 


World’s Largest Manufacturer of Shears, Scissors, Pinking Shears, Metal Cutting Snips and Garden Shears 
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or “Complaint-Free Frank?” 


Which one are you? If you've learned that you can install Metalbestos gas 
vent pipe and then forget it — you're “Complaint-Free Frank.” If not, you'll 
recognize “Call-Back Charlie,” who thinks he cuts cost by making single-wall 
vent pipe on the job . . . but actually loses time and money answering call-back 
complaints from moisture condensation, scorched walls and stale air. 


“Complaint-Free Frank” is up-to-date . . . knows that double-wall Metal- 

bestos is the pre-fab, scientific gas vent that combines correct vent design with 

quality materials and construction. And Frank's picking up some extra profits, 

too because light-weight Metalbestos permits quick, one-man installation 
. lets Frank finish more jobs for good in fewer man-hours. 


Mutalleslen. cwla cote wrthowt culling tomu 


For the latest Metalbestos catalog, see your jobber or write Dept. B-10 


METALBESTOS snson 





Stocked by principal jobbers 
in major cities. 

Factory warehouses in Atlanta, 
Akron, Dallas, Newark, Des 
Moines, Chicago, Los Angeles, 
New Orleans 
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“Hr RECOVERY” 


signed to fit in most applications 


through use of the individualized 


mountings, the company reports. 
Blowers in 9 and 10 in. wheel sizes 
are shipped in cartons or pallets; the 
12 and 15 in. sizes are shipped in 


cartons. 


Oil-Fired Water Heater 
15 gal copper lined 
water heater with recovery of 180 


gal hot water at 80 deg rise Quiet 


U 


¢ 











futomatic Burner Corp., Dept. AA, 
33-35 Bloomfield Ave.. Newark 4, 
V. J. Unit burns no. 2 fuel oil, is 
equipped with flanged oil burner and 
fast acting aquastat, the company re- 


ports. 


Direct Fired Unit Heaters 


DiRECT FIRED unit heaters for oil. 
gas or combination fuels, rated from 
100,000 Btuh output and 500,000 
Btuh output upward and designed 
for floor. horizontal or service plat- 
futo-Therm Mfg. 
14. 6400 E. Seven Mile, 


Featured are alloy steel 


form mounting 
Co.. Dept. 
Detroit 34. 
primary heat exchanger with pivot 
construction for free expansion; dou- 
ble casing construction with = air 
cooled metal radiation shield; pack- 
aged control system; heavy duty fan 
shaft and self-aligning bearings; in- 
duced draft fan operated independ- 


ent of main fan and connected di- 
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YOU CANT MISS A SALE 


to new homes...old homes...commercial buildings 


.--because WINKLER offers 
everything to sell 


AND SHOWS YOU HOW 
TO SELL IT! 


Why fool around with ‘short’? lines—why lose sales 
because you can’t give customers what they want? Why 
back away from summer cooling or year ’round condi- 
tioning jobs because you haven’t the “know-how’’? Get 
the facts now on the Winkler-Stewart-Warner Franchise! 





This is the most valuable franchise in the industry 
today. For heating only...for heating and cooling...or for 
cooling only, there is no home comfort requirement which 
can’t be satisfied with Winkler equipment. 

See what the Winkler-Stewart- Warner Franchise offers— 
1. The most complete line of heating and cooling equip- 

ment, for both new building and modernization. 

2. Soundly engineered products, featuring advanced 
designs for economical, dependable performance... 

a built by an organization nationally famous for quality 

Basement and utility room of ond gas- ‘ manufacturing. 

fired furnaces equipped with cooling ‘ selecti P 3 3 ~OVveri snNec 

iy ber yout ‘vend ‘amin, 3.A full selection of sales tools for uncovering prospects, 

making product demonstrations and closing the sale. 

4. FREE TRAINING IN DESIGNING AND INSTALLING 
WINKLER HEATING AND COOLING SYSTEMS 





As a Winkler Franchised Dealer you are entitled to 
receive—without charge—an intensive course of instruc- 
tion at the Winkler-Stewart-Warner Institute. Takes all 
the mystery out of air conditioning—you’ll leave the 
school fully qualified to install Winkler heating and cool- 
ing systems. Write today for full information on the 
Winkler-Stewart-Warner Franchise! 


FOR NEW HOMES. 
A full line of equip- 
ment for heating only 
or year ‘round con-. 
ditioning. 





FOR OLD HOMES. Sum- FOR STORES AND OFFICES. 
mer cooling units forhomes Cooling units—free standing 
High and low me Ja with warm air, steam or or for use with ducts. 


—— ernete hot water systems. 
or urner. 


WINKLE CTT] stewart-WaRneR CORPORATION 
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the business end of this 


BIG BURNER 


really means 


BIG BUSINESS 





Tried and proven U.S.-Carlin high capacity models, ranging up to 
20.00 G.P.H., put you in a key position to sell the profitable BIG 
BURNER market...schools, apartments, churches, factories... 
business, commercial and non-residential structures of all kinds. 


With the highest efficiency ever engineered into a line of burners... 
advanced design, quality construction throughout, convenient service 
features, and proved fuel savings up to 36% ...it’s evident why 
U.S.-Carlin Oil Burners have established an enviable reputation for 
outstanding performance throughout the world. You, too, will find 
it pays to team up with U.S.-Carlin, 


Complete specifications and engineering data are yours for the asking. 
Contact your heating wholesaler or write us today. They Outsell 


———e , because they Excel 
THE CARLIN COMPANY, WETHERSFIELD 9, CONNECTICUT 





Model 600 S-4 Model 800 S-4 Model 2000 S-5 Mode! 1200 Mode! 2000 
3.00 to 5.00 G.P.H. 4.00 to 8.00 G.P.H. 7.00 to 12.00 G.P.H. 6.00 to 12.00 G.P.H. 10.00 to 20.00 G.P.H. 
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rectly to air cooled drive motor: 
power type burners with integral 
combustion air fan designed to pro- 
vide complete combustion. Burners 


are interchangeable 


Self-Contained Humidifier 


Mover 100 self-contained humidifier 
which controls relative humidity 
through a humidistat Skuttle Mfg. 
Co.. Dept. {A4, Milford, Mich. 
Mounted on any plenum or in warm 


iir trunk line. unit furnishes its own 


heat through 650-w electric element. 
It is wired in parallel with blower 
motor or through blower switch to 
assure evaporation only when blower 
is running. Built-in heating element 
permits operation independent of 
furnace bonnet temperature. Trans- 
former relay is mounted on furnace 
casing with sheet metal screws. Low 
voltage wiring is used between relay 


and humidistat 


Heavy Duty Fans 


AIRFOIL CENTRIFUGAL fans for heavy 
duty industrial applications {mer- 
ican Blower Corp., Dept. AA, Detroit 
32. Lnits are in single or double inlet 
construction, sized for volumes up to 
1.000.000 cfm. Wheel is welded with 
airfoil cross section blades. rein- 
forced for additional strength. Cast 
steel hub is riveted to hubplate : 
housing is all welded steel construc- 
tion with braces. Anti-friction or self- 
iligning sleeve bearings are optional: 
one fixed and one free bearing are 
used. Units are air or water cooled 


models. Sleeve can be removed with 


70 SO%LESS 
FLOOR SPACE 


...same B.T.U. Input! 


Save onPrice 
NO Save on Space 
with the new line of 


LEAT WA WIE 


GAS - FIRED 


FURNACES 


A triumph in furnace engineering! 


More compact! Designed to fit almost anywhere 
without reduction in heating surface of combus- 
tion chamber! 


New styling, too! Smart two-tone baked enamel 
finish. 


And once installed, all internal parts are remov- 
able through front-access panels. No need ever 
to remove the outside casing from closet or 
utility room installation. Tuck it away and 
forget it! 


Definitely superior new features. Costs 
less money. Gives more value. 


Fully factory pre-fired and tested. Needs only 
usual duct, gas and electrical connections. 





WRITE, WIRE OR 
PHONE FOR DETAILS 


\ 
SOUTHWEST MANUFACTURING CO 


Subsidiary of the F. E. Myers & Bro. Co. 
10) Sa ee AURORA, MO. 








Follansbee Terne Needs No Special Treatment! 


Follansbee Terne offers the wonderful advan- 
tage that it can (and should) be painted imme- 
diately after installation. Unlike many other 
metals, it does not need to weather or be given 
any special treatment before it can make a per- 
fect bond with the paint—a bond that will last. 

You'll find too that Follansbee Terne offers 
many other advantages as 
a complete roofing ma- 
terial; and for gutters, 


downspouts, valley 


Follansbee Terne is carried in stock by leading 
sheet metal distributors everywhere 


flashing and weathersealing as well. Terne is 
far more ductile, Terne is easiest to solder 
and expansion joints are unnecessary. Most im- 
portantly, Terne has proof of its long life 
and serviceability. ' 
When you sell and install Follansbee Terne, 
you're assuring yourself a better profit. You're 
also giving your builder 
customers a lifetime quality 
job that will please his 


customers too. 


OLLANSBEE 


STEEL CORPORATION 
FOLLANSBEE, WEST VIRGINIA 
Terne Roofing * Cold Rolled Strip © Polished Biue Sheets and Collis 
Sales Offices in Principal Cities 
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what a compact, 


= 

this price is 
really low for 
fine quality! 








and both 
oil and 
gas-fired 
models! 





new feature-packed CONCO Low Boy Furnaces 





-.-and iook what's 
new in CONCO 
AIR CONDITIONING 


Conco YEAR-ROUND air conditioners 
are available to meet any installation 
requirement — oil or gas fired heat- 
ing, air or water cooled refrigeration. 
Conco summer air conditioners are also 
available for addition to existing heat- 
ing systems. Write for spec sheets. 











BOTH OIL AND GAS-FIRED MODELS 


These new low-boys, designed for new and replacement installations 


in popular sized homes, are an important addition to the complete 
Conco line of white, streamlined counterflows, hi-boys and low hi- 
boys. The compact, attractive cabinets are kept cool and quiet by glass 
fiber insulation. Finishes are baked enamel, Bonderized for permanent, 
rust-free, easy-to-clean beauty. The heavy gauge steel heat exchangers 
are single piece, all-welded construction designed for long life, maxi- 
mum heat transfer. Blowers are over-sized and resiliently mounted for 
slow speed, quiet operation, Other low boys. in the Town & Country 
line. are available for larger homes. For detailed information and 
spec ifications write for spec sheets No. 950 (gas) and 940 (oil). 


CONCO ENGINEERING WORKS 


Division of H. D. Conkey & Company, Mendota, Illinois 


Manufacturers of a complete line of quality heating and air conditioning equipment 


Heating / 


AFFILIATES: CONCO BUILDING PRODUCTS, INC. - BRICK, TILE, STONE Cooling / 
CONCO MATERIAL HANDLING DIV. - CRANES, HOISTS - _ 











FROM THE 
BIGGEST 
TO THE 
SMALLEST 


A Full Line 


of Unishears 


by Stanley 


U218 — 4% Ibs. 


Cuts up to 18 gauge 


WD 


\}27) 


YY BIPDES 


U3610 
Cuts up to 10 gauge 


Stanley offers a complete 
line of electric shears with 
cutting capacities from 18 
to 6 gauge hot rolled steel. 
6 portable models, 2 bench 
models and the big floor 


unit shown above. 


For fast euts ... for easy 
handling, equip your shop 
with a Stanley Unishear. 
For complete details see 
your supplier or write 
Stanley Electric Tools, 570 
Myrtle St., New Britain. 


Connecticut. 


equipment developments 
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out disturbing bearing support; fixed 
sleeve bearing is furnished with two 
internal split-type thrust collars. Vol- 
ume control is provided by adjust- 
able speed fluid drive, inlet) vanes. 
outlet damper or adjustable speed a-4 


motor. 


Fireplace Dome Damper 


SMOKE DOME damper in seven sizes. 
designed especially for fireplaces 
with two or more sides open Va- 
jestic Co. Inc.. Dept. AA. 733 Erie 
St., Huntington, Ind. Unit is a metal 
form around which masonry throat 


can be erected. High sloping side 


provides unimpeded funnel to flue. 
Provided with a js in. wide lintel 
on all sides. unit is said to support 
any load on its span. Damper is de- 
sioned to accommodate a flue located 
at any of eight possible positions 
with respect to the fireplace. It is 
constructed of heavy gage steel. is 
seam welded at all joints. Adjusta- 
ble friction arm holds butterfly 


damper in any seat position. 


Kitchen Range Hoods 


KITCHEN RANGE hoods with choice 
of four blower or fan systems 

Broan Mig. Co., Ine. Dept. AA, 1609 
\V. Water St... Milwaukee 2. Hoods 
feature rounded corner designs. front 
control panel, three fan or blowe 
speeds. concealed counter — lights. 
Hoods are in two types: modern de- 
sign in stainless steel. coppertone and 
white enamel: and scalloped border 
coppertone unit for traditional kitch- 
ens. All of the kitchen range hood 
models are available in five standard 


sizes. according to the manufactures 
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Stainless sheet is quickly rolled Tack welding. Note punched holes Automatic seam welder. 
to body diameter (1158”). for inlet and outlet nozzles. Flux is being removed. 


“Stainless is no more trouble than 


: carbon steel’’ 


ie ). “Ty 


ry WU 
= Shi «| 


S cd f es 


— ——e € 
, — 


says General lonics Corporation, 
maker of Ever-Soft 
Stainless Steel water conditioners 





General Ionics calls its Ever-Soft water condi- 
tioner the “Cadillac of the soft water industry.” 
And for good reason: it’s constructed entirely 





— of Stainless Steel. The buyer can be proud of 
; having one of the most attractive, trouble-free 
"ti ae ™ water conditioners on the market, and he gets a 


10-year warranty against rust and corrosion. 
General Ionics has no trouble fabricating the 
USS Stainless Steel. They use ordinary equip- 
ment all the way, and the photographs show 
their neat production line in operation. 
If you have any questions about Stainless 
4“ fabrication, your USS salesman is the man to 


} see. 
UNITED STATES STEEL CORPORATION, PITTSBURGH 
Polishing room. Welds are buffed to a bright finish. AMERICAN STEEL & WIRE DIVISION, CLEVELAND 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
Hydrostatic test at two times the working pressure. NATIONAL TUBE DIVISION, PITTSBURGH 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA 
UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 







USS 
STAINLESS 
STEEL 


SHEETS - STRIP - PLATES - BARS - BILLETS 
PIPE + TUBES + WIRE + SPECIAL SECTIONS 


UNITED STATES STEEL 


wi 

| 
} ' 
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LOOK...1TS SO EASY 10 INSTALL 
PENN FAN AND LIMIT CONTROL 


Saves time, work and money; 
builds customer satisfaction 


Cut 1%” power element hole. Drill 2 mounting 
"holes, using asbestos seal as template. Start 
mounting screws through bracket. 


? Insert power elements through the hole and 
* hook slots in control case under screw heads, 
then tighten screws. 


Easier and faster to install... even in cramped quar- 
ters or in poor lighting . . . it isn’t necessary to 
mount the Series 520 in a level or vertical position! 
But that’s just part of the story. 


Penn combination fan and limit controls are de- 
signed for low, line or millivoltage service . . 
at no extra cost. Penn’s superiority is recognized by 
customers, too. They know Penn controls mean 
healthful comfort. They know the Penn name means 
accurate and dependable operation. It’s the kind of 
dependability that eliminates, for you, those costly 
service call-backs. 


On your next heating job, specify Penn controls... 
they cost no more! Penn furnace controls are also 
available in single units .. . for fan only, or limit only. 
Be sure to ask your burner manufacturer or whole- 
saler for Penn heating controls. Penn Controls, Inc., 
Goshen, Indiana. 


PENN AUTOMATIC CONTROLS 


For Heating, Refrigeration, Air Conditioning, Gas 
Appliances, Pumps, Air Compressors, Engines 


Make electrical connections, place control cover in po- 
* sition and secure 2 retaining screws. That's all you do 
... it’s simple and fast. 
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ee ‘Dealers are 


Moper RSG-30 “Lighting Fast” gas- 
fired water heater said to supply over 
200 gal of 140 F water with cold 
water supply at 60 F in 3 hr, 48 min. 
in the 30 gal size Radiant Utili- 
tues Cor; .. Dept. 1A, 8817 18th Ave.., 








about KG LAMAzOO 


distributor set-ups 


THE BEST AVAILABLE TODAY! 


Brooklyn. Unit features ceramic lin- 
ing. Unit has inner tank of 350 1b 
test steel with heavy laver of copper ; 
automatic cutoff controls; concealed 


parts; baked enamel shell. Forty and 


60 egal. units are available. The Famous 


OCTAGON 


Radiator 


Wall Furnace 


Mopet R70 oil-fired wall furnace 
which can be converted from over- 


How heater to a central heating sys- 





tem or to combination overfloor-un- ‘ P 
No service calls—sell ‘em 


derfloor system International Oil ‘ 4 oe ae 
install ‘em and forget ‘em. 
Burner Co.. Dept. AA, Park and “The best buy for us and our 
Spring. St. Louis 10, Mo. Unit panels customer.” 
into wall opening 60 in. high, 2514 “When Kalamazoo says a unit 
will be delivered—it is!” 
“Each unit is packed with 
modern features.” 


in. wide. Fiber duct is added to dis- 
tribute heat under floor. Capacity is 
55.000 Btu with 600 cfm blower. 


cuigihiaik neni WARM-AIR FURNACE MEN! 


“AIRVINYL vinyl sheets permanent- 

ly bonded to metal before fabrication Excellent dealerships and distributorships are still 
to provide variety of colors and tex- available. For further information on Kalamazoo’s 
tures to sheet metal {rvin Indus- line of profitable and famous gas and oil warm-air 
tries, Inc... Dept. AA, Columbus, Ind. conditioners, write, phone or wire us now. 

Sheets are ready for assembly: 
further finishing is not required, the # 

saline shin, Pol enssieae @LAMAZOO FURNACE AND APPLIANCE MFG. CO. 
nated to steel, aluminum or mag- Al Since 1901 — the Finest in heating equipment 


nesium. 100 ROCHESTER AVE. KALAMAZOO, MICH. 
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GREAT NEW 


HEIL 


HEATING PLANT 


likes to work 
‘in 
-Cramped quarters! 











MODEL JF-2 OIL-FIRED PARKWAY 
WINTER AIR CONDITIONER 

Tuck this junior-sized package in a corner, an alcove, 

even a closet, and it will deliver king-size heating 

comfort! Cramped quarters simply don’t crimp its style. And 
here’s a safety bonus for your customers: the dependable, 
efficient new JF-2 performs with perfect safety only one inch 
from combustible walls and on combustible flooring! 


You'll make giant-sized profits from this pint-sized heating package 
IF you'll stock up and push it HARD to perimeter or floor 

panel heat distribution prospects. Expensive? It’s a Parkway model- 
and that means top performance at lower-than-competitive prices! 


Pre-Assembled and Pre-Wired Occupies Only Two Square Feet 
for Economical Installation! of Floor Space! 


“Focused Flame” Oil Burner 


for Top Uiticlency! Purrs Quietly ... Burns with Clean Flame! 


16% Broader Heating Contact Surface! Built to Perform Dependably—for Years! 


“Brand Name" Performance for BUDGET Installations! 


| : Ty a | 
TH E HEI L co. Bonnet nae ae ee ig 112,000 


Normal Air Delivery 
3081 W. Montana St. * Milwaukee, Wisconsin ¢* Hillside, New Jersey (90° Rise) CFM .... os 1,090 
Oil Firing Rate, GPH — 1.0 


The Heil Co. is a member of OHI, GAMA and an associate member of NHWA Write for specifications sheet. 


SALES OFFICES: Union, N.J.; Atlanta, Ga.; Cleveland, Ohio; Chicago, IIl.; Milwaukee, 
Wis.; Kansas City, Mo.; Denver, Colo.; Dallas, Texas; Los Angeles, Calif.; Seattle, Wash 
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ORIGINAL — 
~ EQUIPMENT 
MANUFACTURERS: 


_ If you are bothered 
_by the vibration and 
“noise problem... 


be sure tocheck , 


11 ENTRIDE 
SIEM 


This belt was developed for use i 
i iditioning equipment, forcea 
$5 and window and attic 
>e used equally well o: 
ichines, dryers and light 

work-shop equipment. An independ 

ent check proves that the SILENT 

RIDE absorbs 24% more vibra 

than the next best 
low vibration” belt 

Popular Sizes. 


4 
a 


STAMPED 
ONE PIECE 
PULLEY 
World’s 
Largest Seller 


Long the favorite 
with manufacturers 
of Automobile, Heat 
ing and Air Condi- 
tioning equipment. 


Zatko Pulleys are recognized as the strong- 


est and most economical on the market 
Millions now in use. 


Write for literature 
giving sizes and prices. 


*TM Pending 


Yl? ver PRODUCTS CO. 


CLEVELAND 17, OHIO 
World's largest manufacturer of stamped 
ONE-PIECE Pulleys for Automotive, Heat 
ing and Air Conditioning manufacturers 





AND YOU'LL BENEFIT FROM IT'S IN- 
CREASED EFFICIENCY AND CAPACITY 
FOR PRODUCTION 


Your remarkable use of Rawl products made this 
new plant possible. It replaces our outgrown 
facilities. 


Of course, we made sure you earned a good profit 
on our products as youused them. 


We made a profit too—and we're plowing part of 
it back into this new plant to give you still better 
service, better products and more of them—so that 


you can earn even more in the future. 


ces So 


President 





on 


RAWL-TAPERS 





RAWLPLUGS 





THE 


RAWL HAMMER-SETS RAWL 
TOGGLE BOLTS 0., nec. 


Box 406A 
New Rochelle, N.Y. | 


RAWL RAWL 
LAG SCREW CARBIDE 
SHIELDS Pager. DRILLS 








RAWL-DRIVES RAWL-ANCHORS 














GREAT NEW DAY 
FOR YOU...WITH 


a great name in heating 


and air conditioning 


since 1871 


Quality builds sales, and sales build profits. 


The most successful base for this pyramid of greater business in 
heating and air conditioning is Round Oak. Since 1871, Round Oak 
has been the base for one successful dealer after another. And 
today, Round Oak can do the same for you—whenever you choose. 


First of all, with Round Oak, you have quality heating equipment. Our best salesmen are the people 
who already have Round Oak. 


Secondly, every Round Oak heating unit is designed for the addition of air conditioning at the time 
of original installation—or later. 


Round Oak can bring you the success it has brought to others. 


el new a Clima! PUMP... thenew round oak 


Air Source Heat Pump. No five, no dust, no flame! Only 
air and electricity for this great new advance in heat- 
ing and air conditioning—a single unit that becomes 
either a heating unit or an air conditioner at the flick 


”) ROUND OAK CO., INC, fe swine 


DOWAGIAC, MICHIGAN 
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DUPLEX SETUPS, TOO! 


Available also is a two-machine arrangement (for edge or corner 
trimming) with a single foot valve (for simultaneous operation 
of both machines), a floor stand and feed table. 





AIR POWER NOTCHING 
& PUNCHING MACHINE. 


Air powered for speed and operating ease, this 
versatile, all-new machine is a production-booste: 
from the word “Go”. With a 64-ton capacity 

and a 4%-inch throat, it is available with notching 
or punching attachments or both. 

A foot valve controls the action to free both hands 
for handling the material. The ram can be lowered 
gradually to locate work at prick-punched points anc 
to facilitate die changing. Adjustable to an infinite 
variety of positions, a uniquely-designed gage also step 
up productivity. An unusually large selection of 
punches and dies is available for stmple or intricate holes. 
corner trimming, combination trimming and cutoff. 

Featuring rugged, compact, all-steel construction, 
Niagara’s No. 65-5 Notching and Punching Machine cau 
be furnished for bench mounting or with 
a floor stand. Shop air pressure of 
80 psi is all that’s needed for 
A-1 performance. LEARN 
MORE about this multi-purpose 
machine and what it can do 
by writing for new, illustrated 
Bulletin 79 today. 


NIAGARA MACHINE & TOOL WORKS, BUFFALO 11, N. Y. 
DISTRICT OFFICES: 
Buffalo @ Cleveland © Detroit ¢ Indianapolis ¢e New York ¢ Philadelphia 


Distributors in principal U.S. cities and major foreign countries 


America’s Most Complete Line of Presses, Shears, Press Brakes, Other Machines and Tools for Plate and Sheet Metal Work 





do you chase the FAST NICKELS 
and let the SLOW DOLLARS get away? 


ELECTRO 
an 


THE MARK OF QUALITY 


BARBER 
COLMAN 


uni-tlo 


Engineered 


Air Distribution 


i 


q 


Allen head adjusting 
screw produces deflec 

tions ranging from 
horizontal to vertical 


You'll have satisfied customers and better 
profits when you sell the TRIPLETS — 
WARM-AIR, COOL-AIR & 
ELECTRO-AIR. 


Electro-air Electronic Air Cleaners 
remove dust, dirt, smoke and pollen and 
furnish clean pure air. There is a model of 
suitable dimensions for every size hone— 
and at a moderate cost, too. 

Electro-air “Compact Line” units 

are available in both “horizontal air low” 


and “vertical air flow” models from 
800 cfm to 4,800 cfm. 


All parts including selenium rectifiers 
are guaranteed for five years. 


WRITE FOR CATALOG C-10-C 
ELECTRO-AIR CLEANER COMPANY 


1285 REEDSDALE STREET, PITTSBURGH 33, PA. 


Venturi-Flo Ceiling Diffusers 
make air behave 


Opposed-blade volume 
control operated through 
face of diffuser 


Performance guaranteed when installed 

according to published data. Wide range of 

recessed and surface types economical to install, 

easy to adjust for predicted air patterns after installa- 

tion—make system balance easier to obtain. Consult nearby 
Field Office or write for Catalog F-4085-4, 


Barber-Colman Company 


DEPT. J, 1106 ROCK STREET, ROCKFORD, ILLINOIS, U. S. A. 


new 
literature. . 





Cooling Systems 


COOLING MANUAL (46 pages) written 
expressly for installers of warm air 
heating equipment explains the theory 
of cooling and describes the various 
types of cooling equipment available. 
Pictures and diagrams show installa- 
tion procedures and text explains all 
steps involved from sizing the cool- 
ing unit to charging and final purg- 
ing. Cooling capacity charts and wir- 
ing diagrams are included. The 
manual is priced at $1—J/nternational 
Heater Co., Dept. AA, 101 Park Ave.. 
Utica 2, N.Y. 


Roof Exhausters 


BuLtetin CH-101 illustrates and de- 
scribes “Hi-velocity” roof exhausters. 
Explained are the principles of the 
blower’s automatic damper blades, 
high velocity exhaust capabilities 
and fusible link fire safety device. 
Performance ratings are included 

Chicago Blower Corp., Dept. AA, 
9867 Pacific Ave.. Franklin Park, lil. 


Gas Vent 


ILLUSTRATED data sheet des ribes the 
features of model “G” gas vent for 
use with gas-fired equipment requir- 
ing 3 to 7 in. I.D. flues (except in- 
cinerators). The vent’s flue sections 
are constructed of 5¢ in. fire clay tile 
with cement-asbestos jacket. and it is 
UL listed for Class B service. Specifi- 
cations and ordering information are 
included in the bulletin—Van Packer 
Corp.. Dept. 14. 1019 State St.. Bet- 


tendorf. la. 


Insulation 


BROCHURE describes *Microlite” 
elass fiber insulation for heating and 
cooling systems. Available in widths 
of 18. 24. 36. 48. 54 and 72 in.. the 
insulation can be cut to any size or 
shape. according to the manufacturer. 
and bends easily around curved sur- 
faces—L.O.F Glass Fibers Co.. Dept 
14.1810 Wadison Ave.. Toledo 1. O. 
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FOR 


ETTER SERVICE 


with the BEST of BUILT BETTER! 
EVERYTHING for ) PRICED 
HEATING and RIGHT! 
COOLING... 


DIAL {oe 


Your MONCRIEF A 


WHOLESALER UNIT FOR 
ANY JOB! 


One call or one stop — the service is 
good and the price 1s right at your coer tm - Pa ene 
7 r i ail ' ountertiow ear ~ " ‘ 1 1 
Moncrief Wholesalers! 2 or 3 Ton Year ‘Round Unit. Air ertnk RO tele 
"Round Unit. Air or Water Cooled. $ 


i F : S Ton Water Cooled 3-15 Tone. 
With the complete Moncrief line, or Water Cooled. Gas or Oil Fired. ‘Yeor "Reued Unk. — 


< Oil Fired Year "Round Unit. 
- ras or Oil Fired. GC Oil Fired. 
this one source has plenty of what you ‘outa 
need. Plus, because it’s Moncrief, it’s 2,30r5 
sure to be built better. Moncrief sim 

dad- n 
equipment is manufactured with the Cooling Coil. 
most modern methods and facilities 
and backed by Moncrief’s 60 years of 


: Add-On 
manufacturing experience. Cooling Coil. 


‘ 





2.3 0r5 
Ton Duct-type, 


This one source buying saves you 
; ' % 30rST 
time, and money too. So dial your 2.3 or S Ton Bh ty her Sisinho "Ces Utitiny 
Moncrief Wholesaler today . Air Cooled Add-On Summer Winter A.C. Unit, Winter A.C. Unit. 


Condensing Unit A.C. Unit. Gas or Oil Fired Gas or Oil Fired. 
connects to 


Cooling Coil. 


—~ 
a 


MONCRIEF Sureril . ones 


5 Compact 


Pipe, Duct,Eibows f¢, q if | Models. 
and Fittings © ™-1 








Counterflow ; 
Wi ' }] . Incinerator. 
inter 


Se me A.C. Unit. Horizontal Furnace. ; se 3 + sg —— 
“ a. Gas or Oil t 4 Gas Models. Gas or Oil A - without 
i i Fired. ~ 4 Oil Models. Fired. urner. 


THE HENRY FURNACE COMPANY - Medina, Ohio 


— —-— a 
MONCRIEF ME rence srirt ane tine: 


UNKE 169 
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Gas and Oil Heating Units 


DATA SHEET describes the features of gas and oil 
fired heating units for large homes, office buildings. 
churches, schools, ete. Specifications are given for 
12 models--The Majestic Co., Inc., Dept. AA, 733 
Erie St.. Huntington. Ind. 


Warm Air Zone Control Systems 


HanpBook for Warm Air Zone Control Systems and 
Damper Applications (SA2667) was designed especial- 
ly for the sheet metal man. It tells what zone control is. 
explains when zoning should be used. and describes in 
detail the installation of dampers. linkages and damp- 
er actuators. Diagrams and photographs of actual 
installation procedures are included. Also available 
is a wiring handbook for warm air zone control sys- 
tems designed for the use of the installer-electrician 
and serviceman. Designated SA2820-1. this booklet 
contains electrical circuit diagrams, installing instruc- 
tions and checkout procedures for various zoning 
methods. It discusses two-zone balancing, volume and 
mixed-air methods of zoning; internal circuitry and 
operation of damper actuators and control panels; and 


balane ing and volume methods of controlling heating- 


cooling zone control systems—Minneapolis-Honeywell 
Regulator Co.. Dept. AA, 2726 Fourth Ave., S., Min- 


neapolis 8. 


Gas-Fired Equipment 


CataLtoc No. 57 describes and illustrates furnaces. 
burners. valves. torches, mixers, blowers and controls. 
Specifications and shipping weights are listed—John- 
son Gas Appliance Co.. Dept. AA, 520 E Ave., N. W.. 
Cedar Rapids, Ia. 


Fractional HP Motors 


“INDUSTRIAL QuaLity” fractional hp motors available 
in two frame diameters 18 and 56 are de- 
scribed in a 12 page catalog insert (1-1P1). Tables 

» ratings and dimensional in- 
formation for motors ranging in capacity from 1/20 
to | hp. Both open and totally enclosed models are 
illustrated—Century Electric Co., Dept. AA, 1806 Pine 
St.. St. Louis 3. 


Lighting Fixture-Air Diffuser 


Book.Let describes “Multi-Vent Trofferlite” lighting 
fixture-air diffuser combination. Cutaways. exploded 


views and installation procedures are included, Also 


Conductor L. Bow says: 


REDUCE INSTALLATION TIME 
WITH CINCINNATI ELBOWS —THEY'RE 





SHAPED AND TAPERED TO FIT EASILY 
INTO ALL STANDARD SIZE PIPE— 
THEY'RE HOT-DIPPED IN ZINC...AFTER 
FORMATION..77O STOP RAW-EDGE-RUST— 
AVAILABLE IN ANY SIZE, GAUGE OR 











METAL, INCLUDING COPPER, ALUM- 
INUM, STAINLESS OR GALVANIZED 
STEEL—ASK YOUR JOBBER// 


CINCINNATI ELBOW Co. 


4730 MADISON ROAD © CINCINNATI 27, OHIO 
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INDOOR COMFORT 


lifelong search succeeds 


PATTERN of PROGRESS 
Perimeter Air Distribution 
Mé Floor Diffuser 


Short Baseboard Diffuser 


Extended Thermo-Base Baseboard Distributor 
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When painting a barn, buying insurance, fertilizing 
a crop, roofing a house or paving a road, complete 
coverage is the thing. This, we’ve always known. 

These days, we know that when distributing air for 
heating and cooling, there is a major consideration 
in achieving real comfort: complete coverage of ex- 
posed walls. This gentleman, rich in experience, 
moved cautiously when first he read the “extravagant” 
claims in his Thermo-Base catalog. Today, he simply 
considers that the Thermo-Base system of air distribu- 
tion has made his lifelong search a complete success. 


Iherme-Base 


a product of GERWIN INDUSTRIES, INC., Michigan City, Ind. 





Perimeter Register 


Multi-Louver Reg 


Sidewall Perimeter 
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ister 


Diffuser 


KRUEGER S 
SHWAPPENED PENCIL 

HELPS) YOU GET 
THOSE CLOSE JOBS 


A Complete line 
of Registers, 
Grilles & 
Diffusers for the 
Residential Field 
plus a Complete 
Line of Double 
Deflection 
Registers & 
Diffusers with 
Opposed Blade 
Dampers, 
Extractors & 
Volume Control 
for the 
Commercial & 
Air Conditioning 
Field 


WRITE OR WIRE FOR PRICE CATALOG 
AND NAME OF YOUR NEAREST JOBBER 


19 £. RILLITO + TUCSON, ARIZONA - 


PHONE MAin 2-2805 
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included are illumination and sound level charts as 
well as other data designed to aid in selection—Pyle- 
Vational Co., Dept. AA, 1334 N. Kostner Ave., Chi- 
cago 51 or Benjamin Electric Mfg. Co.. Dept. AA, Des 
Plaines, Ill. 


Chimney Draft Tests 


Bark CHARTS show the results of draft tests conducted 
on three prefabricated chimneys a metal chimney 
which depends on ventilating air for insulation, a met 
al chimney which depends on a preformed air cell 
asbestos sleeve for insulation, and a packaged masonry 
chimney which depends on a 3 in. wall of vermiculite 
concrete for insulation. Ambient temperature was 95 
F, wind velocity varied from 0 to 2 mph and flue inlet 
temperatures were maintained in the first test at 300 F 
and in the second test at 700 F—Van-Packer Corp.. 
Dept. {4.1049 State St.. Bettendorf. la. 


Flexible Plastic Pipe 


BuLLetin No. CE-57 contains details about the general 
and technical uses of flexible polyethylene plastic pipe. 
Applications illustrated include recirculating water 
lines for air conditioning systems and industrial piping 
for corrosive solutions—Supplex Co., Div. of Ameri- 
can Hard Rubber Co.. Dept. 14. Garwood. N. J. 


Air Conditioning Multi-Zone Buildings 


APPLICATION ENGINEERING STANDARD for air condition- 
ing multi-zone buildings in which varving degrees of 
cooling and humidity must be maintained sets mini- 
mum conditions and factors that form the basis of de- 
sign load estimating and specifications of performance 
for such installations. Designated ARI Standard 530. 
the document covers such subjects as design load fae- 
tors for inside and outside conditions. sensible heat 
gain through glass. transmission. heat gain from ox 
cupants. heat gain from appliances. ventilation and 
infiltration. air motion in conditioned spaces, capacity 
specifications, cooling load calculations. multi-zone 
building refrigeration loads. heating load calculations. 
and safety provisions—Air-Conditioning and Refriger 
ation Institute, Dept. AA, 1346 Connecticut Ave. N. 
W.. Washington 6. D.C. 


Insulating Material 


BROCHURE presents information on “Basaltwool” in 
sulation and describes the results of various tests on 
the material. Batts are available in densities from 3 
to 6 lb per cu ft and in widths and thicknesses for 
most heat and sound insulating applications. According 


to the company. the insulation will not burn or sup- 


AMERICAN ARTISAN, OctoREeR 1956 





KLIXON F.T.C. 


Here is Clifford “‘Skip’’ Davis, who runs a success- 
ful heating business in Brockton, Mass. His heat- 
ing sales and service experience is solid — it covers 
many hundreds of installations over a 27-year 
period. During the last five years, ‘Skip’ has 
been selling and servicing units equipped with 
KLIXON F.T.C. What does he think of it? 


Here’s what he says: 


“‘We have used KLIXON Controls on our equip- 
ment for five years and found them very satis- 
factory. The F.T.C. idea must be a godsend to 
Service Managers throughout the country if 
their experience has been like ours. We have had 


only three calls on these controls in five years.” 


onerR 1956 


from a dealer’s viewpoint 


Here are the advantages of KLIXON F.T.C. 
on wet and dry heating: 

e@ Control application is laboratory engineered. 

e Laboratory performance is delivered to job. 


e Service calls resulting from tampering are 
eliminated. 


e@ Peak control efficiency lasts indefinitely. 


*F.T.C. means “Fixed Temperature Control’’, assuring 
proper operation of unit as designed by manufacturer. 


KLIxoN 


METALS & CONTROLS CORPORATION 
SPENCER THERMOSTAT DIVISION 
3510 FOREST STREET, ATTLEBORO, MASSACHUSETTS 
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tarrine screws? of heating and 
murs > gir-conditioning 





MACHINE SCREWS un its eee 


NATIONAL LOCK 


standard and 
special-purpose 


FASTENERS 


PURCHASING EFFICIENCY 
G4iwie you 
PROMPT DELIVERY 


stove dqgue you 
a PRODUCTION TIME 


THREAD-CUTTING 
SCREWS 





Extensive research, engineer- 
ing and production facilities 
are combined at National 
Lock Company to supply 
uniform-quality fasteners of 
every description . . . on time. 
You'll find National Lock a 
mighty dependable source 
for ALL your hardware re- 
quirements. Investigate the 
“SEMS” many time-saving, money- 
saving advantages you'll gain 
from |-source purchasing 


from NATIONAL LOCK. 














bao” UU Foom 1 Sowtee 


CATCHES - HINGES - PULLS 
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port combustion. will not rot, decay or induce cor- 
rosion in adjacent metal surfaces—Thermo-Sound 
Products, Div. of Kittell-Lacy, Inc., Dept. AA, 10816 
E. Fawcett Ave.. El Monte, Calif. 


Fractional HP Electric Motors 


Tue Features of “AL-4” fractional hp electric motors 
are described in a four page brochure. Standard ratings 
and a dimensional diagram are included—The Red- 
mond Co., Inc., Dept. AA, Owosso, Mich. 


Air Distribution Products 


TWELVE PAGE BULLETIN describes air distribution 
products including a remote manual control, a ceiling 
panel-diffuser, a high capacity vane type diffuser for 
high sidewall installation, diffusers for ceiling mount- 
ings with center induction and radial distribution, and 
diffusers with air extraction in the outer cones, Per- 
formance charts, photographs and drawings are in- 
cluded—Anemostat Corp. of America. Dept. AA, 10 
E. 39th St., New York 16. 


Oil Burner Nozzles 


Book.et entitled “Oil Burner Nozzles: How They 
Work, How to Use Them” explains the functions of 
pressure-atomizing nozzles and the part they perform 
in the combustion of fuel oil. It also discusses the ef- 
fects of pressure, gravity, viscosity and temperature on 
nozzle performance. Information on droplet size and 
spray patterns as well as storage, handling and proper 
care of nozzles is included—Delavan Mfg. Co., Dept. 
14. Grand Ave. & Fourth St.. West Des Moines. 1a. 


Vibration and Noise Isolation 


HOw SHEET METAL and other shops can increase pro- 
duction through vibration and noise control is dis- 
cussed in bulletin K7A. According to the company, the 
use of vibration control equipment can result in more 
efficient plant layout, prevent rejects and eliminate 
down time as well as cut down absenteeism and _in- 
crease employee efficiency—The Korfund Co., Inc.. 


Dept. AA, 48-01 A 32nd Pl... Long Island City 1, N.Y. 


Round Duct 


LIGHTWEIGHT HELICAL CONDUIT for use in warm ait 
heating and year ‘round air conditioning systems is 
described in bulletin C-1100-B89. The conduit is avail- 
able in 14 standard diameters and can be obtained in 
any length desired. Standard gages are 24 and 26; 
however the conduit may be fabricated from sheet 
metal from 30 to 18 gage-—-Worthington Corp., Dept 
14. Harrison. N. J. 
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NOW...you can sell 


HUMIDITY 


POSITIVELY CONTROLLED =-AUTOMATIC 
HIGH CAPACITY...FOR ANY TYPE HOME 


THE NEW 


AUTOMATIC ¢ ELECTRIC 
HUMIDIFIER 


PLENUM MODEL — for forced air furnaces. Easily mounted on 


warm air b 








t. Uses pl heat for evaporation— furnace fan 
and ducts for distribution of humidified air. 


UNIVERSAL MODEL — installed on or between joists in base- 
ment or crawl-space. Flexibility of installation permits baseboard 


or wall registers. 


The proper relative humidity is no longer a 
heating season problem! Now, with the new 
automatic-electric Aprilaire humidifier, you can 
offer your customers positively controlled humidity 
...with plenty of capacity...gravity water feed 
I ; F - 8 - “ . PORTABLE MODEL — no installation necessary. Ideal for 
over evaporator...trouble-free service. There’s ‘ kitigioe 
, offices, apartments— wherever a permanent installation is not 
an Aprilaire model for any type home or office— ; 
(Ry ‘ age desired. 
all controlled by positive action humidistat 
that your customer just sets and forgets... 
for the right humidity for better health, 
greater comfort and economy. RESEARCH PRODUCTS CORPORATION 
Dept. 91, Madison 10, Wisconsin 
SEND IN COUPON FOR 


COMPLETE INFORMATION 


I'm interested in the Aprilaire. Send me more 
information including literature, prices, speci- 
fications and the profit-making proposition. 


. . . PRODUCTS OF RESEARCH | 


S 


CO. NAME 


ADDRESS 


! 


RESEARCH PRODUCTS CORP. 


MADISON 10, WISCONSIN 
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NATIONAL LOCK 


standard and 
special-purpose 
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of heating and 
air-conditioning 
units... 


FASTENERS 











“SEMS” 


PURCHASING EFFICIENCY 
G4iwie you 
PROMPT DELIVERY 


dave you 


PRODUCTION TIME 


Extensive research, engineer- 
ing and production facilities 
are combined at National 
Lock Company to supply 
uniform-quality fasteners of 
every description . . . on time. 
You'll find National Lock a 
mighty dependable source 
for ALL your hardware re- 
quirements. Investigate the 
many time-saving, money- 
saving advantages you'll gain 
from |-source purchasing 


from NATIONAL LOCK. 
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port combustion, will not rot, decay or induce cor- 
rosion in adjacent metal surfaces—Thermo-Sound 
Products, Div. of Kitteil-Lacy, Inc., Dept. AA, 10816 
E. Fawcett Ave., El Monte, Calif. 


Fractional HP Electric Motors 


THe FEATURES of “AL-4” fractional hp electric motors 
are described in a four page brochure. Standard ratings 
and a dimensional diagram are included—The Red- 


mond Co., Inc., Dept. AA, Owosso, Mich. 


Air Distribution Products 


TWELVE PAGE BULLETIN describes air distribution 
products including a remote manual control, a ceiling 
panel-diffuser, a high capacity vane type diffuser for 
high sidewall installation, diffusers for ceiling mount- 
ings with center induction and radial distribution, and 
diffusers with air extraction in the outer cones, Per- 
formance charts, photographs and drawings are in- 
cluded—Anemostat Corp. of America, Dept. AA, 10 
E. 39th St., New York 16. 


Oil Burner Nozzles 


Book.et entitled “Oil Burner Nozzles: How They 
Work, How to Use Them” explains the functions of 
pressure-atomizing nozzles and the part they perform 
in the combustion of fuel oil. It also discusses the ef- 
fects of pressure, gravity, viscosity and temperature on 
nozzle performance. Information on droplet size and 
spray patterns as well as storage, handling and proper 
care of nozzles is included—Delavan Mfg. Co., Dept. 
14, Grand Ave. & Fourth St., West Des Moines, Ia. 


Vibration and Noise Isolation 


HOW SHEET METAL and other shops can increase pro- 
duction through vibration and noise control is dis- 
cussed in bulletin K7A. According to the company, the 
use of vibration control equipment can result in more 
efficient plant layout, prevent rejects and eliminate 
down time as well as cut down absenteeism and _ in- 
crease employee efficiency—The Korfund Co., Inc.. 


Dept. AA, 48-01A 32nd Pl., Long Island City 1, N. Y. 


Round Duct 


LIGHTWEIGHT HELICAL CONDUIT for use in warm ait 
heating and year ‘round air conditioning systems is 
described in bulletin C-1100-B89. The conduit is avail- 
able in 14 standard diameters and can be obtained in 
any length desired. Standard gages are 24 and 26; 
however the conduit may be fabricated from sheet 
metal from 30 to 18 gage—Worthington Corp., Dept. 
14, Harrison, N. J. 
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NOW...you can sell 


HUMIDITY 


POSITIVELY CONTROLLED-AUTOMATIC 
HIGH CAPACITY...FOR ANY TYPE HOME 


THE NEW 


AUTOMATIC ¢e ELECTRIC 
HUMIDIFIER 


PLENUM MODEL —for forced air furnaces. Easily mounted on 
warm air b t. Uses pl heat for evaporation—-furnace fon 
and ducts for distribution of humidified air. 





UNIVERSAL MODEL — installed on or between joists in base- 
ment or crawl-space. Flexibility of installation permits baseboard 


or wall registers. 


The proper relative humidity is no longer a 
heating season problem! Now, with the new 
automatic-electric Aprilaire humidifier, you can 
offer your customers positively controlled humidity 
...with plenty of capacity...gravity water feed 
over evaporator ...trouble-free service. There’s 
an Aprilaire model for any type home or office— 
all controlled by positive action humidistat 

that your customer just sets and forgets... 

for the right humidity for better health, 

* greater comfort and economy. 


PORTABLE MODEL -—no installation necessary. ideal for 
offices, apartments— wherever a permanent installation is not 
desired. 


RESEARCH PRODUCTS CORPORATION 
Dept. 91, Madison 10, Wisconsin 


SEND IN COUPON FOR 
COMPLETE INFORMATION 


I’m interested in the Aprilaire. Send me more 
information including literature, prices, speci- 
fications and the profit-making proposition. 


CO. NAME 


, : a 


ADDRESS 


CITY 


RESEARCH PRODUCTS CORP. 


MADISON 10, WISCONSIN 
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Filters for Heating, Cooling Units 


ENVELOPE STUFFERS describe “Air-Seal” washable 
furnace filters. Features claimed include low cost, long 
life and ease of installation. Also available is a data 
sheet covering “Kut-to-Fit” washable filters for window 
air conditioning units—Master Products Co., Dept. 
14, 7000 S. Wentworth Ave., Chicago 21. 


Diffusers, Registers and Grilles 


THIRTY-TWO PAGE CATALOG for 1956 presents informa- 
tion on diffusers, registers and grilles for heating and 
cooling applications. Installation instructions, air dif- 
fusion pattern photographs, specifications and perform- 
ance data are included—The Lima Register Co., Dept. 
14.651 N. Baxter St., Lima, O. 


Back Draft Dampers 


BuLLetin No. BD-56 gives information on back draft 
dampers featuring quiet, non-metallic blades. The 
dampers are furnished as complete assemblies in 58 
standard sizes with widths and heights in 2 in. incre- 
ments, ranging from 10 in. wide by 6 in. high up to 
24 X 24 in.—The Rittling Corp., Dept. AA, Rittling 
Bldg., Buffalo 5, N.Y. 


Direct Fired Heaters 


FOUR PAGE CIRCULAR describes direct fired heaters 
for oil, gas or combination fuels. Included are draw- 
ings providing dimensional data and a diagram il- 
lustrating the unit’s four pass design feature said to 
result in maximum practical heat transfer efficiency 
luto-Therm Mfg. Co.. Dept. AA, 19003 John R, De- 
troit 3, Mich. 


Outdoor Controls for Heating Systems 


BULLETIN N-756 features a chart listing outdoor con 
trols for use with gravity and forced warm air heating 
systems. Preferred and alternate controls are given for 
multiple occupancy buildings as well as homes and 
stores.—Automatic Devices Co.: Inc., Dept. AA, 714 
Hillgrove Ave.. Western Springs. Ill. 


Hand Bending Brakes 


ForM 56-HB illustrates and describes “Chicago” hand 
operated bending brakes. The folder gives specifica- 
tions on standard, portable and folder brakes as well 
as universal box and pan brakes. Illustrated are some 
of the special bending brakes that have been built for 
particular bending operations—Dreis & Krump M{g. 
Co., Dept. AA, 7100 S. Loomis Blvd.. Chicago 36. 
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TWO GREAT LINES 


Solve Your RESIDENTIAL 
and COMMERCIAL NEEDS 





The MOST POWERFUL and 
BEAUTIFUL BASE DIFFUSER 
for RESIDENTIAL USE 


Get EFFICIENT, SATISFACTORY PER- 
FORMANCE on every job with this 
PROVEN LEADER. EASIEST to Install, 
LEAST RESISTANCE of all. Its QUIET, 
SATISFYING Operation will build your 
reputation for quality PERIMETER AIR 
CONDITIONING SYSTEMS. Made in 


two-foot and four foot lengths. 


and it's MATCHED 
COMPANION—the INTAKE 
with MORE FREE AREA 


A Harmonious Blend with the No. 1000 
— the COMPLETELY NEW No. 2000 
Intake. INVERTED LANCED OPENINGS 
create NON-VISION, EASY PAINTING, 
EASY CLEANING. It pleases the eye 
and gives SUPERIOR PERFORMANCE. 
Made in two-foot and four foot lengths. 


The No. 2000 U.S. Perimeter INTAKE 
No. 190 Series 
Multi-Flex A.C. REGISTER and GRILLES 


The Greatest “SILENT OPERATOR” 
in the COMMERCIAL REGISTER FIELD 


Sleek, STREAMLINED BARS elim- RESISTANCE for Better Air-Condi- 


inate disquieting sounds of all other tioning Results. 
it | 
F 


style bars. Affords the FINEST DI- 2 Eneee es 
RECTIONAL FLOW with the LEAST = E'"""7_—, 
WRITE FOR CATALOG 55-6 


ALLY SET BARS 





UNITED STATES REGISTER COMPANY 


BATTLE CREEK, MICHIGAN 
MINNEAPOLIS ° KANSAS city ° ALBANY 
SOLD BY LEADING JOBBERS FROM COAST TO COAST 
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THE MOST 


FORCED-AIR CONVERSIONS ARE MADE WITH 


REX AIR-PAK 
BLOWER-FILTERS 


WRITE for the 
profitable story 


COMPLETE PACKAGE UNITS about YOUR 


market for Rex 


EASIER INSTALLATION Air-Pak 


witch to REX Lor 


Sale Mell amelss 7 Nile). REMEMBER . .. 
t it's an Aijr 
Controls’ Prod- 
FEWER; COSTLY CALL-BACKS uct, it's made to 

make you 


BETTER CUSTOMER RELATIONS money 


SIZES FOR EVERY NEED 


AIR CONTROLS, INC. 


OTT ariiela of the Cleveland Heater Co 


2310 SUPERIOR AVE. + CLEVELAND 14, OHIO 


we hear that... 
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HAROLD STRAUB (left), director of Titus Mfg. 
Corp.’s new air distribution research and develop- 
ment laboratory, and associate Al Plummer (right) 
discuss some of the laboratory’s equipment with 
Professor E. C. Lundquist of the mechanical engi- 
neering department of the State University of Iowa 


>» Tirus Mrc. Corp. recently dedicated its new 
$50,000 air distribution research and development 
laboratory at Waterloo, Ia. Speakers at the dedication 
ceremonies were Don Titus, president of the company, 
and Harold Straub, research engineer and director of 
the laboratory. In his address, Mr. Titus stated that 
the objective of the new laboratory was to supply com- 
plete engineering information as well as to promote 
product development. Mr. Straub, describing the new 
facility, pointed out that the laboratory contains two 
testing rooms — a large room which is operated under 
ideal temperature conditions and a smaller area which 
is a simulated living room. Against two walls of the 
“living room” (the outside walls theoretically) out- 
door weather conditions of either heat or cold can be 
simulated, he said. Much of the work in the larger 
room, he explained, concerns such problems as what 
happens in the meeting of two currents of air and how 
low a ceiling outlet should be for proper diffusion of 
its jet stream of air. He said that one of the first major 
projects of the new lab has been to provide the re- 
search and testing data necessary in developing the 


company’s new line of ceiling diffusers. 


> THe Masestic Co., Inc. has scheduled a dealer 
school and sales meeting for December 5-6. Service- 


men as well as dealers are invited to attend. 


> Wuire-Ropcers Co. has retained Raymond Loewy 
Associates for new design projects involving the com- 
pany’s products, packaging, display materials and 
trademark styling. Company executives, engineers and 
advertising personnel will work closely with the Loewy 
organization in developing new design concepts. Pri- 


mary objective, according to company officials, is to 
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The big name in foot shears * 


WRITE FOR 
NEW PEXTO FOOT SHEAR 
BULLETIN 157 
age te 


For years, PEXTO foot squaring shears have been essential 
in every successful sheet metal shop. Proven... rugged... 
and economical are just a few of the many reasons why you'll 
find PEXTO shears the choice of the sheet metal man from 
coast to coast. 





Also power driven machines for production work, and a com- 
plete line of machines and hand tools for the sheet metal trade. 


You can’t buy a better foot 


P EX T 0 squaring shear than PEXTO. ™ 4 
S And a complete line of Machines 


' Fe G ee. tre and Tools for Sheet Metal Fabrication. 
THE PECK, STOW & WILCOX COMPANY, SINCE 1785, SOUTHINGTON, CONNECTICUT, U.S.A. 
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Capacities of 56 standard 
and heavy duty models (6 to 
30-inches diameter) . . . 
140 CFM to 16,766 CFM with 
or without stacks. Greater 
capacities on special order. 


For Low-Cost Heating Plant 
Exhausting and Industrial Venting... 
Investigate Quickdraft 


%& NO FAN OBSTRUCTION IN EXHAUST LINE 
%& BLOWER OPERATES IN CLEAN OR OUTSIDE AIR 
%& CAN BE USED WITH OR WITHOUT STACK 


FOR HEATING PLANTS AND INCINERATORS. 
Quickdraft provides constant draft required for effi- 
cient and economical combustion. It prevents noxious 
concentrations of deadly fumes and dangerous accum- 
ulations of explosive gasses from escaping into build- 
ings. It eliminates pulsating or chattering, puffing, 
smoking and sooting. 


FOR INDUSTRIAL VENTING. Quickdraft elimi- 
nates down-time for cleaning and replacing fan blades 

. cuts maintenance costs. It is ideal for venting 
paint booths . . . abrasives, corrosive gasses, noxious 


fumes, high temperatures and moisture. 
FOR MOVING AIR... in or out of buildings through 
ducts .. . Quickdraft is outstanding. 


Send for engineering data 
... today. 


Dueber-Hampden Building * P. 0. Box 87-D © Canton 1, Ohio 
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help promote sales for original equipment manufac- 
turers and dealers in the heating and cooling field. 


> MinneaPotis-HoNEYWELL RecuLator Co. is pre- 
paring to enter the electronic air cleaning field, ac- 
cording to Paul B. Wishart, president. Mr. Wishart 
said the company would develop and produce elec- 
tronic air cleaning equipment and would begin market- 
ing activities in the field early in 1957. Manufacturing 
operations will be carried out at the firm’s plant at 
Wabash, Ind. In the new undertaking, the Honeywell 
company will work in cooperation with Trion, Inc. 


EBBA HEATING ENGINEERS 


bryant 


VA.2-2550 


RONALD N. CAMPBELL, general manager of 
the Bryant Div., Carrier Corp., presents car keys 
to Edmund Klebba. Watching are (1 to r) Henry 
C. Bunge, John Leavitt and Howard L. Clary 


> Epmunp Ktespa of Klebba Heating Engineers, 
Detroit, won the grand prize in the BOP (Bryant 
Operation Profit) sales contest conducted by the 
Bryant Div. of Carrier Corp. The prize Mr. Klebba 
selected was a 34 ton Chevrolet truck. Some 2400 
other winners chose such prizes as complete air con- 
ditioning service kits, combustion tester kits, arc 
welders, tap and die sets and advertising sales boosters. 


> Feature of the recent Chicago and New York 
dealer meetings conducted by the Timken Silent Auto- 
matic Div., Scaife Co. was the introduction of the 
division’s fall promotional program. Based on the 
theme “The Sunny Side of the Heat,” the promotion 
package includes newspaper advertising, direct mail, 
dealer TV film spots, and display posters. Speakers at 
the meetings included C. E. Ford, executive vice presi- 
dent, who welcomed the dealers; Milt Jordan, general 
sales manager, who introduced the new “OBN-125” oil 
burner; and K. O. Ralphs, sales manager, who ex- 
plained the features of the new gas furnace line. 


p>» A. Napakowski Co., Amherst, O. sheet metal con- 
tractor has been conducting monthly contests to en- 
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( <y)/ THE MOST VERSATILE HEATING AND VENTILATING 
NY UNITS IN THE INDUSTRY 





The McQuay “‘HC” line has been designed 

for a wide range of applications . . . schools, 

churches, industrial plants, public and office 

buildings and other installations . . . wher- 

ever quiet, high volume heating and ventilat- 

ing is required. 
Solve your specification problems with McQuay “HC” 

units where you may select from 17 sizes ranging in capacity 

from 1280 CFM to 32,500 CFM. You also have a choice of — 

not two or three— but eight capacity ranges in both standard 

and jet tube steam coils. (Or up to four rows of hot water coil 

if you prefer.) a ae 
In uddition to this versatility in capacity, you have eight fan Vee SE EE he pone 

discharge arrangements and 18 accessory arrangements to 

choose from. All arrangements are illustrated in Catalog 344. 

Write for your copy today or contact the McQuay representa- 

tive nearest you. 


McQuay representatives in all major cities 


MAKE THE SEASONS 
comet to row 


1600 BROADWAY N. E., MINNEAPOLIS 13, MINN. 2 Type "V" with external by-pass 


HEATING #« AIR CONDITIONING e REFRIGERATION 
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courage employees to submit ideas that will increase 
production, cut down waste, promote safety, etc. Re- 
cent winners are Richard Woods and Joe Lupico, each 
of whom received a $25 defense bond for his sugges- 
tion. 


> Joseru T. Ryerson & Son, INc. plans the construc- 
tion of a two-span warehouse just outside the eastern 
city limits of Indianapolis. Equipment in the new 
plant will include 15 and 10 ton bridge cranes, a 
high speed friction saw for cutting structural steel 
shapes, sheet shears, hack saws, and a mechanized 
flame cutting machine. The company also plans to 
build a warehouse near Charlotte, N. C. which will 
stock bar, structural, sheet and tubular steel. Comple- 
tion of the Charlotte plant is scheduled for late 1957. 


> Joun J. Nessirt, Inc. has completed a one-story 
manufacturing and shipping addition to its Philadel- 
phia plant located at State Rd. and Rhawn St. 


>» Diamonp Mrc Co. has established an affiliate or- 


ganization Diamond Perforated Metals Co. to 


serve the West Coast area. The new plant is located at 


17915 S. Figueroa St., Gardena, Calif. 


ASK THE 

AEROFIN MAN 
About Practical 
Heat Exchange 


> Tse RosertsHaw THERMOsTAT Dtv., Robertshaw- 
Fulton Controls Co. was recently awarded a plaque in 
recognition of its record of more than a million man 
hours of work without a disabling injury. George 
Mertz, superintendent of the division, received the 
plaque from James F. Malone of the Pennsylvania 
Manufacturers’ Association at ceremonies during a 
meeting of the Robertshaw Management Club. 


> GeneraL Evectrric Co. recently held meetings at 
Festus and Washington, Mo. to introduce the com- 
pany’s “Weathertron” heat pump to dealers and other 
interested persons. Subjects discussed included ade- 
quate wiring and wiring modernization as well as the 
heat pump and its application for home, office, store 


and factory use. 


> K. H. Fiint, manager of heating and air condition- 
ing engineering for the Permaglas Div., A. O. Smith 
Corp., has been appointed chairman of the house heat- 
ing approval requirements committee of the American 
Gas Association. Mr. Flint is also a member of the task 
force for requirements for summer air conditioning for 


the association. 


> H. L. McNary, manufacturer’s representative for 
the Skuttle Mfg. Co., has extended his territory to 
cover the entire state of Nebraska. 


There is acompetent Aero- 
fin heat-transfer engineer 
near you-qualified by inten- 
sive training and long experi- 
ence to find the right answer 
to your own particular heat- 
exchange problem—and 
backed by the research and 
production facilities of the 
pioneers in light-weight ex- 
tended surface. 

Ask the Aerofin Man. 


Aerofin is sold only by manu- 
facturers of nationally adver- 
tised fan system apparatus. 
List on request. 


= 
AEROFIN CoRPORATION 


101 Greenway Ave., Syracuse 1, N. Y. 
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FREE FLOW 
HEAT EXCHANGER 


Newer Requires Cleaning! 





Soot never collects inside this 
Free-Flow Heat Exchanger. It. is 
self-cleaning—a unique and 
WZel[tlele) (Melo hacliiiele ls 


You never have the dirty, both- 
ersome job of rodding out soot. 
And, because there is no soot to 
impede heat transfer, Humphrey 
@Termelimal-tol-leM \-1ace gu mem co 
new’ year after year. 


The Free-Flow Heat Exchanger 
is used in all Humphrey Series 
“A” Gas Unit Heaters. It is one 
of many Humphrey-developed 
coh iUig-tMeaelalisioliilile ME CoM oll l-m 
more economical heating 
service. 


Write for descriptive literature 


GENERAL GAS 
LIGHT COMPANY 


Humphrey Series ‘‘A’’ Unit Heater. Kalamazoo, Michigan 
65,000 to 250,00 b.t.u. 


Jtumphrey G y Unit Heaters 
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- eee make the difference in 
Galvanized Sheet and Strip Steel Service 
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e COLD ROLLED SHEETS 

@ HOT ROLLED SHEETS 

© HOT ROLLED PICKLED SHEETS 
@ GALVANIZED SHEETS 

@ GALVANNEALED SHEETS 

@ LONG TERNE SHEETS 

e COLD ROLLED STRIP 

© HOT ROLLED STRIP 

@ HOT ROLLED PICKLED STRIP 
© GALVANIZED STRIP 
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-°GREAT WESTERN 
STEEL COMPANY 


ESTABLISHED 1918 


EXTRA VALUE NO. 1 
Our Great Western team of sheet and strip steel specialists is at your 
service . . . ready to offer you valuable help on steel fabrication problems 
and in selecting the correct galvanized steel to best meet your needs. 

EXTRA VALUE NO. 2 
Large Stocks of Galvanized Sheets, Strips and Coils, in a wide range of 
gauges, on hand to fill rush orders for exacting requirements. 

EXTRA VALUE NO. 3 
MODERN PROCESSING EQUIPMENT for accurate SHEARING to 
size . . . Precision Slitting toe exact tolerance . . . Coil Stocks CUT TO 
LENGTH and FLATTENED . . . CORRUGATING to order with 1%” 
or 2%” corrugations. 

EXTRA VALUE NO. 4 
FAST DEPENDABLE SERVICE .. . immediate shipment from stock 


to your door, securely packaged. On time deliveries . . . what you need 
when you want it. 





Call Great Western HEmiock 4-5800 


General Office and Plant— Chicago 36— 2300 W. 58th St.— HE 4-5800 
Milwaukee Division— 2475 W. Hampton Avenue — Hilltop 4-3092 


Representatives in Principal Midwestern Cities 
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Carefree Fuel Supply 
in Oil Burner Sales | 


with combination 


VENTALARM *GAUGE 


Underwriters’ Approved 


The famous whistling tank fill signal and 
easy reading gauge in one money-saving 
unit. Goes on tank as integral part of 
vent pipe. Signal case takes the place 
and saves cost of reducer bushing. One 
less tank opening needed. One item to 
install instead of three. 
Specify tank depth and opening 
when ordering. 
STANLEY BERNS (right) 
award from Arnold Z. Rosoff 


accepts advertising 


“BUTTON-LIFT" 

INSTALLATION 

Lifting the button indicator 
draws cork arm up close to main 
shaft for easy installation 


even in partly filled tanks. 0 


now featuring 


> Puttman Vacuum CLEANER Corp. recently was 
for 


in advertising in trade papers.” The certificate was 


awarded a certificate “outstanding achievement 
presented to Stanley Berns, chairman of the board, at 
the New York convention of the National Federation 
of Advertising Agencies. 


> ac 


recently opened a new warehouse in Cincinnati which 


‘‘Built-in Whistle Protection” 


Sensitive VENTALARM Signal blows at 
¥%, to |'/2-ozs. of pressure, where it takes 
7 or 8-ozs. of pressure to inflate a toy 
balloon. Now . . . all VENTALARM Sig- 
nals include a non-corroding screen sealed 
into position over the whistle top opening 
to guarantee that no bugs, pipe scale, or 
other foreign matter will get into the 
whistle to stifle the sound... a further 
betterment to assure proper, positive per- 
formance in fuel tank filling safety. 


Hussey & Co., Div. of Copper Range Co. 
will also serve the Dayton and Louisville areas. 


> J. M. Greason has been elected a member of the 
board of directors of the Oil-Heat Institute of America, 
Inc., Mr. 


manager for the Williams Div., Eureka Williams Corp. 


Manufacturer Division. Gleason is sales 





> MueELLeR CLIMATROL is cooperating in an indus- 





trial scholarship development program with the Mil- 
waukee School of Engineering. Under the plan, each 


the famous 


VENTALARM 


= @8G US PAT OFF 


WHISTLING TANK FILL SIGNAL 


Accurate fuel oil delivery without 


year two promising students in the heating and air 


4 


conditioning technician school will benefit by a grant- 


in-aid. 


>» REGIONAL SALES MANAGERS and assistant regional 


managers from New Orleans, St. Louis and Chicago 
recently met at the Dayton plant of the Airtemp Div., 
Chrysler Corp. for a five day conference. The con- 
ference was one of a series held for company regional 
sales heads. Purpose of the meetings was to review 
products and selling plans for the year 1957. 
> Torrincton Mrc. Co. 


peller engineering laboratory at its Torrington, Conn. 


has completed an air im- 


plant. In addition to seven test chambers and other 
flow measuring apparatus, the laboratory includes fa- 
cilities for testing endurance, noise, vibration, shock 


and corrosion resistance. 


165 
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Canadi 


home entry. Truly automatic fills for 
the householder. Makes oil supply as 
clean and convenient as any other fuel. 


A variety of models for 
new and old tanks. 


Scully Products are manufactured under U.S. 
and foreign patents or patents pending. 


“Just fill while 
the whistle blows.” 


See your regular Supply House. 


| SCULLY SIGNAL COMPANY 
ea rang 


OHL 





ay Bre : 


an 


. Brench: Scully Signal Ld., 286 King St. 


W., Toronto, 


Ontario 


BE 





ae 
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TRADE MARK 


Conductor Elbows - Conductor Shoes 
Made in angles from 10 to 90 degrees 
“An Angle For Every Obstacle” 


Plain Round 


ZrOn—-Zc wvx<>ptrp 





Round Corrugated 
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Square Corrugated 
Style "A" 
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Square Corrugated 
Style ''B" 


Made in 28, 26 and 24 gauge steel hot dipped 
galvanized after formation. Also Copper, Aluminum 
and Stainless Steel. 


Catalog Available — Ask Your Jobber 


THE FERDINAND DIECKMAKN CO. 


Established 1871 
Cincinnati 22, Ohio 
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> Nationat-U. S. Rapiator Corp. has moved its 
Washington, D. C. branch sales office and warehouse 
from 4034 Georgia Ave., N. W. to 6310 Chillum PI., 
N. W. 


>» K. L. Wixson has been elected vice president of the 
Minneapolis-Honeywell Regulator Co. Mr. Wilson, who 
has been with the firm for 25 years, is head of the 
Residential Div., previously known as the Heating 
Controls Div. 


> THe Janirrot Heatine & Arr Conpitionine Div., 
Surface Combustion Corp. has established a new fac- 
tory branch office and warehouse to serve the New 
England territory. Max Tappero has been named New 
England regional manager. 


> W. W. Sepatp has retired as president of Armco 
Steel Corp. Mr. Sebald, who joined the firm 50 
years ago as an office boy, will continue in an execu- 
tive capacity as vice chairman of the board of direc- 
tors. He also succeeds Charles R. Hook as chairman of 
the board’s executive committee. Following Mr. Sebald 
as president of Armco is R. L. Gray. 


>» Lennox INpustries INc. has increased its air con- 
ditioning production line to three times its former 
size. Other improvements made to facilitate produc- 
tion are the erection of a soundproof booth to test 
for both leaks and noise simultaneously and the in- 


stallation of electrostatic furnace painting equipment. 


> Frexiste Tusine Corp. plans the construction of 
an addition to its Guilford, Conn. plant which is ex- 
pected to provide approximately 5000 sq ft of ware- 
house space. 


>» Now IN EXPERIMENTAL PRODUCTION at United 
States Steel Corp.’s Irvin Works is a new product 
said to combine the structural strength of steel with 
the decorative effects of vinyl plastic. Cold-reduced 
sheets are coated with liquid plastic to produce a 
tough-surfaced sheet that is both attractive and dur- 
able, and which can be supplied in a variety of colors. 
According to the company, the new product can be 
utilized for manufacturing many parts which in the 
past required protective or decorative finishing after 
fabrication. 


> Vecrarre Mrc.Co. Inc. has taken over the register 
business of Krauser-Boyd Inc. and will now market 
stamped grilles and registers as well as baseboard 
heating panels. The Vectaire company recently moved 
into new facilities located at 553 River Rd., North 
Tonawanda, N. Y. 


AMERICAN ARTISAN, OcToBerR 1956 





FALLSINGTON TRENDMAKERS.... 


used in hundreds 


5' PIPE ROLLER . .. rolls pipe with- 
out damaging the locking device. 
This allows the lock to be formed on 
the sheets while it is flat. Capacity: 
26 gage, 4" diameter (min.) in 
lengths up to 5°. All rollers are gear 
driven. 


FALLSINGTON 


HUSKY PRESS .. . gives you large 
press bed area in the low price field. 
Designed to handle large sheets for 
blanking, forming, notching and 
piercing various types of fittings and 
duct work. Available in 36", 48", 
60" sizes. Model shown is back 
geared. 


WRITE DIRECTLY TO US OR CONTACT 
NEAREST DEALER. 


REPRESENTATIVES 


Meyer Sheet Metal Machinery Company, 
Les Angeles, Calif. 

S. J. Johnson Company, Detroit, Mich. 
Ward Machinery Company, Chicago, III. 

H. Weiss & Company, New York, New York 
Fable & Company, Inc., Philadelphia, Penna. 
Vorys Bros., Inc., Columbus, Ohio. 

B. D, Brooks Company, Ltd., Boston, Mass. 
O'Neill Machinery Company, $ le, Wash. 


J. &. Wallis Company, Jacksonville, Fia. 











Brown-Boggs Machinery & Foundry Company, Ltd., 
anada 


Hamilton, C 


Airco Products, Ltd., Vancouver, British Columbia 


Hinkie Supply Company, Birmingham, Ala. 
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BEAD AND CRIMPER . . . recently 
developed by Fallsington engineers 
to eliminate waste of pipe during 
beading and crimping operation. Air 
actuated and equipped with elec- 
tronic timer which can be set quickly 
for any diameter pipe. Easily op- 
erated and greatly reduces the 
fatigue factor. Companion machine 
for 5' Pipe Roller. 


COLLAR ROLLER .. . this machine 
will make five different types of col- 
lars. Adjustable table gages permit 
rapid set ups for any of the follow- 
ing operations: bead; bead and slit; 
bead and crimp; bead, crimp and 
slit; slit in the flat. 


sheet metal machinery 
by 


FALLSINGTON MFG. COMPANY 


Fallsington, Penna. 
(Delaware Valley, U. S. A.) 


of shops throughout 


the nation 





MULTI-NOTCHER . . . will make six 
notches at one time. Ideal for duct 
work. Dies are adjustable along the 
entire length of the machine. Power 
driven on hand operated models 
available in 36", 48", 60" sizes. 


FALLSINGTON 


PROGRESSIVE POWER BRAKE... 
compactly designed for making "Z" 
locks for button and slot, 5' pipe for 
boxes and for sectional die bends. 
Dies are available for full length of 
machine. 





Invitation 


You are invited to visit our plant 
whenever in the area. We are lo- 
cated between Trenton and Philadel- 
phia, 3 miles south of Trenton, off 
Route |. (Near the new Fairless Steel 
Works.) 








EXCELSIOR 


Manufacturer of 


Galvanized Snaplock Pipe, Elbows, 
and Angles 


Gravity and Forced Air Snaplock 
Ducts and Fittings for Every Type of 


Warm Air and Air Conditioning Dis- 
tribution System. 


Stainless Steel Chimney Liners for 
Gas Heat Installations 


Blued and Walnut Stovepipe and 
Elbows 


A.G.A. Listed Gas Diverters (Hori- 
zontal and Vertical 3” to 10” Inc.) 


* Sheet Metal Specialties 


For Quality Serviceand ValueBuy Excelsior 
THE COMPLETE LINE 


Write for Current Catalog No. 10 for 
Details and Prices on Complete Line 


THE EXCELSIOR STEEL FURNACE CO. 





546 W. Washington Bivd. 
FR anklin 2-8120 


Chicago 6, Ill. 


— DIVISIONS — 


EXCELSIOR HEATER & EXCELSIOR HEATING 
SUPPLY Div. SUPPLY DIV. 
The Excelsior Steel Furnace Company The Excelsior Steel Furnace Company 
879 Hersey Ave., St. Paul 14 Minn. 2 East 3rd Street, Kansas City 6, Mo 
Telephone: MI dway 6-7255 Telephone: VI ctor 2-3715 





wholesaler doings... 





>» Two SCHOLARSHIPS, worth $350 each, have been 
awarded two University of Tulsa petroleum engineer- 
ing students by the Cooper Supply Co. of Tulsa. E. R. 
Cooke, vice president and manager of the Cooper 
firm, said the scholarships are being awarded by his 
company in lieu of Christmas presents to its customers. 
“We are giving the scholarships in the names of our 
customers because we feel they are participating by 
foregoing their Christmas gifts from us to help a 
couple of promising students get through school,” he 
said. The students who were awarded the scholarships 
are John D. Culter and Vernon R. Smith, both sopho- 
mores, 


>» Leonarp TROELLER has been appointed general 
sales manager of the heating and air conditioning 
division of A. G. Brauer Supply Co., St. Louis whole- 
saler. Mr. Troeller has been active in the heating and 
air conditioning field for 17 years. For the last 10 
years he represented the Syncromatic Corp. of Water- 
town, Wis. in the St. Louis area. 


> Vince Surexps has been appointed general manager 
of the heating and air conditioning department by 
Hinkle Supply Co., Birmingham, Ala. 


>» THe Home Equipment Distrisutinc Co., 135 
38th St., N. E., Cedar Rapids, Iowa has been ap- 
pointed a distributor of gas and oil fired heating 
equipment by Dravo Corp. The Home Equipment 
firm will cover the Iowa counties of Benton, Linn, 
Iowa and Johnson. 


> Carrier-Houston Corp.’s new facilities are now 
operating at full capacity. The recently completed 
structure provides 33,000 sq ft of warehouse and 
executive office space, and is designed to meet the re- 
quirements of the new distributing organization serv- 
ing dealers and contractors in the Houston-Gulf Coast 
area. 


> WestincHouse Evectric Suppty Co. of Rich- 
mond, Va. has been named a distributor of packaged 
residential air conditioners and “Precipitron” elec- 
tronic air cleaners by Westinghouse Electric Corp. 
Headed by S. Folkimer, branch manager, the Rich- 
mond firm will serve the Petersburg, Charlottesville, 
Richmond trading areas. 


> Arr Con, INc., wholesaler in Detroit for Armstrong 
Furnace Co., recently hired an air conditioned bus to 
take a bus load of dealers around the city to view a 
number of air conditioning installations. Following the 
tour a sales meeting was held, with Lou Feeney of the 
Armstrong firm discussing techniques of selling. 
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Type NH fans for ventilating, air 
conditioning, and industrial servicer 


Type XL fans for industrial air and 
material handling 


Type Cl cast iron fans 


Ready Units—complete, “packaged” 
fans 





/ CLARAGE FAN COMPANY 


619 Porter St., Kalamazoo, Michigan 


Service Manual—information adapt- 
able to any air handling job, 68 
illustrated pages 





Unit Heaters 
Mechanical Draft Equipment 


Air Conditioning Units, Air Washers, 
ete, 


General Catalog 














Detailed information on 


dependable Clarage Fans 


SALES ENGINEERING OFFICES IN ALL PRINCIPAL CITIES 
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These plus other catalogs are 


available for the asking. Simply 


use coupon above. Clarage spe- 


cializes — builds air handling and 


conditioning equipment exclu- 


sively. This concentrated know- 


how will mean a lot to you 


regardless of the size or type of 


your requirements in our field. 


 %. 


... dependable equipment for 


making air your servant 


@ IN CANADA: Canada Fans, Ltd., 4285 Richelieu St., Montreal 
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merchandising ideas 





MISSION 
DIAMONDGLAS 
WATER HEATERS 


FULL COLOR BILLBOARD is designed around 
“Worth a Fortune” theme used in Mission Ap- 
pliance Corp.'s water heater campaign 


consumer distribution. The brochure, entitled “The 
Best Years of Your Life” describes the operation, 
selection and installation of either air or water cooled 
systems. Features of the booklet are a section contain- 
ing tips on increasing the home’s “cool-ability,” a 
check list for measuring cooling quality and sugges- 
tions on financing. 


> MANy OIL HEATING DEALERS found the booklet 
“Get Ready for Your Biggest Date” was of consider- 
able help to them in preparing promotion on oil burn- 
ing equipment for use during the industry’s annual 
“Oil Progress Week.” The booklet was prepared by 
the oil industry information committee of the Ameri- 


can Petroleum Institute, 1270 6th Ave., New York. 
> Mission Appliance Corp. introduced its new “Dia- 


mondglas” gas water heaters with an intensive adver- 
tising campaign featuring the theme of “Worth a For- 


tune.” Highlight of the campaign is a full-color 


> A SELF-CONTAINED DISPLAY for “Amer-glas” fur- 
nace filters that doubles as a shipping carton has been 
introduced by American Air Filter Co., Inc. The dis- 
play, occupying 20 in. of floor space, contains 26 
filters in eight sizes. It can be used either on the floor 
or counter and comes equipped with a display card 
for the top of the unit. 


billboard which is being offered local dealers on a 
cooperative basis. In addition, dealers are being sup- 
plied with a promotional package which contains such 
advertising aids as TV filmed commercials, newspaper 
ad mats, point-of-purchase displays, etc. 


> Tse Janirrro. Heatinc and Air Conditioning 


» “INSTALLED By” job signs attract many new jobs 
Div., Surface Combustion Corp. offers its dealers a 


according to Robertson Heating Supply Co., Alliance, 


12 page brochure on residential cooling systems for O. wholesaler. The Robertson firm points out to its 


Jor greater heating officiency and savings 
Apocify this NO. P-54 BASEBOARD DIFFUSER 


Here’s a new addition to our line for perimeter baseboard installations. 


@ Adds beauty to every home 
@ Reduces installation time and labor 


@ increases heating efficiency and comfort 


Packed in shipping cartons: 
2 and 4 ft. lengths shipped 
assembled. 6 and §& ft. 
tengths shipped knocked 
down. 


Look at 


@ Easy quick installation @ All you have to 

do is place unit over hole and fasten @ Dampers 

are made in two foot lengths and operate separately 

for closer control of air flow at register face @ The P-54 is 

designed for both old and new installations and can be installed 
before or after finish flooring and plastering. 


REGISTER COMPANY 


8327 CLINTON RD. CLEVELAND 9, OHIO 
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Sturdy flashings of Armco Stainless Steel extend Building: Marion Correctional Institution, Marion, Ohio 
the length of this “light” and form the overhang. Sheet Metal Contractor: isco, Ada, Ohio 
Downspouts are stainless too. 


SIX TONS OF 


ARMCO STAINLESS STEEL 


HELP WEATHERPROOF 
NEW PRISON 


The latest in reformatory-design calls for the best in weather 

Durable cap flashings of Armco Stainless protect the apenas peal no arene aya suerte sao 

masonry beneath them. Stainless Steel were used in sheet metal work on this recently- 
built, modern correctional institution. 

Flashings, roof drainage, expansion joints and other sheet 

metal work are .015 gage, 2D finish, Armco 17-7 Stainless 

Steel. Besides offering top wear-resistance and low mainte- 

nance, this versatile metal also blends in architecturally — 


Perpendicular expan- Mam accenting the lines of these functional buildings. 
sion joints where building . 
sections meet are also 


made of Armco Stainless. 2 ; MORE PROFITS—MORE JOBS 


Institutional and industrial stainless steel sheet metal jobs 
like this one can mean good profits for you. At the same 
time, you gain satisfied customers who can help you get 
more business. 

The Armco Stainless Steel you need for high-quality 
flashings and roof drainage is available from your nearby 
Armco Distributor. Quick delivery of stainless sheet metal 
parts can be made by suppliers. Write us for the names of 
fabricators of stainless roof drainage parts. 


Caney ARMCO STEEL CORPORATION 
We 2136 Curtis Street, Middletown, Ohio © Sheffield Steel Division ¢ Armco 
Drainage & Metal Products, Inc. e The Armco International Corporation 
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BURNERS 


REPLACED WITH 
THIS 


FUEL 
SAVER 











E{CONOMITE 


POWER GAS CONVERSION BURNER 





In the small home development of 472 homes 
in Marquette Heights, near Peoria, Illinois, 
illustrated above, Lo-BLAST Economite Power 
Gas Burners replaced oil burners originally in- 
stalled. The reasons are evident when the trouble- 
free performance and economy of the Economite 
are considered. 

Power burner design assures perfect combus- 
tion, regardless of natural draft conditions— 
saves an average of 10% in fuel—ideal for down- 
draft heating plants. The Economite burns so 
smoothly you can’t tell when it’s running. 

Every Economite is factory-tested on gas and 
shipped assembled, fully equipped with fool- 
proof safetys. 


Lo-BLAST Power Gas Burners are available in 
capacities from 70,000 to 20,000,000 BTU 
input. Write for literature. 


MID-CONTINENT 


METAL PRODUCTS CO. 
1960 N. Clybourn Ave., Chicago 14, Ill 


merchandising ideas 
(Continued) 





dealers that an easel sign on the front lawn of a home 
or close to the sidewalk effectively calls attention to 
the job, the firm doing the installing and the type of 
equipment being installed. It reaches three different 
groups — neighbors, friends of neighbors, and passers- 
by. Signs offered by various manufacturers can be 
obtained through representatives of the Robertson 
company. 


> Searts Rerriceration Co. of Phoenix, Ariz. ad- 
vertises its cooling equipment on benches placed at 
various strategic locations throughout the city. Twenty 
five benches are used, half promoting General Electric 
horizontal units and the other half “Weathertrons.” 


> ViKinc Air Propucts offers a trip to Bermuda to 
the heating dealer who submits the best idea on how 
to use the company’s “5600” humidifier dealer promo- 
tion kit. The kit consists of items which can be used 
by dealers enrolling in the 1956 humidifier campaign 
designed to promote sales of “Aquamagic” humidifiers. 
Included are fluorescent bumper strips for cars or 
trucks, window streamers, furnace stickers, arrows for 
counter displays, and humidifier “reminder” stamps on 
invoices sent by dealers to customers. 


> Feppers-Quican Corp. recently completed a giant 
outdoor display sign 44 ft tall and 104 ft long to ad- 
vertise cooling equipment. Located on top of the 
Warner theater at Broadway and 47th St., New York, 
the sign features a dimensional replica of a summer 
cooling unit. 


> THe Om-Heat Instirute has produced a 13 
minute color movie designed for showing to consumer 
audiences such as civic, fraternal or community 
groups. Titled “Housewarming Party,” the film may 
be purchased from OHI headquarters, 500 5th Ave., 
New York 36. Bob Barr, executive secretary of OHI’s 
Long Island chapter, reports that the Long Island 
group has developed a special canned speech to 
precede showings of the film. The talk, which lasts 
approximately 10 minutes, ties in the local angle 
strongly, and several times mentions the name of the 
local oil company sponsoring the film showing. 


> Amana RerriceRaTION, INc. is conducting a 
“shares in America” sales contest for air conditioning 
dealers. Prizes are shares in the United Science Fund 
which is composed of holdings in more than 90 cor- 
porations in nine major industries. All dealers par- 
ticipating in the promotion receive a kit of sales pro- 
motion tools including 200 newsprint broadsides, three 
window banners, consumer magazine ad reprints for 
display purposes, product book, specification sheets, 
ad mats and TV and radio spot announcements. 
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STONE and STAINLESS STEEL 


Here's an intriguing entrance design for 
a recently-built midwestern structure. 
Stone and stainless steel and glass... a 
planter that continues inside . . . two 
sweeping curves in opposed planes. 


“INFO” for Architects 
and Builders 


“AL Stainless Steels for 
Building’’"—12 pages on 
stainless grades, properties, 
forms, finishes, standard 
“specs,"’ uses and advantages. 


“Stainless Steels for Store 
Fronts and Building En- 
trances’’—40 pages of val- 
uable data on examples and 


1 
details. AIA File No. 26D. 


**Stainless Steel Curtain 
Walls"—A 24-page prog- 
ress report on methods. 


AIA File No. 15-H-1. 
Unite tor Details 


Address Dept. AA-82 


See eee eSeeeeeeeeeeeeeeeeeeeeeeeeeee 
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If there’s any other material that can 
match the ageless, everlasting qualities of 
stone, it’s stainless steel. Use it for its 
hardy, perennial beauty, that neither 
smoke, fumes nor weather can impair. 
Use it for its remarkable strength, greatest 
of all the structural metals. But above all, 


use stainless steel because it wears so well 
and lasts so long that it’s actually the 
most economical metal you can use... 
the least expensive in the long run. 
Keep it in mind, too, that A-L Stainless 
Steel is versatile—you can employ it in 
your structures in everything from build- 
ing hardware to an entire curtain wall 
design. @ If we can help you with any 
data or engineering assistance, call on us. 
Allegheny Ludlum Steel Corporation, 
Oliver Building, Pittsburgh 22, Pa. 


wsw 6059 


For Stainless Steel in ALL Forms—call ° 


Allegheny [udlum 


Warehouse stocks carried by all Ryerson Steel plants 





National rolls to 
your specifications 
— angles, channels, 
tees, rods, flat- 
bars, pipe and tube 
—plain, or punched 
for riveting or 
bolting. 


Bisho 





One Ring— 
or thousands... 





If you haven't worked with rings 
rolled by National, you're due for 
a pleasant surprise . . . for these 
true rings, guaranteed to fit your 
job, are: 


] Accurately rolled with uni- 
e form curvatures. 


Easy to fit on the job. 


Punched with the bolt or 
rivet holes you need. 


Available in the metals 
you use — carbon steels, 
stainless steels, aluminum, 
etc. 


The best value at the best 
price. 


Ready for immediate de- 
livery in leg out rings in 


many sizes. 


Tens of thousands of National rings 
have been used in all parts of the 
country by large and small sheet 
metal shops, They are rolled by 
experts on the most modern high- 
speed equipment to give you a 
—_— ring at the lowest cost. 

rite today about your require- 
ments, the National list of 


stock sizes and quantity discounts. 


Sheet metal fabricating and 
assembly work is another Na- 
tional specialty organized for 
YOU. Use it as your stand- 
by facility. 


NATIONAL METAL FABRICATORS 


2142 S.Sawyer Avenue 


174 


Chicago 23, Illinois 


appointments... 





> Ropert W. NELson, vice president of American 
Air Filter Co., Inc., as director of the firm’s newly 
formed administrative central staff. His duties will 
include assisting general management with the ad- 
ministration and coordination of the activities of all 
the company’s divisions and subsidiaries. John Hell- 
strom, vice president and director of sales, was ap- 
pointed administrator of the American Air Div. 
(Louisville Operating Div.), a post formerly filled by 
W. G. Frank, president of the company. 


Rex Falkner Norman D. Partridge 

> Rex FALKNeR as southeastern district manager for 
William Wallace Co. His territory includes Alabama, 
Georgia, eastern Tennessee, Florida, North and South 
Carolina. Succeeding Mr. Falkner as midwestern dis- 
trict manager is Norman D. Partridge who will cover 
Nebraska, Kansas, Iowa, Missouri and southern IIli- 


nos. 


> Georce Q. MatHews as vice president in charge 
of sales for Huck Mfg. Co. Mr. Mathews joined the 
firm in 1954 as sales manager. Edward F. Walsh has 
been named sales engineer in the lower New York, 


Long Island and western New Jersey territory. 


>» Apo Maccui as a member of the staff of Jet-Heet, 
Inc. Mr. Macchi, previously a design engineer in the 
air conditioning division of General Electric Co., will 
be in charge of all special projects at Jet-Heet dealing 


specifically with heating equipment. 


>» RoBeRT SHERIDAN as manager of sales development 
in the commercial and residential air conditioning 
division of Mitchell Mfg. Co. Mr. Sheridan formerly 
was with the air conditioning sales division of West- 
inghouse Electric Corp. In his new position he will 
assist in expanding the company’s line of package 
units, developing merchandising programs for distrib- 
utors and dealers, and developing a national distribu- 
tor organization. 


> Joxun T. Osric as eastern regional sales manage 
for Unareco Air Conditioning Products, National-U.S. 
Radiator Corp. William G. Huston was named western 


regional sales manager and A. L. Hospers was ap- 
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Reduce 
your 


inventory 
problems... 


THESE 4 PUROLATOR REFILLS 
SERVICE 98% OF ALL 
OIL BURNER FILTER INSTALLATIONS 


With the addition of three new sizes, the 
famous PurOlator line of Micronic® filter 
refills (including gaskets) will now fit 98% 


of all oil burner installations. e 


In addition to supplying most requests from 
a minimum stock of four sizes, you can give 
your customers the five outstanding benefits 
of PurOlator Micronic filtration—no matter 
what filter is installed on their job. 


. Water and acid resistant element. 
. Uniform density filtering to .0005”. 
. No channeling or “‘soft’’ spots. 


. Will not shrink, distort, stretch, flake 
or deteriorate. 


. A guaranteed filtering capacity of over 
100 gallons per hour U.L. approved. 


p~~MAIL COUPON FOR FREE CROSS-REFERENCE CHART-— 
This handy guide shows you, instantly, the filter 
refills which may be used, interchangeably, in all 
leading filter units. 


PUROLATOR 


PRODUCTS, INC. 
“FIRST IN THE FIELD OF FILTERING” 


Dept. OB5-1030, Purolator Products Co., Inc. 
Rahway, New Jersey 


Please send me - —. copies of your Oil Burner Filter 
Element Cross-Reference Chart. 


Name 








Zone___ State__ 





; 


——- ee Oe er 


Rahway, New Jersey and Toronto, Ontario, Canada 
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PRE-FABRICATED 
DUCTS and 
FITTINGS 


the complete streamlined 
GRO < oe 





For extra profits, use AJAX Pipe and 
Fittings . . . save installation time and 
labor . . . fit tight and fast with AJAX 
Automatic Snap Lock connections. 


FORCED AIR and GRAVITY INSTALLATIONS!. 
@ Precision Made 
@ Highest Quality 
@ Quickly Assembled 


WRITE TODAY for line catalog giving full 
data. 





appointments 


(Continued ) 





pointed south-southwest regional sales manager. All 
three men formerly occupied similar positions in the 
Air Conditioning Div. of Union Asbestos & Rubber 
Co., which was acquired in July by National-U.S. 
Radiator Corp. 


> L. A. Wensrnem as branch manager of the 
Wichita, Kans. office of Powers Regulator Co. Melvin 
H. Bird has been named to head the newly opened 
branch office in Sioux Falls, S. D., located at 317 
Paulton Bldg. New sales engineers are Nathan H. 
Keller, Dayton, O. office; Nicholas Kies, Milwaukee; 
Robert L. Kiely, Philadelphia; and Harry F. Kohaut, 
New York. 


>» C. A. Comstock as district sales manager for 
Florida and the southern half of Georgia for Typhoon 
Air Conditioning Co., Div. of Hupp Corp. Mr. Com- 
stock will supervise the firm’s dealer organization 
formerly managed by Harry Jobes, now general man- 
ager of Typhoon Heat Pump Co. Les Brosell has been 
appointed a district manager for Typhoon Air Condi- 
tioning Co. and will cover the California, Arizona and 
Nevada territory. He will make his headquarters in 


AJAX FURNACE FITTING CO. 
216-220 E. Front S?., Cincinnati 2, Ohic 
Division of The Cincinnati Sheet Metal 
and Roofing Co. 


Los Angeles. 





Cut Production 
Costs on... 


BEADING 
BENDING 
BOX and PAN FORMING 
CHANNELING 
CORRUGATING 
CURLING 
FLATTENING 
HEMMING 
JOGGLING 
MULTIPLE PUNCHING ~ : 


NOTCHING Models A, B, C, and L Press Brakes 
OFFSETTING Advanced Design — 30 to 60 Ton Capacities 


PRESS BRAKES 


11 to 60 Ton Capacities for Sheet Metal Work 


Complete recommendations for any job on request. 


DREIS & KRUMP 


MANUFACTURING co. 
7404 S. Loomis Boulevard, Chicago 36, III. 


Model 131 Press Brake 
11 Ton Capacity 


6094 





PRESS BRAKES * HAND AND POWER BENDING BRAKES 
STRAIGHT-SIDE PRESSES * iNDUCTION HARDENED DIES 
SPECIAL METAL-FORMING MACHINERY 


DREIS & KRUMP 
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Mark of Integrity 


...In reporting circulation facts 


We display the Audit Bureau of Circulations* symbol 
with. pride! It’s our mark of circulation integrity! 
The seasoned marketing man finds trustworthy 
data vital in his work of advertising media evalua- 
tion. And reliable net paid circulation figures are 
among the most valuable facts he uses in selecting 
printed media for his advertising campaigns. 

Once every advertiser guessed about circulation 
accuracy and gambled on advertising results; today 
he need not question the wealth of data in any A.B.C. 
audit report, for it contains only verified answers to 
his most searching circulation queries. 


* * 7 


*The Audit Bureau of Circulations, founded in 1914, is a 
cooperative, nonprofit association of the leading buyers 
and sellers of advertising space. A.B.C. sets standards 
for net paid circulation, audits and reports circulation 
facts. To be sure of what your print media dollar 
buys—look for the A.B.C. symbol. 


When a media director or advertiser asks us, 
“How much paid circulation? What do your readers 
pay? Where does your circulation go? How do you 
get circulation—your audience for my advertising?”’, 
we need only show him our latest A.B.C. audit 
report. There he finds factual answers that annually 
pass the test of a trained A.B.C. circulation auditor's 
scrutiny. 

And any buyer of space can decide for himself, 
with confidence, the value of our circulation audience. 
Our A.B.C. membership means circulation reported 
in accordance with recognized, impartial standards, 
established by buyers and sellers of space working 
together in A.B.C. 

Publishers who meet the Bureau’s high standards 
know the A.B.C. symbol as a mark of circulation 
integrity. The value-wise advertiser, too, has learned 
that the A.B.C. symbol is his dependable guide to the 
audiled facts about net paid circulation that protect 
his advertising investments. 


AMERICAN ARTISAN 


MEASURE OF SERVICE...MARK OF INTEGRITY 
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Perfection Industries 


DIVISION OF HUPP CORPORATION 
“70 Years of Heating Leadership” 


entering an aggressive expansion program offers unusual 
opportunities to Alert, Aggressive 


DISTRICT MANAGERS 


experienced in Distributor-Wholesaler sales. 


* Residential Heating 
* Residential Air Conditioning 
* Commercial Air Conditioning 


* Full Line of Gas, Oil, Electric 
Space Heaters and Appliances 


ALSO — Excellent Opportunities for Field Serv- 
ice Representatives. 


Send complete history with picture 
to Carl W. Millsom, Vice-President 


PERFECTION INDUSTRIES 


DiVIiSLON or 


HUPP 


eo) a poration 


1135 Ivanhoe Road 
Cleveland 10, Ohio 

















® You eliminate the high cost 
of repeated effort, inadequate 
suction, and old style tool 
equipment when you choose 
a Super Suction® cleaner. 
The wide range of models 
provides heavy duty, wet and 
dry pick-up to meet massive 
requirements, real com- 
mercial performance in light 
weight, low-cost units for 
small capacity work. 

Furnace cleaning of all types 
is quickly and efficiently done 
with both the Super Model 
LW-12 and the Super Model 
MW-14. These small com- 
pact Super units are designed 
especially for easy handling 
and the utmost portability, 
with exclusive Super feature 
for convenience and perform- qeipment Compeny 


ance. TORONTO 
MONTREAL 


THE NATIONAL SUPER VANCOUVER 


Super Model LW-12 
The only “pocket 
size” heavy duty 
suction cleaner.Wet 
and dry pick-up. 
Quiet operation. 
Weight only 26 
pounds. “Push but- 
ton” hose connec- 
tions. 


appointments 
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> Wit J. CHappe ty as oil equipment sales manager 
for the Bryant Div. of Carrier Corp. For the past 26 
years Mr. Chappell was employed by the Timken 
Silent Automatic Div., Scaife Co., where he served 
as sales manager, assistant general manager and ad- 
vertising manager. 


Joseph D. Gavin 


Will J. Chappell 


>» Josern D. Gavin as manager of the sheet and strip 
order department of the Joseph T. Ryerson & Son, Inc. 
steel service plant in Chicago. As assistant to Robert 
T. Stafford, manager of sheet and strip sales, he will 
assume administrative duties in the department. Mr. 
Gavin joined the firm in 1941] in its service division, 


Super Model MW-14 
Medium size and capacity. Wet 
and dry suction cleaning. 


SALES AND SERVICE i Principal Cities 


WN CANADA: Plant Maintenance 


“Once Over Does It" 


SUPER service’ 
Power Suction teanars + Quality Prov Machines 


“THE DRAFT HORSE OF BUILDING MAINTENANCE MACHINES” 


SERVICE COMPANY 
1944 N. 13th ST. 
TOLEDO 2, OHIO 
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Cut Installation Costs! 
One hammer blow 
permanently rivets 


STANDARD 
E-Z-ON 
DAMPER 
REGULATOR 


; \ 
Sa 


eo a ee 
ery 7 yi al 


E-Z-ON Damper Controls are easily, quickly in- 
stalled to save you time and money. E-Z-ONS 
lower initial cost offers you additional savings 
and extra profits. Start saving money now... . 
Call your jobber today! 


LEADING JOBBERS STOCK ‘‘EZ-ONS”’ 
In Caneda — THERMIDAIRE CORP. LTD. Toronto 


M.A. GERETT CORP. 


724 WEST WINNEBAGO STREET, MILWAUKEE 5, WISCONSIN 





YOU Need This 
Nise Olelaleitivelaliatemet-tt-llele 


Prices and 
Pesoribes 


CONDITIONING 
We sell you — NOT your 
REFRIGERATION customers. And we sell for 
less. Buy — by mail — 
ELECTRIC MOTORS with confidence from our 
DEPENDABOOK catalog. 


fa rts a nd A upp ; AY Prompt deliveries of 


fresh stock — for less! 


Write for your copy today on your letterhead to 
The HARRY ALTER CO., INC. 


1717 S$. Wabash Avenue, Dept. G, Chicago 16, Illinois 


Branches in New York, Dallas, Atlanta 
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Automatic Humidifier} 
> eed 


Series 555 


Corrosion Resistant 
Stainless Steel 
Vapor Pan 4” x 15” £ 
ONE SIZE... ONE KIT ASSURES LOWEST 
COST INSTALLATION AND MINIMUM 
INVENTORY EXPENSE 
Vaporite No. 555 Humidifier comes completely assembled in 


one package. No extras to buy... no parts to assemble... 
no extra holes to cut...no pan leveling or tricky mounting. 


NEW IMPROVED VALVE — Provides more positive drip- 
teed thermostat operation. Water drips fastest when furnace 
is hottest... pan is dry when furnace is cold. Adjustable 
for precise vaporization needs of each installation. 


Write for Catalog A-10 


AUTOMATIC HUMIDIFIER CO., Cedar Falls, lowa 








Whitney Punches... 
No. 95A HYDRAULIC 
PUNCH 


Capacity: 12!/2 ton 20 strokes per 
min. ¥" hole thru 4" iron, 34" 
hole thru 3/16" iron, 2" hole thru 
Vg" iron, 10" depth of throat. 


Tool operated from front by foot 
treadle. Operator has complete 
control over descent of punch. 


Low equipment cost in round, 
square, oval, rectangular and spe- 
cial shape punches. 


No. 95B Punch same as shown 
except without cabinet. 


Our trade mark on every 
tool is your assurance of 
entire satisfaction and the 
utmost in service. Please 
write us today for our new 
catalog, then contact your 


Jobber. 


HITNEY MFG. CO. 


636 RACE ST. ROCKFORD ILL 











re > jai 


NOTCHES! ™ 


24" LITTLE 
ONES... 


WHITNEY-JENSEN No. 100 
HAND METAL NOTCHER 


Capacity, 90° notch 414” deep in 16-ga. mild steel. V- 
ram with adjustable gibs assures positive blade and die 
alignment. Aviation type bearings for smooth and easy 
operation. A useful, versatile tool for any metal shop. 


WHITNEY METAL TOOL COMPANY 











| 702 Forbes St., Rockford, Ill. Since 1910 





Phantom view of 
JOHNSON Model 53 
equipped with 3-Pass 
Swivel Ell for #6 Oil 





appointments 
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and was a sales representative for the sheet and strip 
department just before his recent promotion. 


» AnrHony J. Panpiscio as southwestern regional 
manager for the Sturtevant Div. of Westinghouse Elec- 
tric Corp. Mr. Pandiscio will direct sales activities for 
the division’s air handling equipment in the south- 
western states. He succeeds W. J. Oonk, who has been 
named sales engineering specialist for the southwestern 
and midwestern region and the Cincinnati office of the 
central region. Charles V. Porter has been named 
Boston district manager for the division. Mr. Porter, 
former sales engineer in the Boston office, will direct 
sales of air handling equipment in Massachusetts, 
Rhode Island, Maine and eastern Connecticut. 


> Raten E. BeerLer as general manager of central 
heating and air conditioning for Chattanooga Royal 
Co. Mr. Beetler was formerly Chattanooga branch 
manager for General Controls Co. 


>» Marc W. McGuire as sales engineer for the Utility 
Fan Corp., Div. of Utility Appliance Corp. Mr. Me- 
Guire will travel throughout the United States on his 


Positive Starting! 
Setter Performance! 
Lower Fue Costs! 


Jounson move: 53 


With this revolutionary new burner you get smooth, sure, 
automatic “Starts” even when the oil in storage tank and 
lines is cold and hard to pump. It is built with a positive 
displacement Metering Pump, a 3-Way Magnetic Oil Valve, 
and a high efficiency Suction Pump that enable the Fifty- 
Three to maintain a fixed air-fuel-ratio regardless of varia- 
tions in oil temperature and viscosity. Never before has 
there been a burner which so successfully overcomes the 
“Cold Starts” problem. 


The Fifty-Three is built in 8 sizes from 25HP to 500HP. 
It is available with Direct Drive or Belt Drive. Combina- 
tion Oil and Gas models also are available. All models are 
fully automatic and equipped with finest electronic con- 
trols, For efficiency, easy servicing and all around economy, 
the Fifty-Three is the best oil burner buy on the market. 


Builders of fine Oil Burner Equipment since 1903 


S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 
Church Road, Bridgeport, Pennsylvania: 
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CAPACITY 


WG %. MILD STEEL 


10 GA. 
STAINLESS 


FASTER, 


EASIER CUTTING 


to any Shape! 


@ Compactly built for maximum 
visibility and efficiency 


@ Operates on 35 to 150 PSI air 


pressure 


@ Adjustable power and return 


stroke length and speed 


Beverly Pneumatic Shears 

combine all the advantages of 

Beverly Throatless Shears with 

fast, effortless cutting action through 

air ‘cylinder operation. Air operation speeds 

work, permits accurate cutting to a pattern or 
template, as operator can concentrate on guiding 
work through the shear. Flow control valves permit 
precise adjustment of stroke speed; adjustable actuat- 
ing arm controls stroke length. Foot Switch permits 
operator to use both hands on the work piece. 
Operates on 110V. 60 cycles AC and 35 to 150 PSI 
air pressure. 


See your nearby Beverly Distributor 
Write for catalog sheet and complete details. 


BEVERLY SHEAR MANUFACTURING CO 


3020 W. Ilith STREET « CHICAGO 43, ILLINOIS 





“SHORT SODER FACTS” 


From L. B. ALLEN 


The greater the tin ratio in sod- 
er — the more resistant the 
soder is to vibration. 


information are now available. 
Write us today] 





Allen fluxes for sodering, braz- 
ing. and welding are fast, safe 
and dependable. Sold only 
through distributors. 


st SINCe, 


D) Free soder charts full of vital 


Write Today — 


FOR SOUND 
ECONOMY 


DAMPER 


/REGULATOR 
SETS 


No. 69 SET 
SINGLE BEARING 
for SMALL DAMPERS 


Retractable bolt and mm, 
quick, easy means of 
fastening bearing are 
among features that 

make this the most con- 
venient and economical 

set available. 


No. 70 SET 
for LARGER DAMPERS 


Identical with No. 69 
except with 2 retract- 
able bolt bearings 


HART & COOLEY SAanis ACTERING CO. 
500 EAST EIGHTH ST., HOLLAND, MICH. 








LB. ALLEN CO 


6701 B Bryn Mawr Ave. 
Chicago 31, Illinois 
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¢ Easier 
to Install 


« New Quiet 
Operation 


« Competitive 
Prices 


COOLAIR Ventilating Fans 


For quiet, general purpose ventilation at lowest 
cost, you can't beat the Coolair type CQ shown here. 
It’s ideal for schools, auditoriums, and stores... 
wherever a quiet fan is needed. 

Exclusive rubber vibration insulators, as shown 
in the insert photo, are built into the fan frame. 
You can meet specifications for resilient-mounted, 
wall-type fans with far less installation trouble 
and cost. No bother with mounting fan on rubber 
or felt. 

Proof that Coolair prices are competitive—Coolair 
fans were used on all four U.S. 3rd Army barracks 
rehabilitation projects started in the summer of 1955. 


Write for Free Catalog Folder: 


AMERICAN COOLAIR 
CORPORATION 


3610 Mayflower Street 
Jacksonville 3, Florida 








There’s a PROPER SIZE Monmouth 
for every Heating Unit 


Monmouth does not offer just one size Humidifier for all heating 
units. It provides a complete range of sizes and capacities to do 
the job properly — for the correct size pan and correct number 
of plates are essential to efficient operation. This is especially 
vital with modern automatic forced air heat, with relatively low 
bonnet temperature, where sufficient diffusion to convey moisture 
to the volume of air handled is absolutely necessary. When you 
install the proper size Monmouth, your job is not half done, but 
ALL done. The complete line includes various Flotrol Models — 
the No. 310 for your smaller jobs and the Monmouth gas-fired 
Humidity Conditioner for all radiator systems. Write for de- 
scriptive Bulletins. 


THE CLEVELAND HUMIDIFIER CO. 
7802 Wade Park Avenue Cleveland 3, Ohio 


MONMOUTH 
HUMIDIFIERS 


BULLETIN 


tells how 


ANEMOTHERM 
Air Meter 


saves in balancing air conditioning, 
heating and ventilating systems 


The Model 60 Anemotherm Air Meter, developed 
by the Anemostat Corporation of America, gives 
you — in one convenient instrument — a simple, 
rapid method of balancing and checking any air 
system. It puts at your fingertips, by means of 
color-coded pushbuttons, air velocity, air tem- 
perature and static pressure. e The Anemotherm 
Air Meter pays for itself through time saved on 
only one major job. Write for Bulletin 55 giv- 
ing all the facts. 


AC 1336 


ANEMOSTAT CORPORATION OF AMERICA 
10 EAST 39th STREET, NEW YORK 16, N. Y 


appointments 


(Continued) 





new assignment. His primary duties will be the train- 
ing of salesmen in the field and conducting sales meet- 
ings for distributors. 


>» Ropert H. Lowe as advertising and sales promo- 
tion manager for the Coleman Co., Inc. He succeeds 
Julian F. Warren who has resigned to establish his 
own wholesale distributing company in Houston. Mr. 
Lowe joined the firm early in 1955 as promotion man- 
ager of the utilities operation department. 


avip J. McDonaLp as eastern regional sales man- 

> Davin J. McDonaut t gional sal 

ager of Thermco Laboratories. He was previously a 

field sales engineer for the Brown Instrument Div., 
inneapolis-Honeywe egulator Co. 

M polis-Honeywell Regulator ¢ 


> R. D. MarsHatu as sales representative in parts of 
New York, Vermont and Massachusetts for the Barne- 
bey-Cheney Co. 


> J. R. Marutto as branch manager of the New 
Jersey sales office of the Worthington Corp. Mr. 
Matullo joined the firm in 1934 as an application engi- 
neer in the rotary pump sales department. 





STANDARD IN THE FIELD 


Superior features of Tharco— 


® No Shrinking 
® No Cracking 
® No Checking 


THARCO is available in either black or light 
gray in l-pound cans to 350 pound drums. 


ORDER FROM YOUR JOBBER 





THE ARMSTRONG COMPANY 


241 S. Post Street * Detroit 17, Michigan 
EST. 1933 
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4 . Mm FLANGES THE DUCT 
Lmoncet (S| 
K SAVES e SUE cedlightor pieces 
EY eee < Pa | Slightly longer on bulkier pieces 
VU mON 3% 

q>\ 

or The ONLY tool that does both. 

A complete drive cleating tool... 


no set-up time . . . no adjustments. 
++ ON FURNACE PIPE Handy to take out to the job when 

not needed in the shop. Turns idle 
D U C T S an d F I T T I N G S time into production time. Flanges | 
You actually save time, labor and | any square duct up to 20 gauge. 
money with MONCRIEF’S pipe Quickly pays for itself mm Tne, d 
and fittings, for this duct work is material and labor savings. 
uniform in size, quality : and No. 12 Smith's Cleat Bender ' 
workmanship. MONCRIEPF’S sim- ae” witel .. Seneee - PERFECT 
plified system of ordering, cuts $49. aia ni 
figuring time, assures faster de- No. 18 Smith's Cleat Bender fit the duct without 
livery and greater profits. Write (18 wide) .. 578.60* ein ceinhidh iecieadiaamdin 
for Catalogue or order from *F.0.B. Waukegan, Illinois 


‘ TREMENDOUS SAVINGS 
AG your wholesaler today. — 0 change in erection time and leber. 
RS . 


Lenctief FURNACE COMPANY R. E. SMITH 


1124 Elizabeth Avenue e Waukegan, Illinois 


j MAKES PERFECT 
pp} «CRIVE-CLEATS TOO! 


a vo 
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| Uindmaster the Modem Draft Control 


S PEED UP M E TA L | that’s “QUICKER ON THE DRAW” “ ENT 
_CUTTING & oodSHE 


oR @ ~ Peonecmnmy 


with an 
Ingersoll-Rand 
a IMPACutter 


sheet metal, Stubborn, time consuming 
bolts, rivets, metal cutting jobs become 
spotwelds, a breeze with this cost- 
drums... saving tool. Enthusiastic 
drives out users are finding new uses 
bolts, pins, for it every day. Any job 
rivets... requiring cutting, driving, 
scrapes off scraping or breaking is a 
paint rust, good spot to try this power- 
dirt, etc. ful air hammer. 


Ask for a ™ 
Call your Ingersoll-Rand \) d ° 
gprs distributor now for a free in ma [ 
NOW ° demonstration in your plant. Draft Controls 
Ingersoll-Rand columbus 15, Obie 


1! Broadway, New York 4, N.Y. 
18A-331 
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THE RIGHT SHEAR 
FOR ANY CUTTING JOB 








FSPFVPeSSSSSSBSSBSSSSBSSSSSSSSSBBBBSBee 


MARSHALLTOWN 


ROTARY 
THROATLESS 
SHEARS 


SS SSBB BBGBBGBBB Bees = 


ASBSSVeVeV ees eae eee 
See ee ee eee een # 


CUTS ALL SHAPES—SIZES 
@ QUICKER 
@ EASIER 
@ FASTER 


Here's a shear that's right for every job. Speedy — efficient. 
Cuts up to 14 inch stock — speed to 6 ft. per minute. Ex- 
cellent for irregular cutting or straight splitting. Available 
in hand operated or motorized models. Prompt shipment. 
Send today for special illustrated bulletin. 


MARSHALLTOWN 
MANUFACTURING COMPANY 


Marshalltown, lowa 


appointments 
(Continued) 





> SrepHen F. Smart ak as field sales representative 
for the Janitrol Heating & Air Conditioning Div., Sur- 
face Combustion Corp. in the Long Island, N. Y. area. 





@hituaries 


M. J. Cutter 


M. J. Currer, founder of Cutter Sheet Metal Works, 
Cleveland, died August 24, 1956 at his Florida home. 
Mr. Cutter, well known for his interest in association 
activities, was at one time president of the Ohio Sheet 
Metal Contractors’ Association. 


Otto F. Kronenberg 


Orro F. KRONENBERG, 70, president of the Machwirth 
Bros. Co., Buffalo, died August 25, 1956 at his home 
in Hamburg. Mr. Kronenberg headed the sheet metal 
and roofing company since 1924 and before that was 
secretary-treasurer, Surviving are his wife, a son and 
a daughter. 

















DEALERS WANTED 


For This New FALL & WINTER 
VOLUME SALES Product | Ba 
oS 


Nearly 10,000,000 air condi- 
tioner covers will be sold this 
fall. Now’s the time to stock 
up for big, early profits. Write 
for folder and detailed speci- 


fication sheet. 

CAMPBELL MFG. CO., INC. (A =| 
1345 Plowman Ave. In dozens, you pay 
DALLAS 3, TEXAS - — 


warmers # vente $2.87 each. Retail 
Phone WHitehall 2-3191 co $4.79 to $5.95 each. 




















MAKES 
BETTER 
CONTROLS? 


See page 142 





BACHARACH 
S PRESSURE GAUGE 


e Body is transparent, high-strength 
plastic extrusion. 


e Scale features easy readability; made 
of white plastic, with black scale 
divisions and numerals; 1/10” W 
scale divisions. 


eIndicating Fluid of 1.9 specific 
gravity permits pressure readings to 
1/10” W over entire scale on gauge 
of convenient size. Fluid is colored 
blue for visibility; is non-freezing to 
low temperature. Gauge is furnished 
filled ready for use. 





eShut-off Valves are conveniently 
opened or closed by rotation of 
knurled discs. 


e Scale is adjustable up or down to 
permit direct reading of pressure. 

e Blow-over seal automatically pre- 
vents spilling of fluid when gauge 
is subjected to pressure surges in 
excess of scale range. 


e Body serves as reel for rubber hose. 


eFor convenient attachment of 
gauge to gas pipe an adjustable 
Gouge supplied with 4 ft. mounting clamp is available as 


rubber hose and fitting for Y af hate : 
test connection. optiona accessory. 





Gauge with scale 0-7" W : 
$12.50 TRADE NET Ask your Jobber or write for Leaflet 830 


Gouge with reversible scole BACHARACH INDU STRIAL 


— 0-15'' W on one side, 


ond 0-8.5 ounces per sq. INSTRUMENT COMPANY 


a ‘Seean taine NET 7301 Penn Avenue, Pittsburgh 8, Pa. 
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 f » | a | (SOLD EXCLUSIVELY THROUGH WHOLESALERS) 
‘ILTERGI ASS 
I 4 5 al Here is a filter that has been 


AIR 


FILTE! 


spun media — NO needle pricking — fine 
Sada to catch all dust — expanded to absorb the 
maximum dust. 
2 NO sti 
venting collapsing 
ciency. 
@ ist all cemented filter frame — cemented corners, 
no staples giving rigidity to stand the modern blower 


loads. 


and air by-passing increasing effi- 





designed to meet all the require- 


& 


ments for good furnace efficiency 








Filterglass Air Filters are manufactured for all 
residential heating or air conditioning units, 
and are available for immediate delivery in all 
standard sizes. 

We would like very much to prove our prod- 
uct to your satisfaction and will be happy to 
send literature. 


———For more information write now to PERMAGLASS, INC.., Box 195, Station A, Toledo, Ohio———— 
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Thermo-Products, Inc. 


“THE GOOD BUSINESS LINE" 


Features a complete line of top qual- 
ity units in Oil and Gas: Lo-Boy Base- 
ment, Counterflows, Hi-Boy Upflows, 
Oil-fired Horizontal Furnaces, Sus- 
pended Counterflows, and Oil and 
Gas floor furnaces. Dealers benefit 
from our first unit profit plan. Find 
out about our “Good Business Line”. 


WRITE FOR FREE LITERATURE! 


Thermo-Products, Inc. @ 


NORTH JUDSON, INDIANA 


— 


Ss 
REE was 2 ESE ASS SEN 


ak SCRAPERS 


o f 


WORCESTER BRUSH AND 
SCRAPER CO. 


Division of 


MASON-WORCESTER 
BRUSH CO. 


SAE Sfireamtowres SS AUSTIN ST. WORCESTER 1, 


REARS MASS. 








. « « for SPECIFICATION and BUYING Informa- 
tion use your JANUARY DIRECTORY NUMBER 


Your job will be a lot easier if you'll keep the January 
Directory number of AMERICAN ARTISAN at your el- 
bow constantly available for handy reference. It’s one of 
your most valuable tools — one which will save you many 
hours of looking up the products you need for your var- 
ious jobs. It's the ONE complete, up-to-date, readily ac- 
cessible source of product information on who makes the 
snips, blowers, grilles, etc., you need — and where they’re 
located. They're identified by trade names, too. EVERY 
product is listed, alphabetically arranged and printed on a 
distinctive yellow stock for easy reading and reference. 
Keep it handy . . . it’s a time saver. 








AMERICAN ARTISAN, 


OctToser 1956 








ORNAMENTS 


STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 
made up promptly. 
If you don’t bave catalog K, send for it NOW. 
MILLER & DOING 


89 ADAMS STREET BROOKLYN, N. Y. 





PERFORATED METALS 


for all industrial uses 
ARCHITECTURAL GRILLES 


New Catalog, No. 39, gives complete information 


Diamond Manufacturing Co. 
Box 34, Wyoming (Wilkes-Barre Area) Pa. 


West Coast Plant, Diamond Perforated Metals Co. 
915 So. Figueroa St., Gardena, Cal. 
Los Angeles Area 








+ « » Move your products in greater volume 
through consistent advertising in this 


Rates for display space in this section are $12.00 
per inch per insertion. One-inch minimum space ac- 
cepted. Closing date — 20th of month preceding issue 


SHEET METAL Drive gj HANDY TOOLS AND EQUIPMENT 
MACHINES & TOOLS Pe ll Quick Set 


leckformer Machi Peer Spot Welders Dividers 

Chicago Hand Brakes Reed Power Rolls 

Chicago Press Brakes Wysong —— New 

Pexto Power Sheers Whitney Punches 

Pexto Foot Shears Whitney Foot Presses Clip Punch 

Pexto Rotary Machines Pexte Mechanic's Tools For fastening slips or seams 

Pexto Slip Rolls Black & Decker Tools on ducts. Will push a “half Fastest and 
Bett-Marr Bandsaws moon” through 3 thicknesses mest eccurate on 
Marshalltown Presses of 18-ga. steel. No hammer- the market. Two sizes 
Punches and Dies Handles up te 3” wide, ing or flattening out to fas- for circles up to 36” and 

Mipatan Pittsburgh Lock Hammers 22 ga. or lighter. Hand ten slip to the duct, 48”. Removable stee! points, 
or foot operation. Mounts or pencil. No center punch. 
SEND FOR CATALOG on bench, or on job with COMPLETE LINE OF SHEET 


CENTRAL-WEST MACHINERY CO. a 


335 $. WESTERN AVE. CHICAGO 12, ILL REINER & CAMPBELL CO., Inc. Post Office Box 5035, Newark 5, N. J. | 
. PHONE: HAymerket 1-0900 




















RUBBER 
ADJUSTABLE ELBOWS 
MAKE YOUR PLANS NOW TO USE LADDER SHOES Registers and Grilles 


THIS SECTION IN THE ACCEPTED * Saran vetinarian: 


BUYER'S GUIDE — OUR JANUARY JOHNSON Juniper Elbow Co. Inc. 


DIRECTORY NUMBER. LADDER SHOE CO. 72-15 Metropolitan Ave. 
Middle Village, L.I., N.Y. 






































Eau Claire, Wi 








find what you need quickly 


and economically through. 


( | A ) ) | ” l E D Rates for classified advertising are 12 cents for each word including heading 


and address. One inch $6.00. Count seven words for keyed address. Minimum 


$2.00 for each insertion. Cash must accompany order. Closing date 20th of 





i MISCELLANEOUS as SITUATIONS OPEN 


FABRICATING EQUIPMENT 
Brake: Dreis & Krump Power Leaf 2” = 








Niagara Underdriven 62” x 14 Ga 
Rock River Horn type for tanks 
Niagara throat type 10 ga. caf 
i8” x 24” hand operated 
Schroeder Company, Minier, Illinois 


Our company is entering its fortieth year in business. We have the foremost, progressive organi 
zation in our line in the East. Continuing growth has created a need for additional personne! 
in several departments 


We are Sheet Metal Contractors and Manufacturers specializing in the design, fabrication, in 
stallation of warm air heating, ventilating, air conditioning and exhaust systems. Our operation 
generally covers a radius of 500 miles from New York City, and includes all types of buildings, 
Ribbed Wire Glass, Stock Sheets, 30¢ sc Structures, ships, etc. 
cu lightly extr > 7O ¢ 

Ber species Wr om * plu wy ane. : se We are offering to experienced men and trainees, permanent positions with opportunity for ad 
WESEROCRS. FUCRESOR Nrt808 20 Main vancement, Situations are available to 
Buffalo, New York . 7 , : 
PROJECT ENGINEERS 
SHEET METAL ESTIMATORS 
SALES ENGINEERS 


We require intelligent, ambitious and industrious men. Salary is commensurate with experience, 
ability and accomplishment. Send complete resume of educational background and experience. 
P. O. Box 73, New Hyde Park, Long Island, New York. 


| 
MECHANICAL ENGINEERS 
| 
| 





WANTED 

















A complete Universal Conductor Pipe >. ' ' ro ge 

; i ee E Position Open Nationally known heating and 
air conditioning manufacturer has sales posi 
O. G. Gutter and Conductor Pipe Ma tion open in Michigan, Indiana and _ several 


eastern states. Salary plus liberal bonus, travel : DID YOU MAKE 


expenses, company automobile. Present staff 


knows of this ad. Write giving all details your A NOTATION 


self to Key 1065, American Artisan, 6 N 
WRITE Michigan Ave ; Chicago 2, Il OF THE VERY 


i 


Machine Eaves Trough Automatic 





hir 
cl 


Key 1064, American Artisan Nor “ PATENTS ‘ aiid ge ote IMPORTANT 3 
Michigan Ave., Chicago 2 l e4  s oA . MESSAGE ON 


PAGE 1887 


INVENTOR’'S RECORD, Patent Info. »rmation 
Booklet free on request. Franklin W. Durgin, 
Registered Patent Agent. 12500 Meadowood 
Drive, Silver Spring, Maryland. 
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In Residential Air Conditioning, Warm Air Heating, Sheet Metal Contracting 
Meet the hardest working (and 
lowest cost) salesman you can 
have throughout 1957... 


Give your product line the full treat- 
ment in this recognized BUYERS’ 
GUIDE. Published each January since 
1934, this Directory Number most assur- 
edly will do an extra-strong selling job 
for YOU —as it does for over 200 other 
advertisers every year. 

The KEY warm air heating-sheet 
metal dealers and wholesalers (those 
who do 80% of the available business) 
receive this issue as part of their paid 
subscription. Its importance to them as 


a reference work has been well estab- 


Bae eee. 
DIRECTORY NUMBER 


lished over the years. 


NOTE THESE FEATURES An alphabetical 
listing of all applicable products . . . names 
and addresses of all the manufacturers ...a 
listing of all known trade names...a guide 
to the products advertised in this issue and 
the manufacturers’ names .. . AND the normal 
editorial content of a regular issue to assure 
immediate cover-to-cover attention. 


Sweet METAL CONTRACTING 


Aim HEATING = * 
RESIDENTIAL AIR CONDITIONING = * posers 


REGULAR RATES APPLY No premium is 
charged for the bonus values of this January 
Artisan. It's not a 13th or extra-cost number. 


CLOSING DATE DEC. 20 Plan now to capi- 
talize on this advertising opportunity. Reserve 
sufficient space today — perhaps a spread, 
an insert, or multiple pages —to back up 
your sales force throughout 1957. 


AMERICAN ARTISAN 


KEENEY PUBLISHING CO. AIR CONDITIONING HEADQUARTERS 


6 N. Michigan, Chicago 
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- NEW- 


FORCED-AIR GAS-FIRED HEATERS 


A GOOD BRAND 
CONVENTIONAL FLOW UNITS 


Two sizes HBD-70 Input rating 70,000 Btu., HBD-85 Input rating 
85,000 Btu. Have return air inlet at bottom of unit, warm air outlet 
at the top. 


All Heaters are equipped with “Whisper-Quiet” rubber mounted direct drive 
blower. 


Compactly designed for minimum floor space. 


All heaters are equipped with fully automatic controls. Each heater is shipped 
ready for installation, no expensive on-the-job assembly required. 


All heaters are A.G.A. Approved for operation with natural, mixed, manufac- 
tured and LP gases. 
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ATTIC TYPE AFS- 110, 
Input 110,000 Btu. 


Side flue outlet requires no additional height 
for diverter installation 


Space requirements kept to cbsolute 
minimum, 





Attractive grey-green hammer finish. 


DOWN FLOW UNIT 

CFD-85, Input 85,000 Btu. Has return air inlet at top, and warm air 
outlet at bottom suitable for perimeter heating. 

Equipped with permanent type filters. 


Built-in draft diverters provide easier installation. Control panel is enclosed by 
very attractive cover. Controls, blower and burner are all easily accessible. 
Rugged cast iron burners are slotted for long life and trouble free operation. 


Outside casings of heaters are hand-cool, highest quality insulation keeps heat 
in the heater, Every bit of heat is extracted from the fuel — value received from 
gas burned. 


All heaters are rigidly inspected and individually tested at the factory before 
shipment. 


All heaters are A.G.A. Approved for operation with natural, mixed, manufac- 
tured and LP gases. 


Write for complete descriptions and specifications. 


JOHN ZINK COMPANY 
4401 South Peoria 





most dramatic decorating idea in years 
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THERMOSTAT 
by WHITE-RODGERS 


accents room beauty... 


or matches any color scheme 





handsome finish 





harmonizes with 
any room... 


Hinged cover conceals the thermostat... 
beautifully styled case becomes part of the 
wall. Precision engineered throughout by 
White-Rodgers, the quality name in 
thermostat design and manufacture. The * 
Fashion Thermostat will capture the 
imagination of your customers...they'l! 

be talking about it...asking you for it. 

Be ready for them...and for new sales 

and profits that are headed your way! 


for full details write us...or contact 
your regular supplier of heating 
and cooling equipment. 


modern comfort 


TORONTO 8, CANADA 





